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Let the See-Pack make more money for you. A FEW OF SEE-PACK’S 

Slaymaker’s colorful boat encased in a clear plastic 

sleeve has revolutionized padlock merchandising. ae), Devers slaymaker 

Tests prove that See-Packed locks outsell similar @ Eye-appealing 

locks as much as five to one! ® Sales-compelling LOCK COMPANY 
Words can’t describe its ‘‘take-me-home” appeal ® Versatile LANCASTER, PA., U.S.A. 
. its durability . . . its versatility. You have to ® Saves shelf space 

see it to believe it. So order Slaymaker’s See- @ Keeps locks clean 


Packed locks now and watch your profits grow! 


Easy to open 
MOST VERSATILE PADLOCK PACKAGE ... SEE-PACK DOES TOP SELLING JOB 
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These ‘“‘seals’’ help make DURO-PLASTIC the fastest selling 
fix-it products off your shelf. All three ‘‘seals’’ sell for you 
all year long, because they’re an important part of the most 


powerful, most consistant national advertising program in the 
fix-it industry. Your customers want the best 


... give them 
what they want — DURO-PLASTIC fix-it products . . . often 
imitated, but never duplicated (but they’ve tried!) 





LUTE PARSTIC for 
PORCELAIN REPAIR 
































The only “Mother-in-law approved”’ fix-it ine 
SEE US AT THE NHMA SHOW ... rartie 2040 
THE WOODHILL cuemicat comPANY, Cleveland 14, Ohio “originators and World's Lan 
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WHEN IT COMES TO LOCKS... 





YALE* MAKES IT AN OPEN-AND-SHUT CASE! 


Yale locks and hardware offer a 
double benefit: A completely re- 
designed line, all new over the 
past six years, combined with the 
oldest, most reliable name in locks 
and hardware. 

In addition, Yale makes the broad- 
est line of locks and hardware any- 
where in the world. And its name 
(an aid to security in itself!) is 


known the world over. Millions of 
doors in homes, schools, factories, 
institutions and hotels have been 
secured by Yale locks ever since 
Linus Yale invented the pintumbler 
lock in 1868. Each year Yale issues 
over fifty million keys, which se- 
cure full lines of door locksets, 
panic exit devices, padlocks, locker 
locks, auxiliary locks and cabinet 


locks. Yale also manufactures the 
most complete line of door closers 
in the world. 

The Yale & Towiie Manufacturing 
Company, Yale Lock & Hardware 
Division, White Plains, New York. 


“YALE LOCKS FOR SECURITY” 
YALE & TOWNE 


LE—REG. VU. S. PAT 








YALE HAS 
WHAT YOU 


NEED 


NEED IT 


Full lines of Key-in- 
Knob Locks, Padlocks, 
Door Closers, Finish- 
ing Hardware, Screen 


Door Hardware, 
Sliding Door Locks 
and Tracks, and 
Merchandisers. 


WHEN YOU 


| Available from authorized Yale distributors. 
Serviced from Yale warehouses chap ae 
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® WOOD CUTTING ® METAL. CUTTING 
® FIT ALL POPULAR SAWS 
® HANDY PACK 








Just what you need to get a greater share of the 
fast growing Sabre Saw blade business. High SPECIFICATIONS 
quality wood and metal cutting blades. Metal 
cutting blades are specially heat treated for NO. PURPOSE 
fast cutting and long service life. Blades are 
specially designed to fit all popular sabre saws. 306 Wood Cutting 6 





TEETH 
PER INCH 








Convenient multi-purpose package...two 310 
blades in a ‘‘Tulox”’ sleeve pack. Ideal ‘‘self- 
sell’’ packages for bin, counter or peg board 318 Metal Cutting 18 
display. Griffin blades are priced right, pack- 
aged right, designed right and the profit is 332 Metal Cutting 32 
right for you. 


Wood Cutting 10 




















G. W. GRIFFIN COMPANY - Franklin, New Hampshire 


THE BEST IN BLADES SINCE 1880 
Sales Representatives — JOHN H. GRAHAM & CO. INC., 105 Duane St., N. Y. 8. N. Y. 
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THE OLD RELIABLE 
CHAIN SALESMAKER 


Assortment No. 38 


7 types and sizes 
of welded and 
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THE NEW 
CHAMPION 
CHAIN SALESMAKER 


Assortment No. 46 


4 popular sizes of 
proof coil chain 





By Popular Demand-a NEW 
ACCO Proof Coil Chain Salesmaker 


You asked for it, now here it is—the new ACCO 
Proof Coil Chain Salesmaker. The perfect companion 
to the popular Welded and Weldless Chain Sales- 
maker, this new rack display lets you round out floor 
stock with the four sizes of proof coil chain that your 
customers most frequently ask for. Side by side, both 
self-service units consume less than 5 square feet of 
floor space. But best of all, they put chain out where 
customers can see it...feel it...and buy it! 


And when they buy it, you make money! Take the 
new Proof Coil Chain Salesmaker. You pay just 


ORDER FROM YOUR DISTRIBUTOR 


Contact your American Chain 
distributor for complete infor- 
mation about these items or write 
York, Pa., office for free litera- 
ture DH-377 and DH-79 


for four reels of chain (sizes —*%", 14”, 4%", 3%”) and 
get the display rack FREE! Sold at suggested retail 
prices, your investment produces a generous profit. 
You have three different assortments to choose from 
— (No. 46) Self-colored chain, (No. 46A) Extra-Bright 
Zinc-plated, (No. 46B) Hot Galvanized finish. 


Put new life into your chain sales by ordering an 
acco Proof Coil Chain Salesmaker from your ACCO 
distributor now. And if you don’t already have an 
acco Welded and Weldless Chain Salesmaker, order 
one at the same time. 


American Chain Division * American Chain & Cable Company, Inc. 


Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
*indicates Warehouse 


Want more facts? Circle 103, p. 61 
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Too much modesty 


Editorial 


by W. A. Phair 


Modesty is an admirable trait. But it can be carried too far. I 
think the wholesale hardware trade has carried modesty too far, much 
too far. 


Each day the editorial offices of newspapers, consumer magazines 
and business magazines are flooded with all sorts of information from 
chains, from discount operations, from supermarkets, and others. But 
rarely does anyone receive information from wholesale distributors. 


A great deal of this material is pure propaganda, designed to build 
a favorable impression for the people who send it out. On some occa- 
sions this information is misleading. 


While those of us who are familiar with the hardware trade can 
see through this material and simply discard it, there are unques- 
tionably many editorial offices where at least part of this publicity 
is taken for truth. 


’ 


The sad fact is that while many of these “new” merchandisers put 
great effort behind getting their story over, the established hardware 
distributor just sits back and makes no effort at all to get his story 
across. We could take an academic approach and say that newspapers 
and general magazines should know better, but this attitude is simply 
hiding from reality. You may be right in this attitude, but you won't 
win any battles. 


The poor public relations attitude of most wholesalers is a matter 
that has been mentioned here previously. The National Wholesale 
Hardware Assn. has also emphasized this fact. It is true that over 
the past few years we have seen a few firms pay more attention to 
public relations, but a majority of distributors still refuses to acknow!l- 
edge the need for action. 


No one with any experience is going to suggest that a publicity 
program is going to bring you measurable sales improvement. It 
won’t. But an intelligent publicity program is just as much a part of 
a business as the packages that carry the goods. You may feel that 
what you do and think is your own business. But as long as you are 
going to deal with others outside your firm, you must realize that 
what they think is more important than what you think. 


You must also recognize that day in and day out, every Tom, Dick 
and Harry is sniping at the wholesale trade. The cumulative effect 
of this never-ending barrage is very damaging. And yet, so very 
little is ever done to counteract this attack. Why? A sensible pub- 
licity program doesn’t cost large sums of money. You don’t have to 
hire expensive specialists. You can handle most of the work right 
in your own Office. 


Publicity of the right kind has many beneficial angles. This is 
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Editorial 


continued 


why so many firms use it so aggressively. In addition to keeping your 
customers and suppliers advised on your role in distribution, publicity 
also works internally among your own salesmen, and your plant and 
office staffs. Publicity of the right kind allays fears among your cus- 
tomers and employees; it shows that you have confidence in the 
future, that you plan to be a part of their future. Publicity of the 
right kind has a soothing effect on customers and employees, like the 
actions of a man making a hefty deposit when there is a run on a 
bank. Your personnel changes and promotions are also of interest 
to many folks who have an influence on your business. 


What will it take to get these facts across to the wholesale trade? 
How much of a beating will they take, before they react? Every time 
a distributor goes out of business, the facts are elaborated and mag- 
nified a thousand times. Yet when another wholesaler, with confidence 
in the future, expands, puts up a new building, or modernizes, it’s 
like pulling teeth to get the facts for publication. Yet this type of 
information is the best antidote possible for the discounters’ propa- 
ganda. 


Public relations is a job that should be tackled in each individual 
wholesale house. It is a job that should be recognized as essential. 


No headache monopoly . . . 


Sometimes when we are buried in the day-to-day demands of our 
own job, we lose sight of what is happening elsewhere. Our own 
problems seem to loom so large that we soon feel that our headaches 
are the worst in the world. 


But if we could step back and take a look at some other trades we 
would quickly realize that everybody has problems ... big problems, 
too. For example, we received a letter from a lumber yard operating 
a hardware department. This lumber dealer remarked that the margin 
on lumber was so small that it didn’t pay to make a sale, while on 
the other hand the “nice’”’ margin in hardware made it a lifesaver. 


Then I read a statement why department stores like hardware. 
The margin, it was pointed out, on hardware is better than on most 
department store items, and there is “little price cutting.” The 


absence of continuing style changes in hardware is another favorable 
factor, it was said. 


When I get a chance, I read business magazines from other fields, 
such as jewelry, shoes, auto service, TV servicing, or about exclusive 
paint stores. Each magazine reflects the same kinds of problems that 
we have in hardware. They all have major headaches. And when I 
see that Sears is planning to fight the discounters, I come to the con- 
clusion that the hardware trade has no monopoly on headaches. As a 
final touch, checking the Dun & Bradstreet reports on discount houses 
convinces me that, despite its problems, the hardware business is a 
pretty good business. It might benefit all of us in our approach to 
our daily tasks if we realized that our burdens were no heavier than 
those of men in other fields. 
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INSULATED DOOR STOP 


Here’s the modern type of door stop 
Builders have wanted for years! 
ROBERTS DRAFSTOP® Insulated 
Door Stop combines weatherstrip- 
ping and door stop in one easy-to- 
install unit, coped for perfect fit. 
Sells on sight! Ideal for new con- 
struction, remodeling and the ‘‘do-it- 
yourself’’ trade. 


ITEM NO. D-400 DRAFSTOP® 
INSULATED DOOR STOP 
Two 7’...one 3’ lengths. 

Suggested Resale... $3.90 
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DOOR BOTTOM* 


Puts profits in your pocket! DRAF- 
STOP® Door Bottoms sell on sight 
when customers can ‘“‘see and feel’’ 
through the poly sleeve without de- 
stroying the unit wrap. This is the 
“fully automatic’”’ door bottom with 
spring action opening, nylon stop- 
roller for tight threshold closing. 
Anodized aluminum...tough, pliable 
vinyl guard. 


ITEM NO. D-200 3’ DRAFSTOP® 
DOOR BOTTOM? with hardware. 
Suggested Resale... $3.59 


*U.S.Patent No. 2855638 
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WEATHERSTRIPPING | 


A real volume-builder. DRAFTSTOP® 
Weatherstripping NEW ITEM NO. 
D-101, featuring five 3'2’ lengths. 
Light and easy for a woman to carry 
... short enough to fit in a car trunk. 
It’s easy to sell quality ‘‘insulated’”’ 
comfort, protection against damp- 
ness, drafts and dust. Quickly, easily 
installed. 

Suggested Resale... $1.89 per unit. 
DRAFSTOP® Weatherstripping 
also available in ITEM NO. D-100 
standard two 7’, one 3’ lengths. 
Suggested Resale... $1.89 per unit. 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


Tough sledding for "nest egg" bill . . . 


A bill to give self-employed dealers a tax break on private retire- 
ment plans won quick House approval, faces tough sledding in the 
Senate. The bill (H.R. 10) would allow self-employed businessmen 
under 50 to defer taxes on up to 10 percent of their annual income 
up to $2500 toward a private retirement fund if they’re not under 
some other program. Taxes would be payable when the fund is 
withdrawn, and the taxpayer is in a lower bracket. President Ken- 
nedy doesn’t want the bill this year so the Senate will probably 
let the plan die as it has several similar proposals. 


Tax-cut talk realistic? ... 


President Kennedy and his advisors do a lot of talking these days 
about a general tax cut next year. The trouble is they’re also doing 
a lot of heavy spending. Mounting cost of the New Frontier pro- 
gram has brought a hasty temporary increase in the national debt 
ceiling, and an almost panicky extension of wartime corporate and 
excise taxes due to lapse June 30. As Congress continues to rubber 
stamp most of Kennedy’s proposals, hoping that all this pump 
priming will stimulate the economy enough to mean fatter tax reve- 
nues and permit a rate cut next year. Few tax experts are opti- 
mistic, however. 


A break for uprooted dealers .. . 


More help may be on the way for dealers who lose their store 
locations because of urban renewal projects. Rep. William Fitts 
Ryan (D., N. Y.) has introduced a bill (H. R. 7418) calling for 
easier loans to store owners forced to relocate by such projects. 
Loans would be available from the Small Business Administration 
on interest of 3 percent, up to 20 years to repay. SBA loans are 
available now to dealers forced to relocate by improvement projects, 
but with interest at 54% percent and repayable within 10 years. 


Drive for honest labeling . . . 


Congressional drive for consumer protection is moving into area 
of deceptive packaging and labeling practices. This latest probe, 
headed by Senator Philip A. Hart (D., Mich.) has been directed 
mainly at foods and food store products. But dealers can expect 
the hardware business to get the once-over too, on such store mer- 
chandise as paint, garden supplies, pre-packaged hardware and 
building supplies such as nails and bolts. Backers of the probe 
want a law to use against manufacturers and merchants who dis- 
play labels that mislead shoppers about true weight and measure- 
ments of a packaged product. 


10 © HARDWARE AGE, June 29, 1961! Want more facts? Circle 105, p. 61 > 





Sa eB 























WH ER ce ¥ ’ Tia, 
ANNUAL — 
IS OVER $100,000% 
PER DEALER! 











Join the hundreds of dealers who are actively doing something extra about 
attracting young families who are busy establishing homes, a market Hard- 
ware Age estimates represents buying power in excess of $100,000 per dealer! 


LIVING’s “Young Homemaker Center” plan is an exciting new way to help 
you attract young family customers. LIVING will send you free, giant 
(60° x 90”) streamers to identify a counter, corner or other display area as a 
“Young Homemaker Center” — stocked exclusively with products that appeal 
most to young families. You'll also receive free newspaper mats, counter 
cards and all the promotional material you need. 


With your “Young Homemaker Center” kit you'll also receive a free subscrip- 
tion to LIVING’s Hardware Digest a unique dealer supplement loaded with 
selling ideas, new product information and timely tips on the young home- 
maker market. Plan now to let young families know you are particularly 
interested in their needs. Tie-in with the unmatched authority LIVING has 
in the market. Mail this coupon for your free“ Young Homemaker Center’ kit. 


x LIVING 








TO: LIVING FOR YOUNG HOMEMAKERS 
575 Madison Ave., New York 22, N.Y. 
ATT: PROMOTION DIRECTOR 





Yes, send me my free “Young Homemaker Center’ kit today. 


| 
| 
| STORE NAME 
| 
| 
| 





FOR YOUNG HOMEMAKERS 
A STREET & SMITH PUBLICATION 
575 MADISON AVENUE, NEW YORK 22, NEW YORK 


STORE ADDRESS 









MY NAME iS 





TITLE 





HARDWARE BUSINESS 


~ Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Upturn in retail sales, profits .. . 


Brighter horizons are in sight for retail sales and profits in 1961’s 
second half. This is the business outlook seen by the National 
Retail Merchants Assn., resulting from a nation-wide survey of 
member stores. Sixty-eight percent of the respondents predicted 
that sales in the next half will average 4 percent ahead of last 
year. Six out of 10 of the retailers also look for an increase in 
net profits. These predictions correspond with forecasts by econom- 
ists for a sharp upturn in the next six months. 


Statistics support predictions .. . 


Supporting the retail merchants’ predictions for better business 
in the next half are some just-released Commerce Dept. statistics. 
These statistics show that business in the durable goods industry 
is beginning to show improvement, the first in some time. Most 
favorable are: Durable goods industry sales (seasonally adjusted) 
in April jumped to $14.15 billion from $13.69 in March, the high- 
est since last October; durable goods new orders rose to $14.58 
billion in April, up from the $13.83 mark in March. This was the 
highest new orders have been since September; and April new 
orders exceeded shipments by $430 million, as compared with $130 
million in March. 


Retailers plan heavy promotions... 


Look for more aggressive efforts on the part of retailers to get 
customers into their stores. According to the majority of retail 
merchants in a recent survey by American Newspaper Publishers 
Assn., competition is and will continue to be intense, demanding 
more imaginative and aggressive promotions and advertising to 
gain extra customers. With this in mind, the surveyed retailers now 
have their sights set on increased Summer business. They predict 
sales and profits to be above a year ago, if strong promotional ef- 


forts are used. Outdoor-living promotions will be used by 86 percent 
of the merchants. 


Fix-up market looks good... 


Prospects of a brisk do-it-yourself home improvement market in 
the months ahead are good. Many observers feel the turnabout 
in business atmosphere will renew consumer confidence; start them 
spending again. One area expected to get brisk play is the do-it- 
yourself home repair market. Recent improvement in employment 
and personal income sectors support this likelihood. 


... Turn to page 92 for more news of How’s the Hardware Business. 
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Solider Guns—5.95 to 15.95 





2-Speed Drill—29.95 


4% 





Sanders—13.95 to 19.95 Sabre Saaw—26.95 





| GRIN ALL OVER 
AT WEN'S TERRIFIC 
PROMOTIONAL SUPPORT 


TRu, 


anee 





YOULL FLIP 100! 


At new profits, new volume, new interest from your customers. 
Remember... 1 American home in 5 has recently received WEN’s 
literature. Almost 4 million WEN tools are already in use. WEN’s 
famous highway signs yield over half-a-billion impressions yearly. 
Your customers know about WEN! They want WEN! Hurry! Call your 
WEN Representative right away. Every day lost is a sale lost. 


PRODUCTS, INC. 


5810 Northwest Highway e Chicago 31, Illinois 
Want more facts? Circle 106, p. 61 
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A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


STRONG TREND TO ANTIQUE STYLING CAN AFFECT YOU, IF YOU LET IT. Current 
rage for early American furnishings and built-in designs in new 
homes can affect the sales volume of hardware dealers who get in 
on the trend. Never has there been such worship of early Ameri- 








cana, or so many antique collectors. Your angle: Reflect the trend 
in your buying and displays. Offerings of new goods in old pro- 
files will hit new peaks this Fall and Winter, from bread boxes 
and door hardware to fireplace equipment. Don't be afraid to buy 
‘em. Try featuring displays built around centerpieces of old-style 
post lanterns, shutters, pot-bellied stoves and the like. Such 
displays will build traffic with women customers. 























IF YOU WANT MONEY TO BUILD UP INVENTORIES OR EXPAND, ACT NOW. Why? A 
federal deficit of some $3 billion looms next year, due mostly to 
red-ink government financing. Combine this likelihood with the 
coming upturn of business now evident, and you see why private 
dollars-for-lending quickly could become scarce and more costly. 
Plenty of money for financing around right now, and that makes it 
cheap. But it's apparent that borrowing will become steadily more 
difficult and costly as the months wend into 1962. 























MARKET FOR SERVICES REACHES MAMMOTH PROPORTIONS, YOU CAN _ BENEFIT. 
Although more Americans are do-it-yourselfers, there's a paradox. 
Cash outlays for services set new records each year: $131 billion 
in 1960 will grow to $138 billion this year. A $145 billion figure 
seen for next year, roughly $800 for every citizen. These services 
include many offered by dealers: Mower and equipment repairs, 
rentals, and dozens of the odd-job variety such as glazing and 
locksmithing. If you've cut such services in deference to self- 
service merchandising, you may have cut sharply into future 
profits. Better take stock. 





























GIFTS, GUNS HEAD FOR BRIGHT SEASON. Early reports on Summer buying 
Shows are encouraging. Ordering of toys, gifts and guns for 
Sseptember-through-December promoting is running moderately ahead 
of last year, well ahead of 1959, many observers report. Toys grab 
the spotlight, with more dealers buying more variety and depth 
than expected. Higher priced lines get a strong play, especially 
dolls and space kits. Price specials, mostly backing consumer 
mailers, seem more abundant this Summer. Better raise your sights. 
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] NO. 8SHCVB — NEW! all-in-one 
COMBINATION 8” SLIP JOINT PLIER 
AND HOSE CLAMP AND WIRE CUTTER. 


oe \\ \ }, Has grooved facing to adapt CORBIN 
~~) — ’ and other type spring clamps in the 
automotive & home appliance field’ 











LOW 
PRICED 


COMBINATION 


PLIERS —_ 


FOR MASS MARKETS fi - win Wie CUTER 
TO PROFITABLY RETAIL AT $ } 9 8VBCP CHROME FIN- 









ISH PLIER. 








S8HCVB; An economical 8” plated-finish 
i combination slip joint and hose clamp plier. 
Use as hose clamp, plier in the second position 
of the slip joint. DISPLAY PACKED — with 
individual pliers in red vinyl bag; six per box; 
one gross per shipping carton. Weight, 72 lbs. 
per carton. Retail at 88c. 


8VB; An economy 8” plated-finish slip joint 
2 plier with wire cutter. DISPLAY PACKED 











* | get this 
~ FREE DISPLAY 
















with individual pliers in red vinyl bag: six per with your choice of these two assortments! 
one ss i t W t, 75 . . : : 

a pom carton Retail { See. a ee Sales compelling display carton stimulates “impulse” sales, 
, 8VBCP: 8” polished durable chrome finish speeds turnover, increases profits. YOURS WITHOUT COST 


plier. CISPEAY PACKED with individual when you buy either of the 2 fast-turnover assortments below! 


per shipping carton iin oe Ibe per ectton ASSORTMENT +VB-X 18 each of SHCVB and 18 each of 8VB 


etail at 99c pliers; 3 doz. pliers in all. 


ASSORTMENT +36AST contains six each of the following; 
6 — X8VB pliers 6 — #SP4P open end wrench set 
6 — #HCVB pliers 6 — #SP7K hex key wrench set 


12 — #180 18 pc. hex key sets 
BUY BOTH OF THESE 88¢ trade winning assortments today 


ALL UPLAND TOOLS ARE MADE IN AMERICA 


UPLAND INDUSTRIES, INC., UPLAND (Suburb of Chester), PA., U.S.A. 
HAE-U1/461 Mfrs. of a full line of hex keys & hex key sets, metric keys & sets, 6”-8”-10” pliers, open end wrenches. 
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Fiere’s all it takes for 


the top quality ‘AC marine spark plug 


AC Marine Spark Plugs are designed 
specifically for outboard engines—in the 
proper heat ranges for full power and 
performance—a_ self-cleaning insulator 
tip that reduces fouling—a positive gas- 
tight “‘inner-outer”’ seal for longer life— 
an umbrella-contoured insulator top to 
reduce flashover. These are but a few of 
the advantages you offer your customers 
when you sell AC Marine Spark Plugs. 


Fd 


> IT — 


eee 
notene 
oo 
Sirs 3 
. - 


Mn: 


SPARE 


ary qysrrs00F . . 
ne CARINE in an eye-catching package 


AC’s new waterproofed Twin-Pac offers 
your customers two rustproofed AC 
Marine Spark Plugs in one handy pack- 
age. Each spark plug comes in a tough 
plastic shell. Boat owners can now 
carry factory-fresh spares. 


on a self-serve rack 


This colorful display rack lists the type 
of spark plug for each outboard engine. 
Helps make the sale on-the-spot. Ask 
about AC’s profitable Marine Spark 
Plug Merchandising Package, SPM-85. 
It contains five AC spark plug types 
covering over 85°, of your outboard 
market, plus self-serve rack and banner. 


YOU GET EXTRA 


place your order through your 
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extra summer sales 


the top quality ‘AC lawn mower spark plug 


AC Lawn Mower Spark Plugs are en- 

P gineered exclusively for power mowers 
and other garden equipment. A unique 
electrode design that encourages quicker 

. starts—a self-cleaning insulator tip that 
reduces fouling—a positive gas-tight 
‘“‘inner-outer’’ seal for longer life. When 
you sell the AC Lawn Mower Spark 
Plug, you offer your customers these 
and many other advantages. 


in an eye-catching package 


AC Lawn Mower Spark Plugs come 
tightly sealed in a handy weather- 
proofed plastic package. Your custom- 
ers can enjoy the added convenience of 
a safe, dry spare that is easy to install. 


Ona self-serve display rack 


This colorful display rack sells for you 

. reminds customers of their power 

, needs. A handy reference booklet allows 

your customers to pick the spark plug phe yes 

best suited for their equipment. Rack AC) woweR 

and booklet, plus 48 AC Lawn Mower , a Soi a 

Spark Plugs are included in AC’s profit- a hivo os bees i. ae 
making Merchandising Kit ST-103. 










EXTRA EFFORT 








hon fe) regular wholesaler tod ay 
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NEW 


EVEREDY specializes and concentrates in a group of high-quality, fast- 
turnover items. Now, EVEREDY adds two new groups of items, designed and 
packaged for immediate sales. See these new items, and all the other outstand- 
ing EVEREDY items, at the Housewares Show. Learn how you can multiply 


* 0} (} K F sales by ADDing EVEREDY. 


SHEET 


TWO SIZES 


Gleaming chrome on heavy gauge 
steel makes this Cookie Sheet a real 
value. Giant-size, full-color label de- 
signed for impulse sales. Heavy, 


chrome-plated steel won’t warp or 
bend out of shape. Cooks and bakes 





Housewares Exhibit,McCormick Place 


evenly . .. no sticking . . . cleans easily. CHICAGO *SPACE 965-967 °JULY 10-14 


In two convenient sizes — No. 9814, 


10” x 14”; No. 9817, 1144" x 1614”. 


NEW 
TRAY 
GROUP 


A family group of contemporary 
designed serving trays elegantly 
gift packaged for impulse sales and 
big volume. 


Each piece individually gift car- 
toned, and crafted of heavy-gauge 
steel, chrome-plated, with modern 
die-cast polished brass finish 
handles. 





No. 5520 
Circular Serving Tray, 1344" dia. 


No. 5510 
Circular Serving Tray, 9%” dia. 








No. 5530 
Rectangular Serving Tray, 15” x 6” 





INDIVIDUAL 
GIFT BOXES 


No. 5540 
Rectangular Serving Tray, 15” x 8%" 


— 











LOOKS LIKE MORE... GIVES YOU MORE... EVEREDY 


The Everedy Co., Frederick, Md. e@ Craftsmen in Chrome and Stainless 


18 © HARDWARE AGE, June 29, 1961 


Want more facts? Circle 108, p. 61 













se SEE US AT NATIONAL HOUSEWARES EXHIBIT 


NEW DISPLAY RACK 


means faster sales. ..extra profits for you 









Hesie None 


























— 





























= REAL STEEL IN PLASTIC FORM! 
meg‘ ty (eect 
lacite | M122 , 
D astit J ‘ 
 dluminu 4 1 
cvenvree (HELS| Qi | ere 
AY 2-22. MAGIC 
Maaic | STEEL 
plastic 
aluminum 
READY TO USE! : 
ata s os 
O01 uses m at 
* Seals 1 
@a@aii # warterecos 
ens 











This handsome wire rack with colorful fluorescent metal sign is a real space saving self seller! 
Hangs on pegboard or stands on counter. It holds six each of the four fastest selling Magic 
products — packaged on eye catching bubble cards. You can’t miss with top quality, nationally 
advertised Magic repair products! 







































A BIG 40% PROFIT FOR YOU! 
EACH NO. 160 ASSORTMENT IS PACKED COMPLETE IN ONE SHIPPING CARTON 
SHIPPING WEIGHT 10 LBS. 


(eet 6 tee ae et eee ea aN en ee ene 
ree ae es : 
| — | Order This Protit Packed Assortment Today! : 
7 2 a 2 P | 
g | * Your Display Rack is FREE to You with Purchase of No. 160 Assortment! | 
: RETAIL VALUE |! 

> | V2 Doz. 512 oz. Tubes Magic Plastic Aluminum #PAI8.......... $ 6.00 | 
| V2 Doz. Tubes Magic Epoxy Glue ._.. i. ae | 

= —_* | V2 Doz. 62 oz. Tubes Magic Steel #575 _ 6.00 | 

PEG BOARD 7 V2 Doz. 4 oz. Tubes Magic Rubber #R89 | 6.00 | 

’ TOTAL RETAIL VALUE $23.88 | 
| DEALER COST ONLY .. 14.33 | 

YOUR PROFIT . een | ...$ 9.55 | 

| | 

| 

| 





- 
& 


Usa 
oe A-4594A 
COUNTER DISPLAY Magic iron Cement Co., Inc. 


14215 Caine Ave., Cleveland 28, Ohio, U.S.A. 

America’s most complete line of quality repair products In Canada—Bernard Marks & Co. Ltd., Toronto, and A.J.H. MacDonald Ltd., Vancouver. 
Want more facts? Circle 109, p. 61 
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Not a mere claim—actual fact! More Weller Soldering Guns are sold than all other makes 
combined! Over 4 million have been sold! And no wonder. Weller leads in performance—with 
features such as fast heat (34% seconds)—dual heat models—iron-plated copper tip for 
superior heat transfer. Weller leads in appearance—with a handsome design that spells quality. Weller 
leads in consumer demand—through powerful advertising. Don’t settle for less than the leader. 


Stock Weller, the original Soldering Gun. Weller Electrical Corp., 601 Stone’s Crossing Rd., Easton, Pa. 


" / Model 8200K Model 8250AK 


= Dual Heat Gun Heavy Duty 
Model 81008 —- wR Model 8250A | 
125 Watt Gun 


250 Watt Gun 
$644 $4295 


Want more facts? Circle 110, p. 61 
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PLAN NOW TO BE 
16th annual 


TRTTANAN) xationar 


OCT. 2-6, 1961 HARDWARE 
SHOW 


including the 
LAWN, GARDEN & OUTDOOR 
LIVING DIVISION 











at Fabulous 


McCORMICK 
PLACE 


\ Oct. 2-6, 


: 1961 
oe 
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_ 7 ~*~ 
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| } : | NATIONAL HARDWARE SHOW ”t—~—~—“‘“CSO™SOSOC*~*~*~*~*~*~*”;”:~«<S 
Everything new will be presented to you in spec- * I Suite 1103, 331 Madison Ave., New York 17, N.Y. | 
: tacular display at Chicago's magnificent new [| Please check below if you wish us to make hotel reservations for you. | 
$34,000,000 lakefront exposition center. More than -  steometnpamaag j 
1,000 manufacturers of hardware, housewares and | NAME TITLE | 
allied items . . . lawn, garden and outdoor living | FIRM | 
products will offer you more ways to make more | STREET | 
money than ever before, ‘Fill out and mail the ! city STATE | 
coupon now for your free. badge of admission to i TYPE OF BUSINESS | 
the largest, most complete, most diversified trade I —— | } 
how in America \ 3 Please check below the classification of your business. | 
Snow | ec | | | Wholesaler | | Retailer | | Dept. & Chain Store Buyer i 

[|] Importer-Exporter { |] Mfgrs’ Agent [| | Manufacturer | | Other 
EXECUTIVE OFFICES: 331 MADISON AVE., NEW YORK 17, WN. Y. | | | Please send us your hotel reservation blank. | 
. Minors under 18 yrs. of age will not be admitted under any circumstances. I 


Se | 
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Hundreds of thousands of tool users 
buy this plier every year... 


soy S . ‘ re Se 


DO THEY BUY IT 
FROM YOU? 


Every year, hundreds of thousands of 

tool users .. . including your customers 

... lay their money on the line for the _ 
Channellock No. 420. They say no other plier 

does so many jobs so well. That’s why it will 

pay you to stock it... catalog it... display it 

up front. You’ll like the fast turnover and the 

extra profits of America’s fastest selling plier. Send 
for our new catalog. me 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 


_— 


IT’S EASIER TO STOCK JUST ONE LINE OF PLIERS... 


— = anne ee Jain ne -_ ) 


Want more facts? Circle 112, p. 61 A : 
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PROFITS COME BIG AND FAST WITH 
THE NEW CHAIN-DOOR-LOC .. . 


With incidents of housebreaking increasing, po- 
lice and insurance companies recommend extra 
protection. Security s CHAIN-DOR-LOC is the best 
protection. Gold-plated and custom designed, yet 
functional in every respect... it is a sire formula 
Clava : 


Packed in eye-catching 

blister packages, 

CHAIN-DOR-LOC retails for only .. . $3.98. 

Also available is a package of two CHAIN-DOR. 


LOCS, using the same key, to safeguard both front 
and back doors. Retails for... $7.96. 


FREE. for timited time only... an attractive 
' point-of-sale display, with each order of 12, for 

faster sales. 

Also available FREE... one and two column 

newspaper mats, designating graphically all the 

features of CHAIN-DOR-LOC 







Order now from your Security Wholesaler. * 

















~make BIG PROFITS wit 


CHAIN-DOR- Loc 


BURGLAR PROOF... LOCKS OR UNLOCKS WITH KEY FROM OUTSIDE 


———————————— 


PROTECT YOUR 


HOME with si... SG 
th | =—Ss—ss*& EAT IUREESS: 


You can let yourself into your home though the 
door has been chain locked from inside. 

Janitor cannot gain access to an apartment when 
tenant IS away. 

Children and baby sitters are sate from 
prowlers. 

Interchangeable with ordinary door chain. 
Chain is hardened and cannot be cut 
through 

Key does not have to be removed from key ring 
to unlock CHAIN-DOR-LOC. 

Cannot be pried off... ends of plate are covered 
and attached with hidden screws. 

A permanent safeguard...no other key can be 
used in lock 
Modern and decorative in appearance 

















Security Storm Lock and Hardware Corp. 1515 Hart Place Brooklyn 24, New York 


World’s Largest Manufacturer of Storm and Screen Door Hardware 


. 
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THERE’S A DOLLAR-SAVING 







SAVE AS YOU GO WITH CHEVY’S NEW REAR-ENGINE TRUCKS 





DIFFERENCE IN CORVAIR 95! 


We mean there’s a whopping difference—the kind that puts a truck in a class by itself. You can 
see it, too, especially if you know where to look. In Corvair 95 design details, for instance— 
the things that tell you a truck is built with care throughout, crafted in a quality way that 
means more miles before trade-in and less expense along the route. We mean it’s the kind of 
difference that will pay off in dollars every day on your job! 


Power team and driver compartment—evidence of 

extra efficiency. Tucked neatly between the rear 
wheels is the most practical truck-design idea in 
years—the Corvair 95 Unipack power team. Engine, 
transmission and rear axle are combined in one com- 
pact, durable unit. Power is delivered to the rear 
wheels by the shortest, most efficient route. This 
unitized power train design (including an engine that 
measures only 17” high) takes up less space—allows 
for plenty of cargo room in the big pickup body. The 
engine itself is something new in save-as-you-go 
power: a tough aluminum air-cooled 6 that moves 
your loads briskly on a minimum of gas. Up front, 
the big difference in Corvair 95 design is apparent in 
a cab that gives you bird’s-eye visibility (no hood to 
limit vision), plenty of leg room, and a comfortable 
full-width foam cushioned seat (standard equipment). 


Corvair 95’s stay-together build goes unchallenged 
in this field. 


Super-rigid frame-floor assembly outperforms com- 
bination of separate frame and body floor. Eliminates 
a major part of a separate frame’s weight. 


Heavy-gauge crossmembers strengthen the under- 
body; form rigid foundation for front and rear 
suspensions—another reason for long truck life. 


Friction-free coil springs at all four wheels assure top 
load-carrying capacity and smooth ride. 


Precision Ball-Gear steering cuts friction (and wear) 
to a minimum; gives safe, easy steering. 


Unitized body construction means maximum strength 
with minimum weight—for bigger cargoes. 








Exclusive side loading ramp—Ramp- 
side models. Wide, ruggedly built side 
gate drops down to form convenient 
ramp for easy no-lift loading. 


Engine access door speeds up serv- 
icing—gives fast access to oil filler, 
distributor, coil, generator and oil filter. 
























































+ 105% _ = 
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Dimensions point up new utility. Note long cargo area, 
short wheelbase, low 2944 -inch rear loading height. 











There are literally scores of reasons why no other 
truck of this type can do so much to put you 
dollars ahead. There’s a cargo area that’s almost 
9 feet long . . . with balanced weight distribution 
that enables a Rampside or Loadside pickup to 
carry up to 1,900 lbs. of payload with a 4,600-lb. 
GVW. There’s a short 95-inch wheelbase for 
nimble maneuvering; deep-biting traction with 
engine weight in the rear; handsome styling that’s 
good for business. 

That’s Corvair 95’s special brand of efficiency, 
ready to give you bigger profit hauling in the 
years ahead. See for yourself at your Chevrolet 
dealer’s. Chevrolet Division of General 


Motors, Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS £2ggetaa? 
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See wach PRO-TEX IRON REST FITS 
NS), BEST INTO YOUR PROFIT PICTURE ? 


* BRIGHT METAL * HEAVY ASBESTOS 


Each iron rest features smart, modern styling 

. finest quality construction . . . smooth, 
rounded edges .. . plus an imprinted, self- 
selling message. 





US 


BiG-VALU 


Lowest in price! Top 
quality! Sizzling sales 
maker! Terrific promo- 


tional number! 


o—_ ame ee cee ee com coe eee eee ee ee Se = a 


SILVER 
SHIELD 


Finest full size iron rest 
made! Popular price! 


Out- 


Tremendous value! 


standing selier! 


DOUBLE DUTY 


with strong wire clamp 


PRICED LOW 
FOR 
VOLUME SALES 


1. CLAMPS to 
ironing board. 


2. STORES iron 


conveniently. 


A PRO-TEX EXCLUSIVE 
SUPER SAFE 


3-WAY 


Unique iron rest wanted by 
most homemakers! Excellent 
for promotions. Comes in 
attractive poly bag. 


1. CLAMPS 2. TRIVET 


VISIT US AT. THE a tole} i ae SARC. 


HOUSEWARES SHOW 
BE SURE TO SEE THE FAST SELLING LINE OF PRO-TEX 
METAL AND ASBESTOS STOVE AND COUNTER MATS. 


Bollonott METAL PRODUCTS CQMPANY 


2490 Lee Bivd Box 3573, Cleveland 18, Ohio 


pol 
pack-10-SCH 
g/ZZLER 


now at lowest prices: 


AVIAN 


) DP sat OD. One 28 © Op Da 


#1612 

12” x 53g” x 10” 
Holds over 800 
documents. Com- 
plete with alpha- 
betically indexed 
manila folders. 
Snap lock and 
key. 


THE ONLY FILE 
WITH A 
LITHOGRAPHED 

FINISH = 


for keeping records safe, neat and handy 


When school bells chime this fali be prepared for the largest enroll- 
ment in history! Students, teachers, yes—even parents will be buying 
files in unprecedented numbers. And there’s only one file you can 
sell that wins approval of everyone. . . FILE-A-WAY. It has the looks 

. the features... the construction ... and most important... 
brand new low prices! Check your stock. Order FILE-A-WAY files now 
for the big back-to-school rush! 


AVAILABLE IN 3 ATTRACTIVE COLORS: GRAY, GREEN and BRONZE 
JUMBO SIZE, too. #1912. 12-1/2” x 9” x 10”. Holds over 1600 documents. 


Exciting, exclusive FILE-A-WAY features: 


wens aa 


One piece full Button rests 
length hinge for protect against 
easy operation, scuffing and 
strength and scratching. 
durability. 


—- 


Handle swings 
into well. Makes it 
easy to stack files. 
Handle perma- 
nently attached 
with riveted plate. 


Rolled edges. 
No welding. 


No outside 
seams. 




















CHECH FILE 
#1499 
9”x9”x4K%” 
Complete with monthly 


index folders and 
movable divider. 


SEE THE FILE-A-WAY LINE AT THE HOUSEWARES SHOW. 
BOOTHS 971-973-975 
For complete information write to: 


LITEIO METAL PRODUCT 


2490 LEE BLVD. « P. O. BOX 3573 * CLEVELAND 18, OHIO 
Division of Balionoff Metal Products Co. 


Want more facts? Ci:cle 115, p. 61 
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Sheer Magic! THE WAY IT WORKS! 


Sheer Magic! THE WAY IT SELLS! 
It’s Ss. heer Magiel i Epoxy Resin 


SENSATIONAL “FREE GOODS” DEAL 


MIRACLE 


| SHEER-MAGIC 





‘The only way to describe 
Miracle Adhesives’ 
stupendous ay oe woe | 


Yew Product 


YOUR SPECIAL BONUS SHEER-MAGIC PACKAGE 
contains 12 “ oz. tubes of Sheer-Magic Blister Packed 
on cards plus 4 extra tubes free. 






















Sheer-Magic will bond 
just about everything 


to anything — China} Your net cost, 16 tubes . .$4.25 


— Glass — Metal — SHEER-MAGIC, o true Jet Age devel- ee 
Leather — Porcelain} YOu sell to your customers, SP anpidey. (aes ib contely sxe ane — 
— Paper ~ Wood — 1] 2 aged | pan peg he +s 


- {Marble — Concrete 
_ 1— Fabrics — Stone — 
Plaster — Celluloid} * 


| _|— Some Plastics and YOUR 2°10) oa 


_ { Rubbers. 


Sheer Magic is as transporent as glass, ee ea Ee 3: 
woterproof as rubber, and has sufficient ; | = 
tack to hold components together in- Foo 
stantly withoet need of tying or use : 


- ego bon. ‘o e . 
of clamps. : vc de 
MIRACLE ADHESIVES CORP. ‘ | 
BELLMORE, NEW YORK 














U.S.A. 





an amazing 55% profit 


MIRACLE ADHESIVES CORPORATION 


250 Pettit Avenue + Belimore, Long Island, New York 


Want more facts? Circle 116, p. 61 
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"LOF ig the easiest 


cutting glass 


says Gerry Boeder, Manager, 
Badger Paint & Hardware Store, 


lve ever trie Onto Sh 


‘I’ve been in this business for 13 years, 
and one of the most ticklish jobs is making 
narrow cutoffs for replacing glass in alumi- 
num storm windows. But there’s no prob- 
lem with L-O-F sheet glass; it cuts easy, 
snaps clean. Even cutting odd shapes is 
easy with L-O-F Window Glass. 


‘‘I’m in a new location, but I’m fast becom- 
ing known as the local source for window 


glass because my glass department is on the 
selling floor. People like to watch glass being cut.”’ 


Now’s the time to get ready 
for autumn sales 


Check your stocks now . . . and spruce up your 
glass department. Your L°O-F Glass Distributor 
has signs, folders and other sales helps (like those 
shown below) to help you boost glass sales. Why 
not give him a phone call today? 


Merchandising Aids 


+4 i 

’ oe as 

ko ass 
| —_—_ 
\ 


WG-23 Do-it-yourself stuffer tells customers how 
to replace window glass. Attractive. Two colors. 


WG-24 Decalomania (red, white and blue) for 
store window or door. Size 10’ x 5%”. 


MADE IN U.S.A. 


NEW POSTCARD MAILER will help you promote storm 
sash sales or will remind customers to get their storm 
sash ready for next winter. Two colors, 5%” x 3%”, 
Can be used as an envelope stuffer. Form WG-7. 


The glass that cuts easier, snaps clean 


L 
OF LIBBEY-OWENS-FORD WINDOW GLASS 


TOLEDO 1, OHIO 


Want more facts? Circle 117, p. 61 
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waterwaysinsure! mu Perfect where space isa pro 

. S Juare stem poppet desipt 

self cleaning Operation 

Valves contain many features of 


the premium jine 











A check and foot vaive 


) 
Wa 


ea 


iffa 
7 


for every purpose-—every purse 


@ There’s extra strength, extra sales built into every Clayton Mark check 


and foot valve @ Each one incorporates plus features that give you more 
for your valve dollar @ These include extruded brass bar stem poppets... 
large waterways for free flow... corrosion resistant monel metal springs, 
and self cleaning operation that prevents fouling @ Look into the complete 


line of Clayton Mark check and foot valves today. 


CLAYTON MARK 


AND COMPANY 
1900 DEMPSTER STREET - EVANSTON, ILLINOIS - U.S.A. 


f 


crn~ c > 
{/- an =~ 73 Tyne 
—\ pumPS “I, WATER WELL SUPPLIES Sy conourt (rt UNIONS .-——_ TUBING 
Cie “Ny ne e 
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rs” Guaranteed by 
Good Housekeeping 


tf ae 
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Rose-colored future for retailers of Empire’s 
Kitchen Beauty Broom. 12 million readers of Good 
Housekeeping will see this ad in October. The broom 
has the price, the promotion and the brand your 
customers demand. Stock up now...$2.39 retail. 
National Housewares Exhibit; Booths 749°751°758. 
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MOTOR WILL NOT BURN OUT. Unlike con- 
ventional motors, the B&D CORDLESS 
cannot burn out due to overloading. 


THE B&D CORDLESS is equipped 
4’ chuck to accommodate mos 
popular types of bits. 


6 6A y 
DO-IT-YOURSELFERS are no longer chained 


to extension cord. Drill in wood, steel, 
plastics, aluminum—to rated capacity. 


- 


CRAFTSMEN CAN REALLY appreciate the 
remarkable design and unusual quiet- 
ness engineered into this great tool. 


PORTABLE TOOL WITH PORT- 
ABLE POWER—The B&D %\%,” 
Cordless Electric Drill combines 
a series of power cells with a 
highly efficient motor radically 
different from other power tools. 
Its motor is protected against 
dust and dirt, is amazingly 
quiet and shockproof. Its sur- 
prisingly light weight (4 Ibs.) 
is beautifully balanced for one- 
hand operation. You will be 
able to sell it early this Fall for 
$49.95. Charger—$9.95. 


MILES AWAY from any power source, the 
\%'’ CORDLESS Electric Drill can handle 
tough jobs like this one. 
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sailboats to cabin 
he %’’ CORDLESS 
»me aboard!’’ 


tis yours 
plus con- 
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AROUND PIERS, docks, pilings on the 
remotest lakes, rivers and seashores, 
difficult jobs become easy jobs. 


ON THE FARM this revolutionary tool 
saves countless hours on repairs and 
maintenance on buildings, machinery. 
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WEIGHS ONLY 4 POUNDS. This amazingly 
lightweight drill is beautifully balanced 
for one-hand control. 
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“‘April 13, 1961, the day we announced the world’s first 
4%'’ CORDLESS Electric Drill, was an important day for 
Black & Decker retailers. For on that day, you were 
rewarded for your good judgement in selecting the Black 
& Decker line—and your loyalty to our products over the 
years—with a product breakthrough whose sales impact 
no one has yet been able to fully measure. 


‘‘We took the cord off the power drill and put new sales 
leadership in your hands! You will be the first to offer the 
buying public the world’s first 4’’ CORDLEss Electric Drill. 


“WHERE WILL IT BE USED? You will cash in on that sales 
leadership first, of course, in the numerous sales openings 
previously closed by the power barrier. Out on boats, 
vacation cabins, in suburban backyards. Out in the field 
on farms. Even in situations around the home where power 
is available, but a cord is a nuisance. 


*‘Running a close second in sales leadership, however, is 
the extra impetus this revolutionary development gives 
your whole Black & Decker line and your position as a 
progressive merchant. 


“WHAT ABOUT OTHER B&D DRILLS? As far as our other drills 
are concerned, the Black & Decker CORDLEss line at this 
stage in its development will in no way eliminate existing 
heavy-duty electric drills. Instead, it will supplement them 
and offer the additional flexibility of a fully contained 
portable tool with portable power. 


“The new C-600 %”’ corpDLEss Electric Drill is the 








A SPECIAL MESSAGE TO BLACK & 
DECKER RETAILERS ON THE WORLD'S 
FIRST 1/4" CORDLESS ELECTRIC DRILL 


“We took the cord off the power drill and 
put new sales leadership in your hands!” 





nucleus of a line in itself. It opens the way for many 
new power tool developments, where safety, portability 
and versatility are essential. 


“In 1915, we introduced our first 4%” Drill with the 
world-famous ‘Pistol Grip and Trigger Switch.’ At the same 
time, we applied universal motors to power tools for uni- 
versal usefulness. Today, 46 years later, continuous devel- 
opment has resulted in a Black & Decker line of corded 
products that is the world’s finest in performance and 
quality. You’re a Black & Decker retailer—so you know. 


“HOW WILL THE B&D CORDLESS LINE DEVELOP? What we have 
done with corded products, we plan to do with our corpD- 
LEss line. Of course, this development will take shapes, 
mechanisms and applications different from the con- 
ventional power tools you’re used to, since we are deal- 
ing with a completely new concept. And, like everything 
else in these fast-moving times, the evolution of CORDLESS 
products will be considerably faster than the growth of 
our corded tools. 


“WHAT IT ALL ADDS UP TO IS THIS: The sales potential of 
the Black & Decker 4’’ CORDLEssS Electric Drill—and its 
corollary leadership effect on your other B&D products—is 
limited only by your imagination, your enthusiasm, and 
your salesmanship. 


“We look to you for the merchandising know-how that 
will exploit this breakthrough, just as you can continue to 
look to Black & Decker for the product leadership that 
made it possible. 


**Together, there’s no stopping us!” 


Chairman of the Board, The Black & Decker Mfg. Co. 


B&D POWER PACK CHARGER (left) retailing at $9.95, enables user to 
recharge the Power Pack (power cells in the Drill) some 400 times 
before the Power Pack needs replacement. The charger is connected 
from the drill to an electrical source. Depending on the bit used, its 
sharpness, and the operator's habits, a single charge (conservatively 
rated) gives enough power, for example, to drill in 34” fir approxi- 
mately 300 ¥%“-holes, or 200 %"-holes, or 75 ¥/2”-holes. 


FOR ADDITIONAL INFORMATION on specific questions, write to: 
The Black & Decker Mfg. Co., Towson 4, Md. 


an Hlack e Decker: 


a 1/4” Cordless Electric Drill* 


©1961 The Black & Decker Mfg. Co. 


* Patents Pending 
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ODE TO MODERN DESIGN...... 


His pots and pans and garden tools 
Were stacked from floor to ceiling, 
And in just six months, his wooden shelves 


Were broken down and peeling. 




















An M&D expert came along In just one year his stocks increased, And peopleboughtmore potsand pans. 
And started supervising And business grew and grew, They’re easier to see. 

New lights, new fixtures, wider aisles, And M4&D fixtures, made of steel, Modern Design made it happen 
All part of modernizing. Held up as good as new. And Modern Design means M&D. 


MORAL: Modern Design makes ’em spend...and Modern Design means 


Ma&0 -@TOQGQORE FIKTVRES, (NC. 
245 No. Vineland Ave., City of Industry, Calif. © 6 No. Michigan Ave., Chicago 2, Illinois 
Want more facts? Circle 121, p. 61 A | 
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Boot YOUR BRUSH TURNOVER AND PROFITS. Sal THE MOST BEAUTIFUL LINE OF HOUSEHOLD BRUSHES EVER. 


2-WAY 


(Counter or Wall) 


PEGBOARD DISPLAY 


| ASSORTMENT NO. 5436 | : 






Kellogg 
*. Uy biatty 





Display Loaned Free 
Approximate shipping weight 34 Ibs. 


12 No. 210 Bowl Brush, Tampico Fibre S 
12 No. 210C Bowl Brush, Plastic Bristle 

12 No. 225 Vegetable Brush, Tampico Fibre 

12 No. 225C Vegetable Brush, Propylene Bristle 
12 No. 130 Dish Mop, Cotton yarn 

12 No.610 Bottle Brush, Nylon 

12 No. 630 Pastry Brush, Fibre 

12 No. 640 Percolator Brush, Nylon 

12 No. 260 Whisk, Palmetto 

6 No. 138 Metal Scouring Mop 

No. 220 Scouring Brush 

No. 320 Bowl Brush, Black Nylon Bristle _ 1. 
No. 370 Tumbler Brush, Propylene Bristle 
No. 375 Cellulose Sponge Dish Mop 

No.510 Bath Brush, Plastic Bristle 

No. 750S Nylon Vegetable Brush 

No. 750L Nylon Dishwashing Brush 

No. 155 Split Duster, Nylon Yarn 

No. 473 Venetian Blind Duster, Nylon 

No. 740 Nylon Nail Brush 


TOTAL RETAIL VALUE $90.60 
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31” high, 32” wide, 14” deep 





These sales-making displays give you realistically balanced assortments . . . don’t load you up. All items are colorfully packaged . . . priced right 
for quick turnover while offering year-round FULL PROFIT. Let us show you additional advantages of replacing your out-of-date brush line with Kellogg 
Quality Brushes now. See us at Booth 211-213-215 National Housewares Exhibit, McCormick Place, Chicago, July 10-14. 


‘ e : 
Gorey CLEANIN SMART : 
— ! pi 


Space-Saver Metal Counter Display 
Bright Nickel finish 
ASSORTMENT NO. 2601 
Display Loaned Free 






















Approximate shipping weight 18 Ibs. 








12 No. 130 Dish Mop, Cotton Yarn, poly bag $.40 $4.80 
12 No. 610 Bottle Brush, Nylon, poly bag 40 4.80 
12 No. 630 Pastry Brush, Fibre, Bubble Card 40 4.80 
6 No. 210 Bowl Brush, Tampico Fibre 60 3.60 
6 No. 210C Bow! Brush, Plastic Bristle 50 3.00 
6 No. 225 Vegetable Brush, Tampico Fibre 30 1.80 
6 No. 225C Vegetable Brush, Propylene Bristle .30 1.80 
6 No. 138 Metal Scouring Mop 50 3.00 
6 No. 260 Whisk, Palmetto 70 4.20 
6 No. 370 Tumbler Brush, Propylene Bristle, poly bag 50 3.00 
6 No. 510 Bath Brush, Plastic Bristle, poly bag 70 4.20 
6 No. 640 Percolator Brush, Nylon, Bubble Card x 2.10 
3 No. 750L Nylon Dishwashing Brush 75 2.25 

TOTAL RETAIL VALUE $43.35 


SEE REVERSE SIDE FOR OPEN STOCK REFILLS 


OPEN STOCK 


The manufacturer reserves the right to make necessary substitutions in materials, where necessary. 
Packing: chipboard carton, unless otherwise stated. 

All handles in assorted fashion colors: Pink, Yellow, Ivory, Turquoise, Sandalwood. 

All brushes prepriced with 3 color tags on bags, unless otherwise specified. 


Name 





Dish Mop | 


Metal Scouring 
Mop 


Split Duster 
Bowl Brush, Reg. 


Bowl Brush, Reg. 


Bowl & Tub Brush | 


Scouring Brush | 


Vegetable & Dish 
Brush | 


Vegetable & Dish 
Brush | 


Vegetable & Dish 
Brush | 


Whisk | 
Tumbler & Milk 
Bottle Brush 


Cellulose Sponge 
Mop 


Venetian Blind 
Duster 
Bath Brush 
610 Bottle Brush | 


630 Pastry Brush | 


640 Percolator Brush | 


7/40 Hand & Nail 
Brush | 


750L Utility & Dish- 


(Long) washing Brush | 


Cotton yarn, poly bag 


Stainless brass 


Nylon yarn, poly bag 
Tampico fiber 
Plastic bristle 

Black nylon bristle 
Stiff Bassine fiber 


Tampico fiber 

Strong propylene bristle 
White DuPont nylon bristle 
Palmetto fiber, 3-color 


sleeve, bright metal trim 


White strong propylene 
bristle, poly bag 


Pastel shades, poly bag 
Nylon yarn, poly bag 
White plastic bristle, 


poly bag 


White nylon bristle, 
poly bag 


Bleached tampico fiber, 
bubble card 


White nylon bristle, 
bubble card 


White DuPont nylon bristle 


White DuPont nylon bristle 


See the complete line of Kellogg Quality Brushes 
at Booth 211-213-215, National Housewares Exhibit, 
McCormick Place, Chicago, July 10-14 


KELLOGG BRUSH MANUFACTURING COMPANY 
Westfield, Mass. | 
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MID-YEAR HOUSEWARES SHOW PREVIEW—JULY 10-14 
Chicago’s McCormick Place 














This special report puts e 





aes Geen 


in the picture 


The best part of the housewares sales’ year lies ahead. Here’s 
how to get a bigger share of it, whether Chicago-bound or not. 


CONTENTS Page 
Why bother with housewares in mid-Summer? .................. 38 
How you can get the most out of the Show ............... rors 
Where to find the booths of your suppliers ..................-.4.5. 42 
How are you doing with your store image? .................. . 44 
Here is why it pays you to specialize ........ eg Stare ae. iP. 49 
How a small store uses specialties to build sales ......... iy eae ae 
Facts that will help you make the most of your Show time ......... 53 
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BUYING--PLANNING FOR HOUSEWARES 


Why bother with 


by Dolph Zapfel 

Secretary 

National Housewares Manufacturers Assn. 
Chicago 


The change in the relationship between hardware 
and housewares in the last decade has been dynamic. 
Housewares’ role in hardware merchandising will con- 
tinue to grow. 

The number of retail hardware store buyers regis- 
tered at the January 1961 and July 1960 NHMA Na- 
tional Housewares Exhibits was 69 percent greater 
than 10 years ago, according to statistics of the 
National Housewares Manufacturers Assn. 

3uyers for wholesale hardware firms attending the 
annual and midyear national! shows increased 97 per- 
cent in the same decade. 

3ack of these increased registrations is the profit- 
able shift of emphasis in hardware retailing which 
has seen a steady increase in space in key up-front 
displays for housewares in thousands of stores. 
| The successful hardware dealer today is far more 
than the neighborhood consultant for do-it-yourself- 
ers. He keeps a merchandising eye on the impulse 
buying by housewives, whenever housewares are 
prominently displayed. He has learned the sales appeal 
of color, combined with appealing functional design. 

This dealer knows the value to his dollar volume of 
showing decorative, useful accessories for almost 
every facet of home living—all rooms in the house, 
the basement, the patio, and the yard. 

Many hardware dealers have become leading house- 
wares merchandisers. Many of them today bid for 
increased store traffic by including the word “house- 
wares” in the store name or, at least, in the display 
window. 

Of particular interest to all hardware people who 
have learned the sales appeal of housewares will be 
the 35th NHMA National Housewares Exhibit July 
10-14 in Chicago’s McCormick Place. It will be the 
only national midyear housewares show, and the big- 
gest in the history of the industry. 

The July Exhibit in Chicago, after 13 years in 
Atlantic City, will offer buyers the only complete 
midyear housewares picture, displayed in the travel 
center of the country. 

The beauty and comfort of completely air-condi- 
tioned McCormick Place, the convenience of 20,000 
hotel and motel rooms within a few minutes bus or 
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Dolph Zapfel 


cab ride, and facilities that make it unnecessary for 
buyers and exhibitors to leave the exposition center 
during the 9 a.m. to 5 p.m. show hours combine to 
provide the best setting available anywhere for the 
midyear display of the country’s biggest trade show. 
In a recent NHMA business survey, 47 percent of 
manufacturers said most of their products were sold 
in the Fall months; 13 percent reported their products 
sold best in Winter. Coming just before the Fall and 
holiday selling seasons, the July NHMA exhibit will 
offer the biggest showcase of housewares ever assem- 
bled for the midyear event. There will be 902 ex- 
hibitors displaying more than 150,000 products. 








housewares... 


.....1n mid-Summer? 

































































Why? About 60 percent of the housewares industry’s $5 billion annual sales 


























are made in the final months of the year. The time to get ready is NOW. 


As important as the great array of housewares for 
hardware retailers and wholesalers now planning their 
Fall and Winter merchandising will be the excellent 
selling ideas and the personal contacts possible only 
at the National Housewares Exhibit. 

NHMA surveys have shown that top management 
of manufacturing firms regularly attends the exhibits. 
These men bring with them in July ideas for selling 
in the Fall and Winter, as well as the answers to many 
problems faced by retailers and wholesalers. The Na- 
tional Housewares Exhibit has been, since its inception 
in 1938, an exchange of merchandising ideas as well 
as a show of products. 


The NHMA exhibit in July will offer hardware 
retailers and wholesalers the opportunity to see and 
compare the bulk of housewares manufactured in this 
country, plus merchandising ideas designed specifically 
for the important Fall and Winter selling seasons. 

All of this will be presented in the best exposition 
hall available, arranged to make every exhibit easily 
accessible, and with all displays kept intact and staffed 
five full days. 

The midyear National Housewares Exhibit will be 
the gateway to more profitable 1961 Fall and Winter 
housewares selling for hardware retailers and whole- 
salers. 
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BUYING--PLANNING FOR HOUSEWARES 


The NEW mid-year National Housewares Show 


How you can 
make it pay 


Make no mistake about it, the Fall of the year is the 
time to boost sales of housewares. Manufacturers 
and housewares’ associations figure that some 60 per- 
cent of all the year’s housewares sales occur in Fall 
and early Winter. 

Briefly, this means that $14 billion in housewares 
sales is probable for hardware dealers in the second 
half of this year. If you move $4000 worth of house- 
wares through June, you can look forward to $6000 
in additional volume through December. 

But there are no guarantees of more volume in the 
Fall. It takes planning. 

Some dealers will do more than 60 percent of annual 
housewares sales this second half. Others will do a 
lot less. Some will have gains over last year as the 
economy continues to rebound. Others will not, in 
spite of a better business climate. 

You might call the former the “doers,” and the 
latter, “don’ters.”’ 

Doers know they have to plan ahead. They will 
study this Housewares Show Preview Issue, whether 
they are going to Chicago in July or not. The don’ters 
never have learned to weigh the advantages of being 
better informed on new items, new ideas, new pro- 
motions, and new methods. 

Accordingly, the don’ters don’t keep abreast of 
change. They aren’t changing and they aren’t grow- 
ing. They make the mistake of not being interested 
in shows such as the midyear National Housewares 
Show. 

For the doers, the Show Preview Issue has two 
goals: 

First, to bring them up to date on the many new 
aspects of a show that had many regional charac- 
teristics and some 700 exhibitors before moving to 
Chicago this year. Now, in a central location, the 
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show has grown to 902 exhibitors, and it gains a 
broader, more national flavor. The new midyear show 
will have more of everything for everybody. It will 
be the perfect starting point for an exciting Fall 
selling season. 

Second, this issue gives the doers who cannot get 
to Chicago a fully rounded view of what will be going 
on. This information is highlighted in Buying Check- 
list items (see p. 54), the articles in this editorial 
section, and the many show-keyed ads to be found 
throughout this issue of Hardware Age. 

This is your at-home show, or pre-show planner, 
depending upon your needs. 

One way or another, the doers will have a better 
basis for planning for a Fall market that seems full of 
promise. 

The facts show that business in most areas is re- 
bounding significantly. A key barometer here is the 
marked increase of new home building and older 
home remodeling in recent months. 

Housewares sales are linked closely to home build- 
ing and improving activities. Both of these areas 
spell volume for the doer-dealers who push hard 
for more housewares volume in the second half of 
1961. 

How about you? Are you a doer or a don’ter? 

The midyear housewares show will be big, and 
boisterous, and busy. To make the most of it, plan 
your visit now. Pre-register by mail. Make notes on 
suppliers you want to see, items you want to shop and 
compare, and promotions you'll need for the Fall. 

The information that follows, together with a com- 
plete show directory ana the housewares’ advertise- 
ments, helps you organize your visit in advance. Time 
is the essence, and planning saves time. 




























Your armchair show preview .. . a Ben ie etc ae 
You can get ste . highlights of the EE Ae B71 ae eee 
: Get posted quickly On MERNGES OF | Chicago Metallic Mfg. Co... __ 613619. ..... 74 
National Housewares show by using the listing Dennis Mitchell Industries ....... 1345-1353  .. «64 
opposite. If you cannot attend the show, this list- Dupli-Color Products Co. ........ 1802-1804 | 84 
ing is doubly meaningful. me ga Settee eee ees oan oT aa = 
You will see the names of manufacturers who RRS = aaa 965-967 18 
will be exhibiting at the show, and who, under the Expello Div., Odor-aire .......... 1764 _. —ee 
heading of ‘‘page this issue,”’ are showing some of ae a Products ........... B73 . 76 
their show products in display advertising. stontih eg lea dvi — be s48 m4 
When you combine the information in such ad- Irvin Ware Co. ........ 621-623 ........ 90 
; vertisements with that in the dozens of ‘‘show- Kellogg Brush Mfg. Co. +++ ooo 35, 36 
special” products illustrated in the Buying Check ae Wire Products Co. .........2826 ... .. . 109 
; : ‘ nape & Vogt Mfg. Co. .1054-1056 . 83 
List (p. 54), you will have a good working knowl- Libbey Glass Div., 
edge of what will be offered at show time. Owens-Illinois Glass Co. _.. ,A10-A14 97 
Make notes on the products and ideas that in- ne as a Co. .... a : a 
a i a eee “C 
terest you, for a followup with your suppliers, at ettonss Qik Oe "948.950 100 
home or at Chicago. And, circle the appropriate Patent Novelty Co. ............... B44 107 
number on the Quick Check Postcard (p. 61) for Pioneer Rubber Co. ............ 2157 58 
more information by mail. Prizer-Ware, Textile Machine Works 333-337 — 
PAGE a 892-808 70 
SHOW Swing-A-Way Mfg. Co. _..... 1064-1066 68 
THIS its Sat 2a iia 2969 | 118 
MANUFACTURER BOOTH NO. ISSUE Travco Plastics Co. ............ a 
American Plastic Products Co. ...A69-A71 ....... 80 Turner & Seymour Mfg. Co. .G24-628 ........ 116 
Te ee re 1300-1301-1504.. 98 Wear-Ever Aluminum ........... 781-789 95 
Artistic Wire Products Co. : ¢ ree ec 2 AS. 76 ee ee ew ead ebe ae » ene 
Artwire Creations __. oe £22 Ope 72 ae 2804 . . 115 
Atlantic Tubing & Rubber Co. ee 108 Woodhill Chemical Sales Corp. ...2040 . 2 
Ballonoff Metal Products Co. lg ae 26 Yale & Towne Mfg. Co. ......... 2908 .. oF 3 


Exhibitors at the 35th National Housewares Show 
(Booths 100 to. 1800 Upper Level—2000 to 2900 Restaurant Level) 





























540 Ace Mfg. Co. Inc 
2979 Airko Mfg. Co ae 
2235 Akay Corp., Div. Hauser 
Products. inc. 
B39) = Akro-Miis, Inc 


Automatic Wire Goods Mfg. 


| Borg-Erickson Corp. 
1824 Boston Woven Hose & 
> Rubber Co. 


Boonton Molding Corp. 


Booth EXHIBITOR B23 = Astor Metal Products Co. Inc. 67° — ss Bogene, Inc. Plastic Mfa. C 
No. 1681 = Atlantic Cabinet Corp. Ls Boland Mfg. Co. . ae Son - 
212 A , 1302. Atlantic Tubing & Rubber Co. | Bonley Products Co. Inc. Caspercraft Mfg. Co. 

5 ce Industries, Inc. 271% 3= Auto-Flo Corp. Bonny Products Co. Cedarbrook Mfg. Corp. 


Cellulose Products Corp. 
Central States Paper & Bag 
Centre Brass Works, Inc. 


_ Century Products, Inc. 



















> Bostwick Div. 
1133. Aladdin Industrie 1346 «BB UW Molded Plastics ae _ Certified Home Products 
1584 Alladin —— 1773 Bailey Mfg. Corp. at . T. oy ty Inc. Chain Store Age 
A84 Allentown Clothes Dryer Co 649 Bailey & Sons, Inc., S. J. -é Briddel oe Ches. D Chamur Industries, Inc. 
2169 Allied Aluminum Products. Inc 345 Balanced Foods, Inc. 738 : Brill; ° po a . Chaney Instrument Co., 
1576 = Allied Basket Co 969 Ballonoff Metal Products Co Br; cin § —s “a * John L. 
1809 = All-Luminum Products. Inc 2978 Bar & Barbeque Products oe Py “i orp., Viv. | Chaseline Div., Chase Bag Co. 
A776 All Power Plastics 2914 Barler Metal Products, Inc. ee a “y+ ' Chatham Glass Co. 
2304 = Allstate Paper Products, Inc A34 = Bartlett-Collins Co. — Prod way Urnamenta Chattanooga Royal Co. 
1148 «Aluminum Housewares Co. Inc A73 = Basketville, Inc. 6% hes we Wire Goods C » Cheinco, Inc. 
1429 = Aluminum Specialty Co 330 © Beacon Enterprises, Inc. a ee POSSE VC. Cherrin Products Co. 
° 2833 American Cushion C 943. Beacon Plastics Corp. Ae rooklyn Fibre Broom Co. Inc. Chicago Metallic Mfg. Co. 
Regal Reentase Cie ' 2013 Beard Mfg. Co ; ee ge in “oh ' Chop-Rite Mfg. Co 
122 American Family Scale Co 2955 Beauvt-ease Products, Inc. : ty a 7 n Clark Cincinnati Galvanizing Co. 
2313 American Ladder Corp 2414 = Bee Plastics, Inc. B eS we ay > Circle Research Laboratories 
A69 American Plastic Products Co 860 Beh Housewares Corp 2 Br . : EI oa Ce » 6(Clark Co., J. K. 
905 American Sponge & Chamois 2306 Bell Electric Co. see one ec D, o., Clean Home Products, Inc. 
. 216 American Tack Co. Inc BI5 Belvedere Space Saving co Uinnerware Vept. Cleo Corp., Affiliate 
3 American ‘‘Pres-Stix’’ Tape Co Products, Inc. , Burgess Vibrocrofters, Inc. "= Memphis Converting Co. 
11130 Americon Thermos Products Co A24 = Benhar Products Co it 0 a Co 45. Cling-Surface Co. 
1306. Ames Co., O. 1243 = Benjamin & Medwin, Inc. « vrroughs Mfg. Corp Club Aluminum i a Co. 





908 Anchor Hocking Gloss Corp 2701 Benner Glass Co. 4 ser a Products Corp. 
2404 = Anton Products Corp. 1239 = Bennett-Ireland, Inc. ; Suxdeum Co. 
385 Apex Enterprises Mfg. Corp 2832 Bergen Woodcraft Co. Inc. c 

Aristo-Mat Co., Div. Phoenix A46 = Bernard Edward Co. , — 
Table Mat Co 534 Berns Air King Corp. C & H Air Conditioning Fan 
Arlington Mfg. Co. Inc. 2962 8©Bernz Co. Inc., Otto Cable Electric Products, Inc. 
Arnel-Plastron, Inc 861 Bersted Mfg. Div.,  Cadie Corporation 
Arrow Housewores Products , McGraw-Edison Co. ; Cadillac Products, Inc. 
Arrow Metal Products Corp. A340 Better Houseware Co. ~ Cadman Co. 
Artcraft Wire Works 1140 —s Big Boy Mfg. Co. Cal-Dak Co. 
Artistic Wire Products Co. Inc. 435 Birmingham Stove & Range Co. California Molded Products 
Artsam Co. Inc. 1 > Bissell, Inc. Camden Basket Co. Inc. 
Arvin Industries, Inc. (4123. Blisscroft of Hollywood Campro Products, Inc. 
' Arway Mfg. Corp. ~ 807 Block, J. & Capital Enterprise Co. 
- Artwire Cregtions, Inc. 106 #1 Block. a Sens, Inc., M. Capitol Products Co. 
"> Ashby Products Corp. “1820; Bloomfield Industries, Inc. Cardinal China Co. 
= Associated Mills, Inc. Bloomfield Molding Co. Carlan Products, Inc. 

Carlisle Mfg. Co. Inc. 


Carlson Products, Inc. 


Cole Electric Mfg. 

Color Craft Co. 
Columbian Enameling & 
Stamping Co. Inc. 
Columbus Coated Fabrics 
Columbus Plastic Products 
Comark Plastics Div., 
Cohn-Hoall-Marx Co. 
Comfort Lines, Inc. 

Como Plastics, Inc. 
Continental Can Co., 
Decoware Div. 
Continental Can Co., 
Hozel Atlas Glass Div. 
Continental Chemiste Corp. 
Continental Products, Inc. 
Continental Scale Corp. 
Cooper Thermometer Co. 
Copper Brite. Inc. 





1. ; Associated Plastic Div., a * Blossom Mfg. Co. Inc. 
~ 4 Commercial Plastics Co. 614 = Boker & Co. Inc., H. 





HARDWARE AGE, June 29, 1961 @ 41 


Booth 
No. 
Ab 
A&s 
372 
881 


42 ¢ HARDWARE AGE, June 29, 1961 


Exhibitors at the 35th National Housewares Show 


EXHIBITOR 


Copper Clad Products, Inc. 
Cordomatic Corp. 

Corduan Mfg. Co. 

Corning Glass Works 
Cornwall Corp. 

Cory Corp 

sed ne g Co., G.N. 


Crown Sanitary Products, Inc. 


Crown Rubber Co 


D 
Daco Products 
Daher Co. Inc. 
Dale Chemica! Co., Div. 
Irwin-Willert Co. 
Danbee & Co. 
Dapoil Plastics, Inc. 
Davies Mfg. Co. 
Davies Molding Co., Harry 
Davis Corp., G. W. 
Davis Mfg. Co. 
Dayless Mfg. Co. 
Dazey Corp., Div. 
of Landers, Frary & Clark 
Debros Products Corp. 
Dee Mfg. Corp. 
Deka Plastics, Inc. 
Deisam Co. 
Deluxe Aluminum Ladders 
Denning, Ltd., Charles 
Dennis Mitchell Industries 
Department Store Economist 
Dependable Electric Mfg. Co. 
Dermer, Ltd. 
Descoware Corp. 
Deshler Broom Factory, Inc. 
Designs for Casual Living 
Detecto Scales, Inc. 
Devcon Corp. 
Dole Valve Co. 
Dominion Electric Corp. 
Doranne of California 
Dormetco, Inc. 
Dormeyer Corp. 
Douglas & Co. Inc., David 
Dover Maid Industries, Inc. 
Drazoan Corp., N. E. 
Dreme! Mfg. and 
Drezo Mfg. Cor 
Druid Hill Pork - Corp. 
Duy-Ail Mfg. Co. 
Duchin Creations, Mayrice 
Du-Fold Mfg. Co. 
Dupli-Color Products Co. Inc. 
Duracraft Corp. 
Duralast Products Corp. 
Duralite Co. Inc. 
Durham Mfg. Corp. 
Duro Housewares, Inc. 
Dustpak Ltd. Inc. 


E-Z-Do Decorative Cabinet 
E-Z Por Corporation 

Eagle Affiliates, Inc. 
Eastern Novelty Mfg. Corp. 
Easy Doy Mfg. 

Eddy Mfg. Co. 

Edien Herman Products, Inc. 
Edlund Co. Inc. 

Edsal Mfg. Co. 

Ehrlich, Inc., Lou 

Ekco Products Co., 

Autoyre Div. 

Ekco Products Co., 

Flint Div 

Electro Engineering Products 
Ellenville Wood Novelty Co. 
Elm Jay Metal Products Co. 
Elpo Industries, Inc. 
Embassy Giftwares 

Empire Brushes, Inc. 
Empire Mfg. Co. 

Engelhard Hanovia, Inc. 
English Bellows Mfg. Co 
Enoz Corporation 
Enterprise Aluminum Co. 
Erecta Shelf Div., 
Metropolitan Wire Goods 
Erie Mop & Wringer Co. 
Eska Co. Inc. 

Esmond Industries, Inc. 
Esquire Chemical Co., Div 
Frank J. Curran Co. 

Essex Products Div. of 
Welco Industries 

Essick Mfg. Co. 

Eureka Williams Co., Div. 
Not'l Union Electr:c Corp. 
Everedy Co 

Ever Ready Appliance Mfg. 
Excello, itd., Div. 

Chas Schwartz & Co. 
Expello Div., Odor-Aire. Inc. 


F 


Fabcraft, Inc. 

Falco Products Co. 

Farber, Inc., S. W. 

Farber & Shievin, Inc. 
Farber & Son, Inc., Sydney 
Fast Chemical Products Corp. 
Federal Enameling & 
Stamping Co. 

Federal Glass Co. 

Federal Housewares Div., 
Fedco Corp. 

Feemster Co., W. R. 

Ferry Mfg. Co. Inc. 
Ferry-Morse Seed Co. 
Filray Corp. 

Filtrex Corp. 

Firelogs, Inc. 

Fisher Plastics Co., Earl 
Fiske, House of 

Flambeau Plastics Corp. 
Flexi-Mat Corp. 

Foley Mfg. Co. 

Forest City Products, Inc. 
Forest Specialties 

Forman Family, Inc. 

Foster Aluminum Alloy 
Products Corp. 

Foster Grant Co. Inc., 
Precision oe Div. 

Francis Co., WwW. 

Franklin aly & Pulley Mfg. 
Franklin Metal & Rubber Co. 
Frantz Electric Industries, Inc. 
Fresh'nd-aire Co., Div. of 
Cory Corp. 

Frigid, Inc. 

Frontier Chemical Co. 


G 


G-H Specialty Co. 

G & S Metal Products Co. 
Gailstyn Co. Inc. 

Gala Appliance Mfg. Inc. 
Gardex, Inc. 

Garner & Co. 

Gem, Inc. 

Gem Electric Mfg. Co. Inc. 
Gemco Ware, Inc., Div. 
Gessler Products 

General Electric Co. 
Housewares & Commercial 
Equipment Div. 

General Mower Corp. 
General Slicing Machine Co. 
General Textile Co. 
General Wood Works, Inc. 
Gerber Wrought Iron 
Products, Inc. 

Gering Plastics 

Gibralter aes Products 
Gilbert Clock Co., Wm. L., 
Div. General- Gilbert Corp. 
Gilton Mfg. Corp. 

Giana Corporation 

Gits Molding Corp., J. P. 
Gitswore Corp. 

Glamorene, Inc. 

Glamowr Products, Inc. 
Glamur Products, Inc. 
Giaser Products Corp. 
Golden Star Polish Mfg. Co. 
Goodrich Co., B. F. 

Goshen Churn & Ladder, Inc. 
Gotham Industries, Inc. 
Grand Basket Co. 

Grayline Housewares, Inc. 
Grays Harbor Chair & Mfg. 
Great Lakes Tractor Co. 
Greenspan & Co. Inc., R. 
Griffith Spice Sets Div., 
Crystal Food Prods. 
Griswold Mfg. Co. 

Guild Products, Inc. 

Gulton industries, Inc 
Gustin-Kramer Co. 


H 


H & P House Furnishing Co. 
Haddon Products, Inc. 

Hall China Co. 

Hamilton Beach 

Hamilton Cosco, Inc 

Homilton Glass Co. 

Hamilton Import Corp. 
Hamilton-Skotch Corp. 
Hampden Specialty Products 
Hancock Gross Mfg. Inc. 
Handy-Andy Specialty Co. 
Handy Hannah Products Corp., 
Div. of Landers, Frary & Clark 
Handy Things Mfg. Co. 
Hankscroft Co. 


Hanson Scale Co. 
Hardesty-Quittner, Inc. 
Hardware Age 

Hardware & Ind. Tool Co. 
Harris Pine Mills 
Harvell-Kilgore Sales Corp. 
Harvey Mfg. Co. Inc. 
Harville Rose Service 
Harwood Co. 

Heekin Can Co. 

Heller & Sons, Inc., Morris 
Heller Co. Inc., William 
Herculean Products Co. 
Herman's Novelty Mfg. Co. 
Hertzberg & Sons, Inc. 
Hewitt Bros. Mfg. Co. 
Heyman Glass Co. Inc. 
Hickman Mirror Furn. Co. 
Hirco Mfg. Co. 

Hirsh Mfg. Co., S. A. 
Hobart Products Co. Inc. 
Hobbs, Inc., Guy 

Hohmann Cutlery, Inc. 
Hollywood Metal Products 
Holman Co. 

Homak Mfg. Co. Inc. 
Home Furnishings Daily 
Hostess Industries, Inc. 
Div. of Worldsbest Industries 
Household Mfg. Co. 
Housewares Review 

Hull Cutlers Corp., John 
Hull Pottery Co. 

Hunter Div., Robbins & 
Myers, Inc. 

Hunter Metal Industries, Inc. 
Hutzler Mfg. Co 

Hy-Plane Mfg. Co. 


1. D. Company 

Ideal Rubber Products Co. 
idealware, Inc. 

Illinois Water Treatment Co. 
Imperial Clock Co. 

Imperial Electronics Mfg. Inc. 
Imperial Industries, Inc. 
Imperial Knife Associated 
Cos. Inc. 

Ingraham Co. 

Inland Mfg. Div., General 
Motors Corp. 

International Appliance Corp. 
International Oil Burner Co. 
International Silver Co. 
Interstate Metal Products 
lona Mfg. Co. Inc. 

lronees Co. 

Irvin Ware Co. 


J 


Jackson of London Products 
Jamick Corp. 

Jaxton Mfg. Corp. 
Jeannette Glass Co. 
Jeb-Rod Corp. 

Jerlee Products Corp. 

Jiffy Enterprises, Inc. 

Joal Mfg. Co. Inc. 
Johnson-Stuart Co. 

Jo-Lynn Co. 

Jones & Laughlin Stee! Corp., 
Container Div. 


« 


KVP Sutherland Paper Co 
Kadar Co., Div. Yardley 
Created Prod. Co. 

Kalo Mfg. Corp. 

Kamkap, Inc. 

Kaplan & Sons, Inc., 
Joseph A. 

Karmax 

Karoff Originals, aoe 
Kautenberg Co., W. 
Keefe Mfg. Co., Jock 
Keen Mfg. & Sales Co. 
Kelcey Mfg. Co. 

Keller Mfg. Co., H. V. 
Kellogg Brush Mfg. Co. 
Kerr Wire Products Co. 
Keystone Brass & Rubber Co. 
Kidde Mfg. Co. Inc. 
Kimberly-Clark Corp. 
Kirk’s, Led. 

Kitchon- Aid Electric Houseware 
Div., Hobart Mfg. Co 
Klasco Products Co. Inc. 
Klein, Inc., Max 
Kleinert Rubber Co., |. B 
Klenk Epoxy Corp 
Knape & Vogt Mfg. Co. 
Knapp-Monarch Co. 
Knickerbocker Metal Guild 
Knickerbocker Rubber Co. 


Kord Mfg. Co. Inc. 
Kordite Co 

Kraco Products, Inc. 
Krane Mfg. Co. 
Kreamerware, Inc. 
Kresky Mfg. Co. Inc. 
Kromex Corp. 
Kupfer, Inc., Julius 


L 


La Belle Silver Co. Inc. 
Lady Casco Div., Casco 
Products Corp 
Laidlaw a Specialty 
Products Div. 
Lambert, Inc. 
Laminet Cover Co. 
Landers, Frary & Clark 
Landers Product Div., 
Landers, Frary & Clark 
Langner. Mfg. Co. 
La Pointe Industries, Inc., 
Howard Hswrs, Div. 
Lasko Metal Products 
Lawson Company, F. 
Lee-Rowan Co. 
Lehman Bros. Silverware Corp. 
Leiner & Co., Gec. § 
Leipzig Co., A. 
Representing: R. H. Lyons Co. 
Leipzig & Lippe, Inc. 
Lenox Plastics, Inc. 
Lerner, Inc., Stuart M. 
Levitz, Harry 
Representing: Eastern Frame 

& Mirror Corp., 

Harle Specialty Co. 
Levy Sons, 
Lewis Research Laboratories 
Libbey Glass Div. of 
Owens-Illinois Glass Co 
Liberty Electric Corp. 
Lidco, Inc. 
Life-Like Products, Inc. 
Lifetime Cutlery Corp. 
Lifetime Dinnerware Div., 
Northern Industrial Chemical 
Lincoln Mfg. Co. 
Lincoln Metal Products Corp. 
Lispenard Mfg. Corp. 
Litho Metal Products Co. 
Loeb, Inc., Ben S. 
Representing: 

Hobson & Botts Co., 

Wott Pottery Co., 

Star-A Electric Mfg. Co. Inc 
Loma Industries 
Lorch & Co., Inc., H. 
Loroman Co. Inc. 
Louisville Fireplace Corp 
Luce Reflexite Corp. 
Lux Clock Mfg. Co. Inc. 
Lynch-Jamentz Co. 
Lynwood Laboratories, Inc 


M 


McClintock Div., Ekco 
Products Co. 

Maggie Magnetic, Inc. 
Magic Iron Cement Co. Inc 
Magicolor Co. 

Magic Hostess Corp. 

Magla Products 

Magnolia Products, Inc. 
Majestic Silver Co. 

Major Slicing Machine Corp 
Malloy Co., Dan 
Manning-Bowman Div., 
McGrow-Edison Co. 
Mardigian Corp., Buckeye 
Div. 

Markel Electric Products, Inc 
Marlun Mfg. Co. Inc. 
Marshallan Mfg. Co. 

Marsh re 

Martens Mfg. Inc 

Martinelli Rogers’ Plastic 
Corp., ioe 

Martin Rubber Co. Inc. 
Martin Stamping & Stove Co 
Marton Corp., Mort N. 
Marvel Lamp Co 

Marvel Metal Products Co 
Marvel Sales Co. Inc. 
Marvin Mfg. Co., W. B 
Master Corp. 

Master Craft Unfinished 
Furniture 

Mastercrafters Clock & Radio 
Master Mfg. Co. 

Master Metal Products, Inc 
Master Specialty Products 
Mastur Mfg. Co. 

Mayer Co. Inc., William F 
Mayfair Seats 

Maynard Mfg. Co. 
Maywood Furniture Co. 
Meakins McKinnon, Inc. 
Mechanical Mirror Works, Inc 
Melard Mfg. Corp. 

Melcor, Inc. 

Mell-Hoffmann Mfg. Co. Inc 
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EXHIBITOR 


Merit Creations, Inc. 

Merit Enterprises, Inc. 
Merrymaid Plastics Corp. 
Metalaire Products Div., 
McGraw-Edison Co. 
Metalcraft Mfg. Corp. 
Metal Ware Corp. 

Meteor Enterprises, Inc. 
Metro Molding Corp. 
Metropolitan Vacuum Cleaner 
Meyer of California, Fred 
Meyer & Sons, Inc., W. F. 
Milbern Creations, Inc. 
Miller Studio, Inc. 

Minitone Electronics, Inc. 
Miracle Metal Mfg. Corp 
Mirro Aluminum Co. 
Mission Home Products, Inc. 
Modern Spacemaster 
Products, Inc. 

Modglin Co. Inc. 

Moeller Mfg. Co. Inc. 
Monarch Cabinet Corp. 
Monarch Plastics Co. Inc. 
Monochron Corp. 

Moriarty Mfg. Co 

Mouli Mfg. Corp. 

Mr. Bartender Products, Inc. 
Munsey Products, Inc. 
Mystik Adhesive Products, Inc. 


N 


N. F.C. Engineering Co. 
Nappe-Smith Mfg. Co 
Nassau Sponge Co. 

National Blenders 

National Brush Co. 

National Food Slicing 
Machine Co. 

National Potteries Co. 
National Presto Industries 
National Products, Inc 
National Seat Mfg. Corp. 
National Silver Co. 

Nelson Machine & Mfg. Co. 
Nelson McCoy Pottery Co. 
Nesco Industries, Inc. 

Nevco Wood Products Co. Inc 
New England Mop Co. 

New York Standard Mfq. Co. 
Nicro Steel Products Co., Div. 
Cory Corp. 

Noma Lites, Inc. 
Norris-Thermador Corp. 
Northern Electric Co 
Northern Industrial Chemical 
Northland Aluminum Products 
Northwest Plastics, Inc. 
Notion Accessories Mfrs. Inc., 
Div. Craftmade Products Co. 
Novel Products, Inc 

Nu-Color Corp. of America 
Nu-Dell Plastics Corp. 
Nylonge Co. 


° 
O-Cedar 
O-Celo—General Mills, Inc 
Odor-Aire, Inc. 
Ohio Thermometer Co. 
Ohio Wire Products Co. Inc 
Oneida Silversmiths 
Ontario Knife Co 
Orman Industries, Inc. 
Osrow Products Co. Inc. 
Oster Mfg. Co., John 
Ox Fibre Brush Co. Inc. 


P 


P. B. R. Mfg. Co. 

Pacific Electricord Co. 
Padco Mfg. Co. Inc. 

Pal Novelty Co. Inc. 
Palace Metal Products, Inc. 
Pantry Queen Products Corp. 
Papercraft Corp. 

Para Mfg. Co. Inc. 
Party-Q Corp. 

Parvin Mfg. Co. 

Patent Novelty Co. 

Patio Products, Inc. 
Paulben Industries, Inc. 
Pearl-Wick Corp 

Peerless Mfg. Div. of 
Dover Corp. 

Peerless Novelty Co. 
Penetray Corp. 
Penn-Champ Oil Corp. 
Penn Products Co 

Pennant Div. of Novo 
industrial Corp. 

Peoria Metal Specialty Co. 
Perleide — Sub. of O. Eicdinger 
Mfg. Co. 

Pfaltzgraff Pottery 

Pilgrim Products Div., 


Webster Ind. Inc. 
Pioneer Rubber Co. 
Pitman-Dreitzer & Co. Inc. 
Planter, Inc. 

Plastic Metal Mfg. Co. 
Plasticloth Products, Inc. 
Plastics Consolidated 
Industries 

Plastics Mfg. Co. 

Plastiglide Packaged 
Products, Inc. 

Plasti-Kote, Inc. 

Plastray Corp. 

Plaut & Lederman (TriHome 
Div. Ero Mfg. Co. 

Plumbers Woodwork Co., All 
American Ae Div. 
Plymouth Tole 

Poloron Rater ~ong Inc. 
Pomerantz, Inc., Julie 

Poole Silver Co. 

Portable Electric Tools, Inc. 
Porter Corp., J 

Portland Firescreen 

Postley, Inc., John E 
Precision Products, Inc. 
Premier Mfg. Co. Inc. 
Pressing Supply Co. 

Prestige Hardware Corp 
Prest-Wheel, Inc. 

Pretty Products, Inc. 
Prizer-Ware, Textile Machine 
Works 

Proctor Paint & Varnish Co. 
Proctor-Silex Corp. 
Production Enterprises, Inc 
Progressus Co. 

Prolon Plastics 

Puritan Fireplace Furnishings 
Puritron Corp. 


Quaker City Metal Products 
Quaker Industries, Inc. 
Quality Molding Co. 

Quality Products Mfg. Co. Inc 
Queen Mfg. Co 

Quick Chemical Corp 

Quickie Mfg. Corp. 


Raber Mfg. Corp. 

Ram Tool Corp. 
Ransburg Co., Harper J. 
Raymac Cobinet Co. Inc 
Red Devil Tools 
Redmon, Sons & Co., 
Reed & Co.,, J. V 
Reefer, Galler, Inc. 
Reen'o Corp. 

Reeves Steel & Mfg. Co., Div 
Empire-Reeves 

Regol Specialty Mfg. Co 
Regal Ware, Inc. 

Regent- Sheffield 

Regina Corp. 

Reha Glass Co. 

Re-Ly-On Metal Products, Inc 
Republic Molding Corp. 
Revere Copper & Brass, 
Rome Mfg. Co. Div. 
Rex Electric Mfg. Corp. 
Rich Household Products, Inc 
Richmond Cedar Works Mfg. 
Riegel! Paper Corp. 

Rival Mfg. Co. 

Roberts Colonial House, Inc. 
Robeson Cutlery Co. Inc. 
Robeson Rochester‘Corp 
Robinson Knife Co. of 
Springville, N. Y 

Robinson Sponge Co. Inc. 
Robin Wood Mfg. Co. 
Rogers Co.,, W 

Rona Plastic Corp. 

Ronson Corp. 

Rosenberg Bros. & Co. 
Rosmar Mfg. Co. Inc. 
Roto-Broil Corp. of America 
Roxhall Time Corp. 

Royal China, Inc. 

Royal Chrome Housewares 
Royal Dru, Inc 

Royal-Pacific Co. Inc. 

Royal Rubber & Mfg. Co. 
Rubbermaid, Inc. 

Ru Son Products Co. 

Rustic Crafts Co. Inc. 


w.c 


Inc., 


s 
Sabin Mfg. Co. 
Safeguard Corp. 
Salem China Co 
Salmanson & Co. Inc. 
Salton Mfg. Co. Inc. 


Sandusky Metal Products, Inc. 


Sanjo Utility Mfg. Inc 
Schiveter Mfg. Co. — 
Scientific Silver Service Corp 


Exhibitors at the 35th National Housewares Show 


Schiller & Asmus, Inc. 2907 
Representing: 824 
Leeds of California, 869 
Ohio Scroll & Lumber Co., 
Woodcroftery Shops, Inc. 
Emig Products, Inc. 
Scio Pottery Co. 
Scranton Aluminum Mfg. Co. 
Seal Sac, Inc. 2127 
Select Wares, Inc. Als 
Selectronair, Inc. 1374 
Selfix Products Co. B36 
Serabbe Mfg. Co. 1547 
Sessions Clock Co. 2321 
Seth Thomas Clocks 1712 
Seymour Mfg. Co. 2049 
Seymour Tool & Engr. Co. Inc. 873 
Shamrock-Neatway Co. 
Shelfmaker Products Corp. 872 
Shelton-Ware, Inc. BY 
Sheridan Silver Co. Inc 
Shetland Home Care Institute 
(Shetland Co.) 
Shield Corp. 
Shwayder Brothers, Inc. 
Silver Chamberlin Co. 819 
Sinclair Industries, Inc. 108 
Skalny Basket Co. Inc., L 528 
Slumberest Co. 1585 
Smith Co. Inc., J. H. 1371 
Snyder Mfg. Co. 2929 
Social Supper, Inc. 142 
Son-Chief Electrics, Inc. 2807 
Southern Fabricators Corp 
Space Maid, Inc. 221 
Spartan Electric Radiator Corp 585 
Spartus Corp. v7 
Speare’s Sons Co., Alden 
Special Products Co. 
Speco Products Div. 
Specialty Sheet Metal Mfg. Co 
Speco Wire Co. A38 
Speedry Chemical Products 1455 
Sperti Products Inc., Cooper 1414 
Hewitt Electric Div. B60 
Spico Industries 2408 
Spiegel Hanger Co., J A9S 
Sprayway, Inc. 1464 
Springfield Instrument Co. 2310 
Sprinkle Minder Div. 2328 
Barclay Engrg. Corp. 2041 
Stainless Ware Co. of America 
Stanley-Judd, Div. of the 
Stanley Works 958 
Stanley-Oliver Mfg. Co. 1184 
Stor Brush Mfg. Co. Inc. 949 
Steam-O-Matic Corp. 781 
Stearns Power Mowers, Inc 1190 
Stellad Products, Inc. 218 
Stern Co., A. W. 1701 
Representing: 579 
Peerless Aluminum Foundry B34 
Stetson China Co. 
Stix Products, Inc. 1072 
Stration & Terstegge Co. Inc 2181 
Structo Mfg. Co. 1572 
Sunbeam Corporation 1025 
Sunburst Mfg. Co. 880 
Superama Mfg. Co. 733 
Superior Electric Products 
Superior Plastics, Inc B77 
Superior Rubber Products Co B86 
Supreme Cutlery Corp 
os Products, Div 883 
AS.R. Prod. Co 2054 
Swing-A-Way Mfg. Co 2410 
Swingline, Inc 407 
Sylvan Ceramics 171 
Synthetic Fabrics, Inc. 2152 
2185 
1122 
1112 
LU 114 
Taylor Instrument Cos. 428 
Taylor, Smith & Taylor Co 138 
Technical Tape Corp 156] 
Texas Feathers, Inc A63 
Textile Mills Co. A25 
Thatcher Glass Mfg. Co. Inc 293) 
Thayer, Inc. 105 
Thermometer Corp. of America 576 
Therm-O-Ware Elec. Corp AT? 
Thermwell Products Co. Inc 
Thomas Co. Inc 
Thompson Corp., George S$ — 
Thurnaver Co Inc., GM 622 
Tiki Torch Co 1209 
Tip Top Brush Co. Inc 2823 
Titan Mfg. Co. Inc 
Toastmaster Div., McGraw- 
Edison Co. 
Tobias Paint Mfg. Co 
Toledo Guild Products, Inc 
Tomar Products, Inc 2908 
Transparent Specialties Corp 2930 
Travco Plastics Co. Inc 
Treasure Craft 1619 
Treasure Isle Products Corp 
Trewax Co. 
Tricolator Mfg. Co 
Trio Mfg. Co., Lawn & 
Garden Div. 
Trio ~~ Mfg. Corp. 770 
Tri-M, 1770 
Tri-Seate Plastic Molding Co 
_ Troy Industries, Inc 2309 
HARDWARE 


Tucker Products Corp. 
Turner & Seymour Mfq. Co 
Tuttle Corp. 


U 


U. S. Caster Cup Corp. 

U. S$. Cocoa Mat Corp. 
Uliman Co. Inc. 

Umstead Mfg. Co. 

Union Die Casting Co 
Union Products, Inc 

United Plastic Corp 

United States Silver Tree a 
United States Stamping 

Div. Lisk-Savory Corp. 
United Wire Goods Mfg. Co 
Universal Producing Co. 


Vv 


Vanderbilt Products, Inc. 
Vaughan Mfg. Co 
Vermillion Co. Inc. , WLR. 
Victor Prod. Corp. 
Viking Stainless Co. Inc. 
Vining Broom Co. Inc. 
Vivitex Corp. 

Vogue Electronics & 
Appliance Corp. 

Vogue Mfg. Co. Inc. 
Vollrath Co. 

Voos Co. 


w 


Waco Products, aoe 
Wagner Mfg. 

Wagner Mfg. Co. » & @. 
Wahl Clipper Corp. 

Walker Metal Products Co 
Wallace Products, Inc. 
Wallace Silversmiths, Inc. 
Walters Mfg. Co 
Walton-March 

Wamsutta Mills Pacific Mills 
Domestics Divs., M. Lowenstein 
& Sons 

Woring Products Corp. 
Washburn Co 

Washington Forge, Inc. 
Wear-Ever Aluminum, Inc 
Weber-Stephen Products Co. 
Wecolite Co. Inc. 

Weinman Brothers, Inc. 
Weiss & Klau 

Welby Div., of Elgin Nat'l 
Watch Co. 

Welmaid Products, Inc. 
Wen Products, Inc. 

Werner Co. Inc., R. D. 
West Bend Co. 

Westchester Brickote Prod. 
Westclox, Div. of General 
Time Corp. 

Western Newell Mfg. Co. 
Western Stoneware Co., Div. 
Great Lakes Ind. 
Westinghouse Electric Corp. 
Westland Plastics, Inc. 
Whink Products Co. 
Whirlpoa] Corp. 

White Studios 

Whitmor Mfg. Co 

Whittier Line 

Wickford Products, Inc. 
Wilthold Glues, Inc. 
Williams Cutlery, Inc. 
Wilmart Products Corp. 
Wilshire Mfg. Co. 

Wilson Specialties Co. Inc. 
Wiss & Sons Co., J. 

Wolf Mfg. Co 

Wolfcrest Products 

Wolfe, Harry M. 

Wolfe of Sheboygan * 
Wolff Products Co 
Wolverine Household 
Products, Inc 

Woodhill Chemical Sales 
Woodpecker Woodware 
Worcester Felt Pad Corp. 
Worldsbest Industries, Inc. 
Wrought Iron Mail Box, Inc. 


Y 
Yale & Towne Mfg. Co. 
Yale & Towne Mfg. Co., 
Towne Hdwe. Div. 
Yeoman Corp. 


Z 
Zochman & Co. 
Zenith ~y > Products Co. 
Zim Mfq 
ww Aeon 4 fetbe Albert 
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®BUYING--PLANNING FOR HOUSEWARES 


vows your [MAGE 


Your store image is a key factor in attracting customers and meeting 
competition. Here is a simple plan that will enable you to 
build a good image, one that will attract customers to your store. 


by James M. Dixon, associate editor 


What kind of a consumer image does your store 
have? 

You probably haven’t given this subject much 
thought, but it deserves a great deal of attention. It’s 
important. 

Your competitors all have images in the minds of 
consumers. This image is a prime factor in determin- 
ing whether a consumer will shop your store or a 
competitor’s. 

What is a store image? The simplest description is 
that it is how customers feel about your store—the 
image they have in their mind when they think of 
you. Does a customer think your store has low prices, 
or high prices; does he feel your service is good or 
bad; does he think your clerks are courteous, or other- 
wise? His mental reaction to these, and other factors, 
adds up to an image that causes him to go to your 
store, or to another store. A psychologist calls this 
“motivation.” A simpler term is “image.” 

You all have been reading about images over the 
past few years. Big companies have learned, through 
expensive research, that image is a very, very impor- 
tant factor in business. Big firms have learned that 
a good image helps them; a bad image causes them to 
lose business. Big business has also learned that you 
can change an image through various techniques. 

For example, if your customers think (or have an 
image) that your prices are higher than other stores, 
but you know this is not correct, you can change this 
consumer image by the way you handle your promo- 
tion, advertising and store displays. 

An interesting angle to this image situation is that 
a customer may have an inaccurate image, but because 
this is a favorable image (to them) they will continue 
as a customer of a certain store. 


What does this image situation mean to a hardware 
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store? In the first place, every store has an image. 
It may be good or it may be bad. Even though you 
may never have thought about images, your store has 
one. It is time you started thinking about this. Many 
hardware stores are losing business because of un- 
favorable images in the mind of consumers, images 
that are not wholly accurate. 

We know that the typical independent hardware 
store has many inherent advantages over chains, dis- 
counters, etc. But unless the customer knows about 
these advantages and feels they are valuable to him, 
the consumer, they are wasted. 

The discounter has built up an image of low prices. 
It would be quite difficult for a hardware store to 
compete with this. But there are other images that 
are important to consumers that a hardware store can 
develop. This is the area that needs attention. 

Day in and day out, the department stores, variety 
outlets, etc., keep telling consumers that they are 
“centers” for this and that. Look at a department 
store. They have home centers, sewing centers, do-it- 
yourself centers, all kinds of centers. 

Study the newspaper ads of these stores. Note how 
often they stress newness; how frequently they em- 
phasize that merchandise is new on the market. Note 
how frequently they tie-in with national advertising 
in the national consumer magazines. All this effort 
is designed to build an image. 

On the other hand, you and I know that your store 
usually has this same merchandise. Frequently you 
have it just as quickly as these other stores. We also 
know that your stock is usually deeper and broader 
than these other stores. But unfortunately, unless the 
consumer knows this, and has a favorable image of 
you, he will trot off to these other stores. 

Too many consumers still think of the hardware 
store as a source for nuts and bolts, garbage cans and 
other heavy items. They do not realize that from the 





This poster is designed as a centerpiece, to add 
sparkle to your New Idea Center for Modern Home- 
makers. It was especially designed by Hardware 
Age as a service to dealers. Illustrations of ways 
to use this poster follow on next pages. The poster’s 
coloring is modern: Bright blue-green and crisp 


viewpoint of the home your store is a better center 
for many products than these other stores. 

Since the homeowner is a big solid, primary market, 
in fact the heart of the hardware trade, we need to do 
something to develop a favorable image among these 
consumers of hardware stores. 

As a result of extended discussions of this problem 
with dealers, wholesalers and other merchandising 
experts, the following program was developed to aid 
you in building a positive, favorable store image. It 
represents an improvement of the “Young Homemak- 
ers Center” promotion proposed several years ago by 
HARDWARE AGE. 

This program is focused on a “New idea center for 
Modern Homemakers.” It is designed to cause con- 


How to add sparkle to your 
MODERN HOMEMAKER DISPLAY 










% for easy living 


sandalwood on white. Two of these 21x15%% in. 
posters (one for store, one for window) cost you $1, 
postpaid. Send check or money order to Reader 
Service Dept., Hardware Age, Chestnut & 56th Sts., 
Philadelphia 39. Please specify form No. 19. 


sumers to look to your store as a source of new and 
staple merchandise for all the needs of the home. 
The program consists of these parts: 


(1) A simple display that focuses attention on new 
items for the home and garden. 


(2) Identification of these products with consumer 
magazines to suggest that your store is up-to- 
date with new trends and products. 


(3) Emphasis on “homemakers” to indicate the 
variety of stock you carry. 


(4) Carrying out this theme in advertising and 


other promotions. 
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How to set up a New Idea Center . 


Four ingredients are basis for sales increases from your Modern Home- 
maker Center: (1) HA’s Homemaker Center poster and tie-in ads from 
top shelter magazines, (2) a key traffic location, (3) interesting new items 
in uncrowded arrangement, (4) good housekeeping and good lighting. 
Advertising (see overleaf) is the second step to a successful center. 
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The Modern Homemaker Center sign plus ‘‘as advertised’ & lf you can afford one full side of a gondola, so much the 
posters from shelter magazines creates focal point for better. Remove most of shelves. Hang up Homemaker 
new traffic. Just a few running feet of the upper portion Center sign and magazine counter cards. Show bulkier 
of wall display unit gives your center a start. Watch it grow new items in open area and a few smaller samples on 
as traffic, sales thicken! remaining shelf. Use display in key traffic location. 
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One or two expan- 
sion poles can be fit- 
ted with perforated 


A style for every type of store 
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- paneling to create » A perforated board makes 
Homemaker Center perfect centerpiece to con- 
wherever you have vert top of old base units 
open space. Spotlights a into a Homemaker Center. 
help. Don't crowd. Signs complete display. 


Fresh coat of paint helps. 


v 























NEW 
idea 
cente 


& 


for MODERN 
HOMEMAKERS 
































On 



























































q/ 













































ai ob 


HARDWARE AGE, June 29, 1961 © 47 


ot 


How's your IMAGE .. . continues) 


Here are the simple steps for putting this program 
to work: 

First, select an area in the store for a small dis- 
play. As much or as little space as you like. Three 
or four feet of a wall unit would be a good starter. 
Or, the top of a gondola, or one side or end of an 
island (see the sketches accompanying this article). 

This space should be in a good traffic location. If 
vou have full-vision windows, place it near the win- 
dows, at an angle, so it can be seen from the outside 
as well as inside. 


Small budget, small ad 





VISIT OUR 


idea 
center 


for MODERN 
HOMEMAKERS 


FEATURED THIS WEEK: 


OMITH 


HARDWARE 
OPEN THURSDAY AND FRIDAY TIL 9 




















FOURTH AND MAIN 
MAIN 1-2345 











A small 1-col ad can be styled around the New 
Idea Center Theme. A couple of new items are 
singled out to be featured; but mostly, this is 
institutional advertising designed to sell the 
idea of a center. Free photostats of upper por- 
tion of this ad may be had by writing to Editor, 
Hardware Age, Chestnut & 56th Sts., Philadel- 
phia 39, on your letterhead. 
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The next step is to identify the display. Our recom- 
mendation is that you call it the “New idea center for 
Modern Homemakers,” as shown in the illustration 
accompanying this article. A footnote on the sug- 
gested sign says, “for easy living.” 

Your local sign maker can easily make up such a 
sign for you. Be sure it is colorful and eye-catching. 
Or, get one or two copies of the silk-screen poster pre- 
pared by HARDWARE AGE. This poster is 21 x 15% 
in., done in sandalwood and light blue green. It is 
modern in color and design and highly visible. Instruc- 
tions for obtaining copies of this poster are given else- 
where with this article. Put this sign in a prominent 
space on the display, as shown in the display sketches. 


Look for new or improved products 


Next, read through the advertising and editorial 
pages of the latest issue of HARDWARE AGE. Look for 
announcements of new or improved products of gen- 
eral interest to homeowners. Also look for items that 
are being promoted in the national consumer maga- 
zines. Select some of these items from stock, or order 
them, for the display. Put them on the display in a 
random way. Don’t limit the display to one type of 
product. Put some variety in it. Don’t crowd the dis- 
play. 

Next get some manufacturers’ displays and use 
these with the products on the display. Most factories 
using consumer magazine advertising can supply you 
with easels or posters of the item, carrying the words, 
“As advertised in Living for Young Homemakers,” or 
“As advertised in Better Homes and Gardens,” ete. 
Use these easels prominently in the display. If you 
have any trouble getting this material, write to the 
Editorial Dept., HARDWARE AGE, telling us what you 
need and we'll help you get it. 

The editorial and advertising pages of HARDWARE 
AGE are a prime source for ideas for this display. Save 
yourself time and effort by using each issue to learn 
in advance about new items and products that will be 
promoted nationally. 


Consumer magazines offer material 


In addition to the display material available from 
manufacturers, a number of the consumer magazines 
also have useful material available. For example, the 
magazine, Living for Young Homemakers, 575 Madi- 
son Ave., New York, has a kit available that includes 
a poster with the words, “Young Homemakers Center.” 
This can be obtained by writing to the magazine. 

Once the display has been planned, schedule some 
advertising or handbills that also promote this idea. 
Use a post card to announce it. Enclose an announce- 
ment with monthly statements. 

In your advertising, feature the same words that 
you use in the sign on the display. In other words, tie 
everything together. Make frequent use of the words, 
“for easy living.”’ This has a wide appeal. 

This is a brief outline of the program. It is simple 
and inexpensive. It can be adapted to any store. If 
you put a little thought and planning into your ef- 
forts, it will bring you results. It will help you build 
the kind of an image that will attract new and old 
customers. 





There is a rich market awaiting the fireplace equip- 
ment dealer who sets out to capture it. 

With the amount of building that the experts have 
forecast for this year, and the extent of remodeling 
that will take place, more than a million fireplaces 
will have to be furnished. 

However, many of these fireplaces will continue to 
wear the same drab look unless the manner of up- 
grading them is emphasized. 

Everyone who operates a fireplace furnishings’ de- 
partment believes there is a need for such an opera- 
tion in his area. Otherwise he wouldn’t be in that 
kind of business in that area. What are the steps 
he can take to activate his department? 

I do not pretend to be an expert, and I certainly 
don’t have all the answers as to how to go about cap- 
turing a share of the market. It has been our ex- 
perience that people want guidance in choosing their 
fireplace furnishings. The story of one of our sales- 
men emphasizes this pointedly. He was a new man 
who had plenty of experience in developing sales pro- 
grams, but very little experience in _ face-to-face 
selling. 

He was enthusiastic and determined to keep up 
with the more experienced men. So this salesman 
came up with the idea of a “fireplace clinic,” during 
which an expert was available for consultation on 
fireplace furnishings problems. He convinced a dealer 
in Erie, Pa., to try it; and in response to the promo- 
tion and advertising of the clinic, more than 200 
people contacted the dealer in a three-day period. 

This is convincing proof that people want help. 
Therefore it is to the advantage of the dealer in this 
field to equip himself to furnish this help. In other 
words, it’s advantageous to acquire the knowledge 
that will classify him as a specialist and an expert. 

Many dealers complain that they don’t have the 





Editor’s note—The opinions in this article are those 
of William N. Rice, vice-president in charge of sales, 
Bennett-Ireland Inc., Norwich, N. Y. Mr. Rice be- 
lieves strongly in the dealer’s image vs cut price sell- 
ing as the means to more profit in merchandising 
fireplace equipment. 


It pays to be a specialist 







BUYING--PLANNING FOR HOUSEWARES 


The ways to sell more fireplace goods 
are many, and all are important 

and must be studied. 

Among the least important 


is the cut-priced leader 


Plain, two-step island holds a mass of fireplace acces- 
sories. Foreshaw, St. Louis, Mo. 





time to study and become an expert. But if you want 
your share of the one million fireplaces to be furnished 
in 1961, you can’t afford not to take the time. 

One of the first steps to becoming an expert is to 
understand the market potential in your area. Learn 
where and how many new homes are being built, or 
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Plywood and simulated bricks create 
a wall with vast profit potential. Fed- 
eral Hardware & Supply Co., South- 





field, Mich. 


It pays to be a specialist ... . . . (Continues) 


older homes being remodeled. Learn what percentage 
of area homes with fireplaces have proper fireplace 
equipment. This means checking and leg work, and 
it is worth it for it pays off in sales. 

The second step is to analyze the types of fireplaces 
that are being built or that are typical of the area. 
Are they traditional, multi-sided, brick, stone, marble 
faced? This information leads quite naturally to the 
next step: Make certain that you are stocking the 
kind of equipment that harmonizes with these fire- 
places. 

Modern, antique, plain or fancy? You must learn 
what is needed for your particular trading area. 

It’s a very simple theory: Give the customer what 
he wants and needs and he’ll buy it. 

The third step toward becoming a specialist in fire- 
place furnishings is to keep up with current decorat- 
ing trends. Regular perusal of one or two of the 
consumer shelter magazines, and occasional reading 
of a decorating magazine can be a very valuable ex- 
penditure of time. Going a step further, there are 
schools and colleges in most areas where courses along 
these lines are offered. Background knowledge of this 
kind can make you truly an expert, capable of giving 
valuable advice to customers. 

The fourth step toward the status of specialist is 
to keep abreast of the latest selling techniques. 

Selling has become a science as well as a profession. 
Books are written about it (you can pick up paper- 
back ones for as little as 35¢), and lectures are given 
on it. 

A dealer is in an excellent position to study selling 
methods, for he has salesmen calling on him every 
few days. Observation of their methods can be very 
revealing. And it’s an easy matter to adapt to your 
needs the techniques that appeal to you, and to avoid 
those that offend. 

These, then, are a few of the qualifications of the 
fireplace furnishings specialist. The dealer who is 
convinced he is trained in these aspects is indeed a 
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specialist. His next move is to let the world know ii! 

To be sure, your reputation may grow by word of 
mouth, but this is a slow process. For immediate, 
gratifying results you must get the word around in 
a more direct manner. 

Newspaper advertising usually is considered best 
for this purpose. Such ads need not be large, expen- 
sive ads. But they should carry the impact of head- 
line news, and should feature the fact that you are 
a specialist and ready to help the customer in deciding 
what’s appropriate and what looks best with his new 
fireplace or new decor. 

Don’t confuse the issue by using low cost ensembles 
to attract customers. If you have reached the status 
of specialist, you are in a position to deliver quality 
service and quality products. This is the kind of 
service and products that your customers expect when 
they choose a specialist to help them. 

The same story can be told on radio. The late 
evening disc jockeys are inexpensive, and they reach 
the family that has turned off television and is listen- 
ing to the news while retiring. 

Direct mail is particularly effective in suburban 
areas. You’ll find that the manufacturers with whom 
you deal can help you in preparing the proper mailers. 
These can be accompanied by a letter stating your 
qualifications as a specialist, and inviting the custom- 
er to come in “for a consultation.” 

The dealer who piles up the assets of knowledge 
and experience in his particular field has little to fear 
from his competitor. This is true even though the 
competition may be backed by a vast advertising 
budget and low prices. 

Understanding of the problems involved and the 
ability to make the right recommendations are of far 
greater importance in the long run than price. 

I am firmly convinced that the seekers of fireplace 
furnishings will beat a path to the door of the dealer 
who knows his products and honestly believes he can 
be of service in the area. 








BUYING--PLANNING FOR HOUSEWARES 





































by Marty Tilem 
co-owner and manager 
Tilem Hardware 

New York City 


Every small store needs 
a SPECIALTY 


. We have learned the smaller store cannot be all things 


to all people, so we chose to specialize. It has paid 


Salesman Monroe Steiner refills busy re- I believe every small store needs one key line to call 
volving display just inside front door. its specialty. A small store can’t be very deep in many 
: ( FS- lines, so it’s better to really develop one. 


Our specialty? It’s plastic covering for walls and 
a wert ay other flat areas. We show the line, in several types, 
a = in three places in the store. We're doing about $6,000 


a year in this one item. 

That $6,000 represents about three stock turns on 
a $2,000 inventory. Our turncver here may go higher 
than three times this year. 

The figures I’ve just quoted may not sound too 
remarkable. But when you consider that most of my 
store is only 11% ft wide, you can see how I might 
have a problem carrying depth in assorted lines. 

I chose to concentrate on plastic coverings many 
years ago. This was just after they were introduced 
“de as a hot new line. I’ve been slowly expanding the line 


= ae? ever since 
{ee} HRP I chose this particular merchandise because it 
¥ carries a 38 percent margin of profit, takes little floor 
area, dispenses easily, and stays sold. In fact, it 
breeds steady repeat sales. 

We sell yard goods, starting at 49¢ a yard, in nar- 
row and wide widths. The wide widths are thicker, 
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Flat, pre-cut sheets are 3-D textured. 


mre Mr. Tilem (left) cuts section of wide 
"= (material for telephone order. 


Every small store needs a SPECIALTY continues 


good to use for counter tops and the like. The nar- 
rower yard goods have infinite uses, to cover any flat 
area in the home. City dwellers, whether they own 
their homes or live in apartments, have dozens of 
uses for the product. 

And anyone can work with this material. Scissors 
are all that’s needed, for the adhesive is already ap- 
plied. Whether it’s a waste basket or an entire wall 
area, these sheet plastics are wonderful and a cinch 
to apply. 

The third type, a new entry and coming up fast, is 
the textured fiat plastic sheet. These come in sections 
that cover about 3 sq ft, and apply via their own 
adhesive backings the same way as the rolled goods. 
The textured types simulate stone and brick, and 
other materials in third dimension quite effectively. 

I think the day will come when any householder 
can achieve just about any effect he desires with 
sheet plastics, in any part of the home. His only 
equipment will be a ruler and some scissors. Even the 
ruler is not really necessary, for the plastics are 
dimensioned on the backside. 

Specializing has many advantages for the smaller 
dealer. 

When we widened our assortment of sheet plastic 
coverings, we were able to greatly widen the color 
and style selection as well as backup stock. 
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This means we developed a name in the neighbor- 
hood. We got a reputation for having the best selec- 
tion, and this is bound to build traffic. 

Of course, all our other hardware-housewares lines 
benefit from this big source of traffic. 

As indicated by our specialty, we sell more of house- 
wares than any other line. We depend a great deal 
upon apartment dwellers for volume, so housewares 
is a natural line for us. 

In a store only 11% ft wide, a dealer has to im- 
provise. 

We’ve covered the walls with perforated paneling. 
We stack merchandise high above the canopies. Every 
inch of space has got to pay off. 

In this regard, I built a special revolving platform 
as the base for the 142x1% ft racks for sheet plastic 
at the front of the store. Now customers can spin 
the rack until they find the design or color they want. 
This is one way to save space, and reduce traffic jams. 

I’ve found a winner in sheet plastics. I think they 
would do well in any hardware store, for the mate- 
rials have use in homes, farms, and industry. 

The 49¢ base price per yard misleads some dealers. 

Hardly any customer will buy just one yard. Thus 
the average unit sale is many times 49¢, and it may 
lead to the wider, more expensive yard goods or the 
still more expensive flat sheet units. 





SHOW DATES, HOURS: 
Monday through Friday, July 10-14, 9 ’til 5 daily. 


BOOTH LOCATIONS: 


Booths 100-1800, upper (street) level. 
Booths 2000-2900, lower level. 


ATTENDANCE: 


Average daily attendance record of 22,000 at Winter 
Show is likely to be topped. First day attendance probably 
will be 30,000-40,000. 


YOUR HEADQUARTERS: 


Hardware Age booth 143 (first aisle, main floor) is your 
headquarters throughout the show. You’re welcome to use 
our various facilities such as Message Center, easy chairs, 
etc. We'll be glad to see you often. 


Midyear National Housewares Show Summary 





ADVANCE REGISTRATIONS: 


Pre-registration by mail may save you much delay in 
long entrance lines, especially on the first day. Send your 
request to National Housewares Manufacturers Assn., Suite 
1130, Merchandise Mart, Chicago 54. 


FREE TRANSPORTATION: 

Free buses to McCormick Place run from principal loop 
and shore hotels and motels at frequencies ranging from 5 
to 15 minutes apart. Morning buses run until 10:30 a.m. 
Return buses start at 3:30 p.m. 


SPECIAL EVENT: 


The NHMA Summer Show reception will climax opening 
day, July 10, at the grand ballroom, the Palmer House. 


SPECIAL NOTE: 

You can plan to work longer and harder at this show 
than most previous Summer shows. A fully air conditioned 
hall assures more comfortable working conditions. 





Trends in small appliances 


What do your customers plan to buy in the next 
twelve months in the way of traffic appliances? 
Here’s a clue: 

Steam and dry iron combinations, vacuum 
cleaners, coffee makers, toasters, and food mixers. 

This is one of the findings of a recent survey of 
more than 6000 subscribers of Redbook magazine. 
Similar data about small appliance ownership and 
acquisition also stems from the survey. 

These consumer patterns are significant, and can 
help guide you to buying and promoting decisions. 
But the findings naturally are limited to Redbook’s 


income group and research methods. They must 
be considered a yardstick rather than a total meas- 
urement. 

What appliances seem to have the most sales 
potential, due to present limited ownership? 

These appliances are owned by fewer than 40 
percent of those responding to the survey: Portable 
food mixers, electric blankets, hair dryers, and floor 
polishers. 

How about gift potential? The five appliances 
listed as most frequently received as gifts (in order 
of importance): Electric fry pans, portable food 
mixers, toasters, coffee makers, and hair dryers. 
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Buying Check List 


of Housewares Show feature items 


Here is a preview of merchandise to be featured at the House- 
wares Show. To make your show visit easier, each description 
lists the booth in which the merchandise will be shown. Each 
item also has a number above it. When you want more details 
about an item, just circle corresponding number on postcard 
on page 61, and mail. 


Item 1 
Portable insect control unit 


This BVI Insect Fogger, to be 
displayed at Booth 1670, converts 
oil-base insecticide into a thick fog 
that kills flies, mosquitoes, and 


a il 
other insects. When trigger is 
pulled, a_ built-in electric pump 
forces liquid insecticide through a 
sapphire atomizing nozzle into a 
heated fog-producing chamber. The 
heat vaporizes the insecticide and 
a stream of thick fog surges from 
the barrel. Other features are a 
built-in thermostat which main- 
tains vaporizing heat, a formed 
steel jacked on barrel assembly and 
a detachable barrel to convert the 
unit into a sprayer for water-base 
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garden sprays, weed killers, moth- 
proofers, etc. Suggested retail is 
$39.95. Burgess Vibrocrafters, Inc., 
Dept. HA, Grayslake, Ill. 


Item 2 
Shelf brackets display unit 


Knape & Vogt’s self service B 
display of carded shelf brackets 
will be shown at Booth No. 1054. 
Display is 12 x 23 x 30 in. Assort- 


ment includes 10 pieces each of 24 
and 36 in. No. 80 standards in satin 
Anachrome; 10 pieces each of 24 
and 36 in. No. 80-B standards in 
satin brass; 5 cars of 6, 8, 10 and 
12 in. No. 


160 brackets (2 per 


card) in both finishes, plus display 
stand. Total list price of assort- 
ment is $90.25. Shipping weight is 
55 Ib. Knape & Vogt Mfg. Co., 
Dept. HA, Grand Rapids, Mich. 


Item 3 
New color for cookware 
Prizer-Ware’s new red pepper 
color will be used on the entire line 
of skillets, saucepans, divan dishes, 
Dutch ovens, casseroles, and broil 
and serve platters, and will be 
shown at Booths 333-337. All red 
pepper utensils will be lined with 
white porcelain as a neutral back- 
ground for colored foods. Prices 









Here is a quick Check 
List of items described 
in the following pages 


range from $4.20 for a broil and 
serve platter to $24.95 for a 9-qt 
casserole with cover. Prizer-Ware 
also comes in three other colors. 
Prizer-Ware, Dept. HA, Box 1382, 
Reading, Pa. 


Item 4 
Heavy-duty belt sander 


Wen Products’ Model 910 Belt 
Sander will be on display at Booth 
No. 2181. The sander has a new 
casting design combined with 
forced air currents that cause dust 
to accumulate to rear of casting, 
providing practically dustless sand- 





ing. Other features include a cool 
running motor, single control knob 
tracking mechanism, sealed and 
permanently lubricated roller and 
oversize sleeve bearings, and flush 
type design for sanding close to 
edges. The unit has a die cast 
polished aluminum housing and has 
heavy-duty construction through- 
out. Retail price $44.95. Wen Prod- 
ucts, Dept. HA, 5810 Northwest 
Highway, Chicago $1, Ill. 
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Outdoor aluminum locker 

This all-aluminum prefab Lawn 
Locker, to be shown at Booth No. 
2816, features wide-opening doors 
hung on full length hinges for max- 
imum strength. Lawn and garden 
goods, wheel toys can be stored 
safely in locking cabinet, perforated 
panel board lining on doors permits 
neat storage of hand tools. Made of 





diamond embossed ribbed aluminum 
with heavy gauge braces. Comes in 
three sizes: 3 x 6 ft (shown), 3 x 4 
ft, and 3 x 8 ft. All models 60 in. 


Shipped flat in four sections, easy 
to assemble. Weights range from 
45 to 80 lb. Tomar Products, Inc., 
Dept. HA, 10 Cairn St., Rochester, 
N. Y. 


Item 6 

Attractive woodware line 
Among items featured at Booths 

179-183 will be this Accessories 

Americana group of Woodpecker 

Woodware. The items shown here 

are authentic Early American re- 
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BUYING CHECK LIST 


WANT MORE DETAILS ON 


productions in the finest Salem fin- 
ish. All items are packed in attrac- 
tive gift re-mailer cartons. Planter 
items have metal liners. Retail 
prices range from $3 to $13. Wood- 
pecker Woodware, Dept. HA, 6606 
Tenth Ave., Los Angeles 43, Calif. 


Item 7 
Foil pans in 8 sizes, shapes 


A line of colorful Wear-Ever foil 
pans which bake, freeze, heat and 
serve will be among products dis- 
played at Booths 781-789. Available 
in eight sizes and shapes, the group 
of green bottomed containers in- 
cludes a potato shell, 8-in. layer 


cake pan, 9-in. square cake pan, 
12-in. pizza pan, utility bake pan, 
and a biscuit and cake pan. The 
floor displayer is free with purchase 
of a case of each of the eight items. 
Wear-Ever Aluminum, Inc., Dept. 
HA, Wear-Ever Bldg., New Kens- 
ington, Pa. 


Item 8 
Pastel picture hangers 


To be featured at Booth No. 
1317, these Jiffy pastel picture 
hangers can be installed without 
use of nails on plaster, tile, glass, 
metal, cement, and wood. Come in 
gray, green, blue, tan, pink, and 
yellow to blend with wall decora- 
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tions. Hangers are wrapped in 
cellophane, retail at 19¢ per pack- 
age. They’re guaranteed to hold 
up to 15 lb. Jiffy Enterprises, Inc., 
Dept. HA, 150 N. 18th St., Phila- 
dephia 7, Pa. 


Item 9 
Adhesive-backed flannel 

Flan Adhesive Flannel, to be fea- 
tured at Booth No. B73, puts a 
protective, scratchless base on 
lamps, ashtrays, figurines. Also 
used for lining chests, silver cases 
and for snag proofing desks and 
furniture. Comes in four styles: 
No. FL-1 prepunched card with 
100 sq in.; No. HC 12 x 24 in. roll; 
No. HB (shown) 12 in. x 15 ft bulk 
roll in metal cylinder; and No. FT- 


3, 144 flannel tabs on a prepunched 
ecard. Available in green or brown 
except tabs in green only. Forest 
City Products, Inc., Dept. HA, 722 
Bolivar Rd., Cleveland 15, Ohio. 


THESE ITEMS? JUST CIRCLE 


Item 10 
New model household scale 


The feature item at Booth 122 
will be this Measure Mark house- 
hold scale which makes cooking and 
baking preparation easy and quick 
by use of a manually set revolving 
pointer. Dial face is white with 
black figures and graduations, and 
is slanted at a 25-degree angle for 
easy reading. Dial face is enclosed 


in glass. Available in white enam- 
eled finish, retails for $7.15. Ameri- 
can Family Scale Co., Dept. HA, 
515 S. Laflin St., Chicago, Ill. 


Item 11 
Portable household heaters 
Martin’s new Osci-Lectric porta- 
ble heaters to be displayed at 
Booth 2209 utilize the oscillating 
principle. A small motor in base 
drives a fan for heat circulation. 
and at the same time, powers the 
oscillating gear box. The unit dis- 
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tributes heat over about 180 de- 
grees. The portables are being 
offered at ratings of 1320 or 1650 
watts, are thermostatically con- 
trolled and equipped with a safety 
tip switch. Can be plugged into 


regular 115 volt outlet. Retail 
price, fully equipped is $39.95. 
Martin Stamping & Stove Co., 


P. O. Box 259, Huntsville, Ala. 


Item 12 
Polyethylene flower vases 

These flower vases, made of high 
density polyethylene in_ yellow, 
green, and orange will be shown at 
Booth No. 1212. Vase No. 602 
(left), is 7 in. high, with suggested 
retail price of 59¢. No. 606 (cen- 
ter), is 9 in. high, suggested retail 
price 79¢. No. 604 (right) is 91% 





in. high, suggested retail price 98¢. 
Two jumbo sizes, 15 in. high and 
retailing for $2.98, are also avail- 
able. Hutzler Mfg. Co., Dept. HA, 
45-36 21st St., Long Island City 1, 
| o£ 


Item 13 


White glue in plastic bottles 


Wilhold’s flexible plastic contain- 
ers for quart and gallon sizes of 
Wilhold White glue will be shown 
at Booth No. 2804. Containers are 
designed to 


eliminate on-the-job 





Item 15 
Cedar-scented storage bags 

Extra-heavy plastic storage bags 
with a_ built-in scent of cedar 
will be featured at Booth No. 552. 
The bags have a blue tint and 
are available in three sizes. Suit- 
size bags are 25 x 46-in., with 
suggested retail of 39¢. Coat & 
Dress bag is 25 x 65-in., with 
suggested retail of 49¢. A blanket 
bag is 25 x 33-in., with a suggested 
retail of 49¢. Bags are shipped 
24 to the case. A free display rack 
and point-of-sale sign are free with 
purchase of 24 of each of the bags. 
Kordite Co., Dept. HA, Macedon, 
ae 


























breakage and to minimize shipping 
problems. The containers pour eas- 
ily when refilling smaller sizes, and 
can be cleaned out for re-use. Wil- 
hold Glues, Dept. HA, 678 Clover 
St., Los Angeles 31, Calif. 


Item 16 
Table serving combination 


Twin Jammer combination table 
serving set for jellies and jams will 
be shown at Booths 239-245. Re- 
movable jars are 3% in. high, 2% 
in. in diameter, with wide mouths. 
Spoons are 534 in. long. Jars have 


Item 14 
Rotating color wheels 


This Gold Deluxe Roto Wheel, 
Model No. 1672, will be shown at 
Booth 2609. It features an all- 
metal gold finished housing, stand 
and color disk. Has molded pris- 
matic lenses in blue, red, green, 
and amber for use with R30 or R40 
floodlamp. Also has on-off switch, 
and floor or wall mounting stand. 
Packaged in individual boxes, 12 





stainless steel covers with plastic 
knobs and slots for spoons. Comes 
in a 4-color gift display box, sug- 
gested retail price of $2.49. Foley 
Mfg. Co., Dept. HA, 3300 Fifth St. 
NE, Minneapolis 18, Minn. 





Item 17 
Home barber kit display 
Wahl’s point-of-purchase display 





per carton. Shipping carton weighs 
24 Ib. Gold Deluxe Model No. 1682 
includes R40 150 watt lamp. Cable 
Electric Products, Inc., Dept. HA, 
234 Daboll St., Providence 7, R. I. 


unit for home barber kits will be 
shown at Booth B60. The unit is a 
self contained shipping carton and 
floor or counter display. It includes 
single and multi-cut kits, regular 
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PERFECT 


B BUYING CHECK LIST 


3 Want more details? Just circle item number on p. 61 
For Paint 
Tie-in Sales 








Order Today—For Your Choice 
of These Displays! 


No. 906 Display Free when 
you buy 24 prs. 


Customers Pay You . $14.16 
Costs You. ... 9.06 
You Make $5.10 
4 sm. — 12 med. — 8 lg. 


| ~=> No. 395 
Display Free 
when you buy 36 prs. 
Customers es 
Pay You . . $21.24 Fm 
Costs You Hf 


You Make 
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The PIONEER Rubber Company 
108 Tiffin Road * Willard, Ohio 
Want more facts? Circle 123, p. 61 
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and flat top combs, barber shears, 
plastic neck capes, nylon neck 
brushes, tube and bottle oils, four 
attachment combs from 1's to '% 
in. cut, and shampoo applicators. 
Wahl Clipper Corp., Dept. HA, 
Sterling, Ill. 


Item 18 

Two vinyl table coverings 
Columbus’ Normandy (shown) 

and Wexford patterns in Plastolyn 

nap-back vinyl table coverings will 

be featured at Booth No. B68. Cov- 


ers are available in individually 
packaged 54x 54 in. and 54x 72 in. 
sizes, or in 54 in. wide bulk roll. 
Columbus Coated Fabrics Cornp., 
Dept. HA, 7th at Grant Ave., Co- 
lumbus 16, Ohio. 


Item 19 
Expanded housewares lines 


Additions to Decoware metal 
housewares and Hazelware glass- 
wares lines will be shown at Booths 


1071-1077. Decoware line will fea- 
ture an oblong wastebasket that 
fits into a polished brass wire 
frame. Devon Floral and Ivy pat- 
terns of Decoware will also be 
shown. Hazelware will feature a 
new look in glassware with expand- 
ed lines and designs. Continental 
Can Co., Dept. HA, 100 E. 42nd St., 
New York 17, N. Y. 


Item 20 
Durable workman's lunch kit 


Featured at Booths 1113-1121 
will be American Thermos’ poly- 
propylene workman’s kit. The kit 
is durable, lightweight, rustproof, 
dustproof, odor free and easy to 
clean. Comes in two sizes, 1 pt or 


1% pt. Pint kit retails at $4.39 
with standard neck bottle, $5.79 
with wide mouth bottle. Retail 
price of the 1% pt kit, with Super 
24 bottle, is $4.98. American Ther- 
mos Products Co., Dept. HA, Nor- 
wich, Conn. 


Item 21 
Swivel seat vanity stool 


Joal’s Swivel vanity stool, Model 
No. 1911, will be highlighted at 
Booth 2423. Stool has a ball bear- 
ing swivel seat which rests 17 in. 
from floor. Frame is in Brite-Life 
brass finish, fully guaranteed for 
1 year. Overall height is 24% in. 
Seat is skirted, upholstered plastic, 
13 in. in diameter. Suggested retail 








little things are so important! 












price is $10.95. Comes in individual 
shipping carton, weighs 9 lb. Joal 
Mfg. Co., Dept. HA, 6437 S. State 
St., Chicago 21, Ill. 












Item 22 
Impulse revolving sprinkler 
Green Spot lawn sprinklers will 
be among the items featured at 
Booth 2962. The dial impulse re- 
volving sprinkler shown here is 
newly designed with convenience 
handle and aluminum sled-type 


























FROM LITTLE THINGS 
BIG PROFITS GROW! 


In your home .. . and in your business 
it’s often “‘the little things” that are im- 
portantly BIG. 


Consider YOUR store. Isn’t it little +10 COAT & HAT HOOK 
items — the nuts, the bolts, the screws 3” projection. 

. . . the coat and hat hooks, the sash 
fasteners, the sash lifts, the flush pulls 
and OTHER LOW-COST-FAST-TURN- 








base. It has an adjustable nozzle OVER items that add up to a BIG part 

to control the distance water is of your profits? cme ee Onete anies 
thrown, stainless steel springs and That’s why the WESSEL line of little and closes with a touch 
reversing mechanism, and new fric- specialties is important to you; definitely 

tion-free bearing surfaces. Retails worth featuring as well as stocking. Low 

for $9.98. Otto Bernz Co., Dept. cost; fast turnover; good mark-up — plus 

HA, Rochester, N. Y. the VALUE and the QUALITY that 


customers appreciate. 
TO-DAY have your jobber’s salesman 





mn 


show you the WESSEL line of impor- ww 
Item 23 tant “little things” that help you make #144 MAGNETIC CATCH 
4 Repair products display rack BIG profits! ce cee ae 


all types of cabinet doors 


WES PAREN 


Here’s a free display rack for 


promoting Magic repair products age amy ag 
that will be featured at Booth 375. , :  PMMNd. 29, Fa. 


Called the No. 160 Magic Home In Canada: Geo. S. Hall Co., 25 Grenvilla St., Toronto 1 
tepair Center, it contains six bub- Export: Hall & Reis, Inc., 165 Broadway, New York 6 
ble-carded tubes each of Magic 
Rubber, Magic Steel, Magic Plas- 
tic Aluminum and Magic Epoxy 


















Want more facts? Circle 124, p. 61 > 
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Want more details? Just circle item number on p. 61 











Glue. All are packed in re-shipping 
carton with durable wire rack and 
3-color sign. Magic lron Cement 
Co., Dept. HA, 14215 Caine Ave., 
Cleveland 28, Ohio. 


Item 24 
Seven decorated casseroles 
The Pyrex Ware Fall and Christ- 
mas gift line of seven decorated 
casseroles will be featured at 
sooths 881, 1081-1084, 1284. Prices 
of the items range from $2.95 to 
$7.95. Each casserole has its own 
serving cradle. Sizes range from 
1144 qt to 2% qt. Also to be shown 
are several innovations and addi- 
tions to the freeze-cook-serve Corn- 
ing Ware line. Corning Glass 
Works, Dept. HA, Corning, N. Y. 


Item 25 

Decorative adhesive vinyl 
Comark’s Fiesta pattern of Con- 

Tact adhesive vinyl, No. 475, will 

be featured at Booths 1107-1111. 

Pattern combines coral, turquoise 
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and yellow on white background, 
fits well in any kitchen color 
scheme. It’s 18 in. wide, costs 49¢ 
per yard. Other new patterns in- 
clude Golden Mesh, Rhapsody, 
Prado and Grey Spatter. Comark 
Plastics Div., Cohn-Hall-Marz Co., 
Dept. HA, 1407 Broadway, New 
York 18 N. Y. 


Item 26 

Stand-up bathroom scale 
Detecto’s Stand-A-Way scale 

(Model K600) will be shown at 

Booths 1006-1012. The unit has a 

tripod base consisting of two built- 


in studs and a stud tipped extension 
on carrying handles. When not in 
use, the scale is lifted up and stood 
on its base. Offered in six colors as 
well as black and white. Retails for 
$10.95. Detecto Scales, Inc., Dept. 
HA, 540 Park Ave., New York 5, 
N.Y. 


Item 27 
Foamed plastic water floats 
Frisky Seal and Terry Turtle are 
two new water floats Loma Indus- 
tries will introduce at Booths 100 
and 301. The floats are made of 
foamed plastic and will support up 
to 200 lb. Frisky Sea! is 34-in. 
long, and Terry Turtle is 23-in. 
lorg. Color is white with specks 
of blue. Suggested retail price is 
$3.98. Loma Industries, Dept. HA, 
3000 W. Pafford St., Fort Worth, 
Texas. 


Item 28 
Simple design table trays 
Featured at Booths 743-747 will 
be Harvell-Kilgore’s simple design 
table trays. Trays are space sav- 
ing, 15 13/16 x 20 15/16 in., yet 
give more usable tray space. Sim- 
ple design blends well with furnish- 
ings from traditional to modern. 
Available in three patterns. Har- 
vell-Kilgore Sales Corp., Dept. HA, 
Bolivar, Tenn. 


Item 29 

Portable electric radiator 
Portable electric radiators for 

use in suburban homes will be 

among the items displayed at Booth 
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2050. Model D is 1050 watts. 
Model E is 1400 watts. Both fea- 
ture decorator shadow box appear- 
ance, beige finish and automatic 
thermostat. Units will retail at 
$35 to $50. Spartan Electric Radia- 
tor Corp., Dept. HA, 52-55 74th 
St., Maspeth 78, N. Y. 


Item 30 


Deluxe-style traverse rods 

To be featured at Booth B44 is 
this Duraglide Super Deluxe trav- 
erse rod with drop-in bracket for 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 





Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 
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Retailers like it 
| “Our dealers bought 47 of Hyde’s 
New No. 60RU Rental Spray Kits” 


Otto Appell, Albany Wallpaper and Paint Company, Albany, 
New York 














Otto Appell and his salesmen 
standing in front of 47 Hyde 
Rental Spray Units which were 
sold in 30 days. 


. James F. Bruas Otto Appell Edward Williams H } DE 


HERE’S WHY...“Our dealers are buying the Hyde 60RU Rental Spray Kit 
because of the low cost, initial investment, minimum maintenance and fast 
clean-up. The Spray Equipment will handle all paints right from any quart can, 
no mist — no fog — sprays indgors or out. Anyone can spray with good results.” 
SELL MORE PAINT INN MIN (el 19-03: PAINT PROFITS WITH THE HYDE 60RU RENTAL 
SPRAY UNIT. ORDER FROM YOUR WHOLESALER OR WRITE HYDE. 

HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS. 
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easy installation. Graduated scales 
on brackets and center supports 
give quick, accurate rod projection 
from wall. Rod has roll bearing 
pulleys, friction free glides, and is 
finished in triple-bonded baked-on 
white enamel. Also has convertible 
cord lacing, glide remover plate, 


Don’t buy until 
you see the... 
New Products 
Quality Products 
Fast Selling Products 


DENNIS MITCHELL 
4424 PAUL STREET, PHILA. 


INDUSTRIES 
24, PA. 


one-piece friction free glides. Comes 
in 29-48 in., 48-86 in., 66-120 in., 86- 
156 in. and 156-220 in. sizes. 
They’re individually packed in color 
keyed, reshippabie fiber tubes. 
Stanley-Judd, division of the Stan- 
ley Works, Dept. HA, Wallingford, 
Conn. 


AMERICAN. FURNITURE 
MART 


ATLANTA MERCHANDISE 
MART 


NATIONAL HOUSEWARES 
EXHIBIT 


ARMORY FURNITURE 
SHOW 


Want more facts? Circle 126, p. 61 A 
< Want more facts about ad on page 63? Circle 125, p. 61 


Item 31 
Blister-pack shears display 


Blister-packed flower, kitchen, 
household, and pruning shears in a 
metal basket-type merchandiser 
will be featured at Booth 1561. 
Plastic bubble can be slid off mer- 
chandising card so customer can 


try out merchandise. Card is 
printed both sides with directions 
for use on back. Card is in tur- 
quoise to match color of shears 
handles. J. Wiss & Sons Co., Dept. 
HA, 11-45 Littleton Ave., Newark 
7) 8 


Item 32 
7-pc kitchen tool set 


This cook-and-serve kitchen tool 
set called Provincial will be fea- 
tured among other kitchen accesso- 
ries at Booths 540-544. The han- 
dles are of antique white melmac 
decorated with a provincial, blue 
and purple floral design. The tools 
are made of solid mirror-polished 


stainless steel. The 7-piece set con- 
sists of a masher, spatula, slotted 
spoon, slotted turner, 2-prong fork, 
ladle, and 6-place hanger rack. Sug- 
gested retail price is $10.95. Also 
available in open stock. Ace Mfg. 
Co., Inc., Dept. HA, Chalfont, Pa. 








Item 33 
School lunch kit assortment 

A feature item at Booths 1133- 
1139 will be this colorful floor mer- 
chandiser for self service display 
of Aladdin school lunch kits and is 


free with each order of Assortment 
SKM 195. The display holds 24 





assorted kits, double stacked so 
that 12 kits are always on display. 
The assortment contains eight 
vinyl, four Dome, and 12 flat metal 
kits. Aladdin Industries, Ince., 
Dept. HA, 703 Murfreesboro Rd., 
Nashville, Tenn. 


Item 34 


Multi-purpose mixing unit 
Casco’s Chef-Mate, to be featured 
at Booth 1367, is an all-purpose 
kitchen appliance with attachments 
for mixing, blending, beating, 


: . Vv > » 





whipping, juicing, and sharpening 
knives. Governor-controlled motor 
adjusts to different speeds, front 
panel tells proper speed for specific 
jobs. Mixing bowl is made of 
break-resistant Loralite, holds 3% 
qt. Blender holds 44 oz, has four 
stainless steel blades. Juicer ream- 
er has no sharp edges; aluminum 
strainer turns up to keep seeds and 
pulp from juice. Knife sharpener 


operates from high-speed spindle. 
Casco Products Corp., Dept. HA, 
Bridgeport 2, Conn. 


Item 35 

Assorted freezer containers 
Two new items, a 12-pack assort- 

ment of freezer containers and a 

multi-purpose pail-type container, 

will be displayed at Booth 2814. 

The Super 12 Pack contains six 











ALIP 





-PAC’ 


*Reg. U. S. Pat. Off 


the handy 


WASH 
assortment 


that sells 
itself! 


, Counting out washers, one by 
one, for dozens of customers in 
the average week means just 
one thing — you lose money in- 
stead of make money on this 
old Hardware staple. 


But with Wrought Washer’s 
, clever Klip-Pacs, you simply 
hand customers the washers 
they want — pre-counted and 
packaged, each Pac stamped 
with its own size identification 
(3/16 to %4 bolt sizes.) 


Results: Better display... 
easier storage . . . simplified in- 


ventory ... reduced loss and 
pilferage ... lower handling 
costs ... more attractive mer- 


chandise (all washers prewashed 
. and bright plated) ...and lastly, 
* more washer sales at more profit. 


order from your jobber 

Ask your jobber to show you Wrought Wash- 
er’s other self-merchandising packages: 
exclusive Mil-Pac Twins, Assortments and 
Single Tubes, Standard Shelf Packs, Bulk 
Washer Containers. 


‘A WROUGHT. 
WASHER wes.co: 


2108 SOUTH BAY STREET, MILWAUKEE 7, WIS. 
SHeridan 4-0771 + twx MI 277 


WORLD’S LARGEST PRODUCER OF WASHERS 


WW /5/6061/HP 








MILWALIKEF 
WROT WASHE 


Want more facts? Circle 127, p. 61 
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pint, four 1% pint, and two quart 
containers with tight-fitting lids 
made of polyethylene. The triple 
duty container can be used as a 
diaper pail, utility can or trash 
barrel. Has matching, locking snap 
lid and measures 141-in. high with 
a 14%£-in. top diameter. Made of 
polyethylene. Brittain Products Co., 
Dept. HA, 1380 Main St., Cuya- 
hoga Falls, Ohio. 


Item 36 
Line of electric heaters 


Berns Air King’s new line of 
portable electric heaters will be on 
display at Booths 534-538. They 
are designed in a slim, easy-to- 
carry attache case-style. The line 
includes four models priced from 
$14.95 to $39.95 list. All models 


have an automatic thermostat and 
tip-over safety switch, a chrome 
grill, carrying handle, and a Cloud- 
Grey baked enamel finish. All are 
U. L. approved. The $39.95 model, 
shown, also features a deluxe fan 
and a built-in electric clock and 
automatic timer. Berns Air King 
Corp., Dept. HA, 3050 N. Rockwell 
St., Chicago 18, Ill. 


Item 37 
Instant heating charcoal 


Booth No. 371 will highlight 
Sparkcoal which gives cooking heat 
within one minute. Placing one or 
two Sparkcoals in a charcoal bed 
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will ignite other coals with a mini- 
mum of bother and no fanning. 
Excellent for camping, picnics, 
cook-outs. Lewis Research Labora- 
tories, Inc., Dept. HA, 202 S. Dean 
St., Englewood, N. J. 


Item 38 
Dress, blouse hanger set 


Lerner’s new 14-in. plastic hang- 
er sets for the junior miss market 
will be at Booth 2001. The dress 
and blouse set includes top and bot- 
tom notches for skirts and strap 
garments and a plated revolving 
hook. The suit set has top and 
bottom notches, plated revolving 
hook and an adjustable bar and 
clips attachment for suits. The 
dress set, eight hangers, retails for 
79¢. The suit set, four hangers, 
retails for 85¢ per set. Stuart M. 
Lerner, Inc., Dept. HA, 525 Broad 
Hollow Rd., Melville, L. I., N. Y. 


Item 39 
Lighted dial kitchen clock 


Session’s Limelite kitchen clock 
with lighted dial will be featured 
at Booth 944. By day, large black 
numbers and gutted black hands 
are easily seen. At night the Panel- 
escent dial gives off a steady dif- 
fused light, bright enough for ob- 
jects in the room to be seen. Clock 
has colonial style hobnail border, 
measures 5% in. high, 6%4 in. wide 
and 2 in. deep. Comes in white, red, 


yellow, turquoise and suntan. Re- 
tail price is $8.98. Sessions Clock 
Co., Dept. HA, Forestville, Conn. 


Item 40 
Outlet-lampholder set 


Bell Electric’s portable weather- 
proof outlet extension cord set that 
incorporates lampholder, Saf-T-Lok 
weatherproof receptacle, box, 
ground spike and cord will be on 
display at Booth No. 2306. Unit 
housing and spike are of one-piece 


solid aluminum. Switch is wired 
directly to lampholder, independent 
of outlet. Entire unit furnished in 
baked aluminum enamel, with 
matching grey cord. Bell Electric 
Co., Dept. HA, 5735 S. Cleremont 
Ave., Chicago 36, Ill. 


Item 41 
Plastic bristled brooms 
Jamick’s Jet Sweep broom, to be 
featured at Booth 319, has long, 
crimped plastic bristles for better 
sweeping action plus an unbreak- 
able aluminum head. Unit is light- 
weight, rust proof, washable, won’t 
(Continued on page 69) 
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SEE THE NEW GERING LINE AT BOOTHS 1323-1325, NATIONAL HOUSEWARES SHOW 
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ERING MUNEY MdKERS 


ies e Exciting new products 

needed in every home all year ‘round! 
e Striking packaging 

that catches the eye, gets 'em to buy! 
e Nationwide support 

via LIFE, Good Housekeeping, others! 
e Priced right 

to move fast — at full mark up! 


GERING 


PLASTICS 
division of STUDEBAKER-PACKARD CORP. - Kenilworth, N. J. 
STOCK THESE POPULAR 


SELLERS, TOO! 


TIDY-MAT Household Mat NO-WEED GARDEN COV’R 
TIDY-MAT Shelf Liner GARDEN HOSE 
SUPER MAT All Purpose Mat SPRINKLER HOSE 


TET OME SOAKER-SPRINKLER HOSE 
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NEW IDEA IN 
ELECTRIC 
CAN OPENERS! 
WING-A: 
OPENER = mint 


ee 


Wall Can Opener... Counter Can Opener... Under- Ly 
Cabinet Can Opener—you name it — SWING -A- WAY | 
has it! This wall can opener can be bought with a | 
counter stand or under-cabinet bracket, the choice is 
yours. It looks and acts like a super-deluxe, super- 
expensive job, yet the price-tag is a lowly $14.95 
Accessories extra: Counter Stand... . $3.98 
Under-Cabinet Bracket... . $1.00 


Finest Quality Features e Completely automatic ¢ Opens 
all standard cans e Powerful, ceramic magnet Strong, 
die-cast housing and stand e Exclusive gear-driven 
cutter « Stand has convenient cord storage area 
e Sandalwood enamel, Chrome trim e Fully guaranteed 


Sune A Way THE COMPANY WITH 

FROM THE CAN OPENER REPUTATION! 

SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST.LOUIS 16, MO. 

IN CANADA: FOX AGENCIES PORT CREDIT, ONTARIO 
Want more facts? Circle 129, p. 61 
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(Continued from page 66) 





shed bristles. Standard % in. han- 
dle is riveted to head. Comes indi- 
vidually wrapped in a printed poly 
bag, packed one dozen per carton 
weighing 14 lb. Jamick Corp., Dept. 
HA, 351 Atlantic Ave., Brooklyn 
a ep 


Item 42 
Low priced carpet sweeper 

E. R. Wagner’s feature item at 
Booths 1414-1418 will be a new low 
priced carpet sweeper called Speedy. 
The sweeper is in a new color and 
will retail for $5.98. Another model 
to be shown is the Fiesta, which 


will retail for $9.98. FE. R. Wagner 


Mfg. Co., Dept. HA, 4611 N. 32nd 
St., Milwaukee 9, Wis. 


Item 43 
Ironing board accessory 


This Iron Cord Caddee will be 
featured by Travco Plastics Co., at 
Booth No. 2802. Designed as a 





companion piece to the other Trav- 
co Ironing Board Accessories, the 
Cord Caddee is bubble packed on 
a two-color card, complete. with 
attaching instructions. The unit is 
finished in a lustrous brass plate. 
The plastic Cord-Grip tip prevents 
accidents and eliminates possibility 
of short circuits. Easily attaches 
to any standard ironing board. Pre- 
priced at 98¢. Travco Plastics Co., 


Dept. HA, 1041 E. 46th St., Brook- 
lyn 3, N. Y. 
Item 44 


Clock with night light 

Among the new Sunbeam items 
at Booths 1282, 1481-1484, 1682, is 
this wall clock with built-in night 
light which supplies a soft glow 
from an electrically charged Panel- 
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escent dial, requiring no buttons or 
switches. Available with Greek key 
chrome or gold trim. Suggested re- 
tail price is $9.98. Sunbeam Corp., 
Dept. HA, 5600 Roosevelt Rd., Chi- 
cago 50, Il. 


Item 45 
Three lawnsweeper lines 
This 30 in. lawnsweeper, Model 


No. B-130, is one of 14 models in 
three new lines to be featured at 
2084. All models are equipped with 
lift-out hampers. Sweeper illustrat- 
ed has Hite-Selector for precise 
sweeping height control, requires 


no loosening of nuts or bolts to 









adjust height. Other models are 
equipped with remote control height 
adjustment. List prices range from 
$23.95 to $169.95 in hand, power, 
and trailer models. Lambert, Inc., 
Dept. HA, 519 Hunter Ave., Dayton 
4, Ohio. 


Item 46 
12 in. electric frying pan 


Therm-O-Ware’s 12 in. electric 
fry pan, Model No. 711, will be 
shown at Booth No. 2082. It has 
automatic control that maintains 
constant heat. Pan is designed to 
spread heat evenly. Stay-Cool con- 
tour grip handle has easy to read 
cooking guide. Heavy gauge alu- 
minum pan won’t rust or tarnish, 
and is completely immersible in 





water. Shipping weight is 5% Ib. 
Therm-O-Ware Electric Corp., Dept. 
HA, 869 Rockaway Pkwy., Brook- 
lyn 36, N.Y. 


Item 47 
Colonial furniture legs 


Gerber will feature its line of 
Early American legs for furniture 
at Booth B74. The line is made 
to build do-it-yourself traffic with 





HARDWARE AGE, June 29, 1961 © 69 





MOST BEAUTIFUL 
CAN OPENER 
MADE 


McCORMICK 
PLACE 


PORTABLE 


[ELECTRIC | PM 


RIVAL MANUFACTURING CO 
Ma rg tad 29 _Missour 
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“ror dustpak 99 


PROFITS 


SALES-PACKED 
= PRINTED 
_) POLYETHYLENE 


S| New Patented 
Process 


"SHOWCASE" 
PACKAGE 


Outsell because 
they excel! 


See our NEW 
Redesigned Packaging 
at the NHMA Show 


DISPOSABLE 
VACUUM CLEANER BAGS 
. for TANK, CANISTER, 
UPRIGHT 


Made to standard specifications 
in high quality filter paper. 








We have a Very Profitable 
New Merchandising Offer 
to Show You! 

SEE US AT THE 


NHMA Booth +A35 


DUSTPAK LTD. Inc., Dept. 6 
205 North 7th St., Brooklyn li, N. 























Want more facts? Circle 131, p. 61 
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home craftsmen who don’t have 
lathe facilities to turn fancy-shaped 
legs. Various sizes are available. 
Gerber Wrought Iron Products, 
Inc., Dept. HA, 1510 Fairview Ave., 
St. Louis 32, Mo. 


Item 48 
Christmas wrapping papers 


Featured at Booth 448 will be 
the 1961 line of KVP Christmas 
paper which features new wrapping 
designs and new packaging. The 
new packages are contemporary. 
Window cartons are printed in 
three colors on white. The 75-ft 


giant roll is in a gold, red, and 
black printed carton. KVP Suther- 
land Paper Co., Dept. HA, Kala- 
mazoo, Mich. 


Item 49 
Easy-to-use furnace filter 


Auto-Flo’s easy-to-use furnace 
filters, to be shown at Booth 2711, 
are made of a double wall of plas- 


tic foam with a zipper opening 
for quick removal of retaining 
frame. Filter can be washed and 
used again. It also contains a germ- 


killing additive and needs no spe- 
cial treatment or oiling. Awuto-Flo 
Corp., Dept. HA, 12085 Dixie St., 
Detroit 39, Mich. 


Item 50 
Pocket-sized stapler 


The pocket-size Swingline Tot 50 
stapler will be featured at Booth 
2969. The stapler has a new carry- 
ing case of transparent plastic. It 
comes complete with a box of 1000 
Tot 50 staples. The stapler is un- 
conditionally guaranteed and fea- 
tures jam-proof open loading chan- 
nel. Carded for rack display, the 
item retails for 98¢. Swingline, 
Inc., Dept. HA, 32-00 Skillman 
Ave., Long Island City 1, N. Y. 


Item 51 
Versatile utility cabinet 
Akro-Mils’ Nifty Knicknack Cab- 
inet, Model No. PP-8A, will be 
featured at Booth B39. The cabinet 
has eight deep RPD-1 drawers with 
large pulls. Frame is made of high 
impact styrene in marbleized beige 
or ebony onyx. Cabinet measures 
7 in. high, 14 in. wide, 11 in. deep. 
Drawers are of clear’ styrene, 
23, x 2% x 11 in., and can be di- 
vided into compartments. Sug- 








gested retail price is $10.50. Ship- 
ping weight is 6% lb. Akro-Mils, 
Inc., Dept. HA, Akron 9, Ohio. 


Item 52 
Matching salt & pepper set 
This No. 120 salt & pepper set 
matches all items in the Deka de- 
sign award line. The new set, to 
be displayed at Booth B33, has a 
crystal clear styrene body with 
easy-open snap lock and polyethy- 
lene base in colors of white, pink, 
yellow, or blue. Packed on attrac- 
tively colored blister cards for 
counter or perforated wall board 





display. Suggested retail is 49¢ 
each. Deka Plastics, Inc., Dept. HA, 
906 Westfield Ave., Elizabeth, N. J. 


Item 53 
Insulated market basket 


The Lifoam Shopper, an impulse 
item for the housewife, will be fea- 
tured at Booth No. B88. Basket 
weighs only 12 oz, measures 16 in. 
long, 9% in. wide and 11) in. high. 
It has 16 qt capacity, can hold eight 
bottles of milk. Features hinge de- 
sign which maintains tight seal for 
temperature control, and has slip- 





R 
w 
T 


H 
e 


EAS 


Y ATLANT 


ARE BETTER BUY 













COAT’ TAP 













\ 








CE IE WE 


AZZ 





7] TI) ley T]// 





Mh 






} 








4] TRIPLE CHROME PLATED CASES WITH 
EXCLUSIVE TUF-COAT YELLOW TAPES outlast any 
white tape on the market 3 to 1. Black inch markings, 
red foot markings, 16” carpenter spacing. Self-adjust- 
ing hook for inside and outside measurements. 


*TUF-COAT — polyester film finish appiied. 


“QUICK-DRAW” BELT 
CLIP FREE! These Atlantic Tuf- 


Coat tapes now come complete with belt 
clip cases at no extra charge. 





3 INDIVIDUALLY CARDED 

ATLANTIC TAPES PLUS BELT 
CLIP CASE are mounted on an attrac- 
tive colorful card for easy display on 
rack or counter. 





Al ADDITIONAL DISCOUNT. WITH EACH 
DOZEN ORDER OF TUF-COAT 7.APES AN ADDI- 
TIONAL DISCOUNT OF 25¢ AWAITS YOU. 
5 LOW PRICES. These DY65W 
Atlantic Precision 6’ long, 1/2” wide 9%< 
tapes retail not for $1.49, not $1.19 — but H 
G 
OTHER ATLANTIC TUF-COAT TAPES " 
Ss 5 t6 one 44 6’ long, 1” wide TAPES, Retail $ .98 
RE. oe Sans aa 8’ long, 14” wide TAPES, Retail $1.19 Q 
I hn un wit hee 10’ long, 14” wide TAPES, Retail $1.39 U 
I bs see os wae 12’ long, 1” wide TAPES, Retail $1.59 . 
re es wag 10’ long, 34,” wide TAPES, Retail $2.19 u 
NE oes y 6's atacand 12’ long, 34,” wide TAPES, Retail $2.49 Y 





ATLANTIC 


INDUSTRIAL CORPORATION 
91-97 West Runyon St.,Newark,N.J. 4 


Bs ies LOW IN PRICE — 


Want more facts? Circle 132, p. 61 
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NOW—a complete ‘Fastener’? Department 
in one compact rack that takes only 28” of floor or wall 
space yet displays and SELLS every size 


and type your customer is looking for 


| 


| 


| 
| 
| 








DIABOLT MANUFACTURING CORP. 


174 W. Chybourn, Chicago 14, Ill. * Phone: WHitehall 4-2016 | 
Want more facts? Circle 133, p. 61 
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VISIT SPACE 1222—N.H.M.A. SHOW CHICAGO 







PIONEER LINE 
“Vinylite” KUSHION> KOATES 
WIRE KITCHEN AIDS 


| THRIFTY SHOPPERS 


| Want their money's worth! 


Feature These Extreme Values! 





RUBBER COVERED 


Artwire 


KITCHEN AlOS 














PLATE STORING RACKS 
No. 750 — 1012” x 6” Small 
No. 7000 — 21” x 6” Large 





DINNERWARE STORAGE RACK 
No. 208 — 17%” long, 9” Deep, 








PLASTIC DRAIN A TRAY 
Hi-impact Styron 
No. 400 — 21” x 14” x 14" 


DRI-ALL DISHDRAINERS 
No. 2800 — 17” x 132” x 512” 
No. 3750 — 18” x 15” x 6” 





SINK 
PROTECTORS 


No, 149 — 13%” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 


DOUBLE DUTY 
DISHDRAINERS 
No. 109 — 17” x 13” x 3%" 
No. 119 — 17” x 13” x 4” 








Send for complete Catalogue today or contact our local representative. 


ARTWIRE CRORAHONS UNC. SUFFERN N. Y. 


Want more facts? Circle 134, p. 61 








See us in booth 2609 
for the exciting NEW! 






ELECTRIC 





ROTO-WHEEL LINE , 


at the National Housewares Show in Chicago, July 10-14, 1961 


WRITE FOR LITERATURE TO 


CABLE ELECTRIC PRODUCTS, INC., PROVIDENCE 7, R. I. 
Want more facts? Circle 135, p. 61 
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proof, rust free aluminum handle. 
Can also be used as a picnic basket. 
Lifoam Shopper comes in white 
with gre.n speckles or in solid 
green, retails at $2.95. Life-Like 
Products, Inc., Dept. HA, 1620 
Union Ave., Baltimore 11, Md. 


Item 54 
Lithographed waste baskets 


Schlueter will introduce two new 
lithographed waste baskets’ at 
Booth 1400. One basket will have 
a white background with grey fig- 





ures (shown) to retail at $1.39 and 
the other will have a grey back- 
ground, with white figures, to re- 
tail for $1.49. Schlueter Mfg. Co., 
Dept. HA, 4700 Goodfellow Blvd., 
St. Louis 20, Mo. 


Item 55 
Continental shape ovenware 


These five pieces of Thatcher’s 
Milkwhite Ovenware will be on dis- 
play at Booths 1200-1206. The 


ovenware is in the new Continental 
shape with Wildwood decoration in 
sandalwood. Items showns are a 
2-qt round casserole and cover, 1- 
qt oval casserole and cover, 9-in. 
square casserole, 244-qt utility and 
214-qt divided utility. Items are 
produced in heat resisting Glas- 





bake and carry a lifetime guaran- 
tee against oven-heat breakage. 
Thatcher Glass Mfg. Co., Dept. HA, 
Jeannette, Pa. 


Item 56 
Barbecue tool assortment 


Among a variety of items to be 
featured at Booth 1724 will be this 
Mr. Cheftender barbecue tool as- 
sortment consisting of 54 tools. All 
tools are pre-priced and have a 
full color descriptive point of sale 
tag. The two-sided counter rack 
(28x16x10) with header sign is 





free with assortment. 
retail value of assortment is 
$61.80. Mr. Bartender Products, 
Inc., Dept. HA, 1836 W. 228th St., 
Torrance, Calif. 


Suggested 





Item 57 
Broiling unit with skewers 


West Bend’s electric Brochette 
with eight rotating skewers for 
home entertaining will be shown at 
300ths 1025-1035. Skewers are in- 





dividually branded for each guest. 
Unit also has chrome drip shield. 
West Bend also has a _ portable 
model of its Kabob ‘n’ Grill, pow- 
ered by three flashlight batteries. 
West Bend Aluminum Co., Dept. 
HA, West Bend, Wis. 


Item 58 
Wagon-type barbecue unit 


This Big Boy wagon-type bar- 
becue unit, Model No. 1-80, will 
be shown at Booths 1140-1144. The 





unit features a UL-approved elec- 
trode with outside connection and 
stainless steel reflector. Electrode 
ignites fuel and then can be switch- 
ed off, or kept on to add steady, 
even heat. Electrode can also be 
used for all-electric cooking. Basket 
under electrode holds charcoal and 
releases it when ignited. A com- 
parable model, No. 2-78, is also 
available. Big Boy Mfg. Co., Dept. 
HA, 59 E. Orange Grove Ave., Bur- 
bank, Calif. 
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Four Fast-Selling 


SUMMER FAVORITES! 
= 


BAR-B-CUE TRAY 


ideal for the outdoor crowd — 
Lap or Serving Tray with alcohol 
resistant finish. Perfect as gifts. 
Bright, eye-catching shipper dis- 
play carton with colorful sign 
available. 


No. 392: 10-inch 
No. 394: 14-inch 


FOR HIGHER PROFITS 


COVERED 
CARRY-ALL PAN 


It's perfect for picnic lunches, 
cakes, ice box desserts, refriger- 
ator storage. Size: 13 x 914 x- 
2-inches. 


No. 848 Aluminum 
No. 148 Tin Plate 


FOR FAST TURNOVER 


SAFETY GRATER 
AND SHREDDER 


Popular kitchen timesaver. it 
grates, it shreds, it slices and 
it strains — just use the dial. 
Poly-packed. 8-inch size. 


No. 751: With handle 
No. 750: Without handle 


~ FOR IMPULSE SALES 


JIFFY SALAD MOLD 


It’s a steady seller — Salad 
mold suggests cool eating in 
hot weather. Display shelf ex- 
tender available. 


No. 890T: 8 x 25%-in. 
No. 891T: 444 x 2\4-in. 

























Write for complete information 
on prices and displays 


CHICAGO METALLIC MFG. COMPANY 
Bake “Kin, 


3711 S. ASHLAND AVENUE CHICAGO 3Q, ILLINOIS 


Want more facts? Circle 136, p. 61 
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(right) find profits in the backroom. 


Rentals /service hypo 


plumbing business 


Mack J. Webb has found a way 
to boost plumbing supplies’ volume. 
This El Campo, Texas, dealer now 
combines tool rentals and cut-and- 
thread services to lure do-it-your- 
self trade. 

A sign over the backroom work- 
table (see photograph) lists these 
rental prices: Dolly, $1; pipe 
wrench 50¢; thread cutter, 50é¢, 
well auger, $1.50; and pipe cutter, 
d50¢. 

“We break about even on the 
rental business and other services,”’ 
Mr. Webb says, “about as we 
planned. Our objective was to sell 
a lot more pipe and fittings, and we 
have certainly accomplished that.”’ 

The principal customer for these 
services is the do-it-yourselfer who 
neither owns the tools nor wishes 
to invest in them for limited use. 





HARDWARE HUMOR 





"The boss is busy but I can give you 
the refund" 











PLUMB © SHop [-—-— 


1, 


TOILET oa 
_TANK VALVE 


SES 


~_ 








Complete with 
Brass Rod, 
Anti-Siphon Refill 
Tube and Clamp 


PilLma > SHOD 


SMA’ TOILET TANK VALVE 


Oo ° 


24 Gauge Meta? 
Blue and White 
34" x 24%" 





TANK VALVE 


NOW! PLUMB SHOP’S PROVED, 
MONEY-MAKING LINE IS EXPANDED 
TO INCLUDE A TOILET TANK VALVE 


PER QUIET—No Hiss . . : No Whistle . . . No Water Turbulence 
PAST FILLING Full Open Flow... Refills Tank Quickly and Quietly 
DEPENDABLE—Life-Long, Trouble-Free Service . . . Only 2 Moving Parts 
POSITIVE SHUT-OFF—Lifetime Nylon Seat . . . Will Not Wire Draw 
BLISTER PACKAGE—Racks Directly to Plumb Shop Merchandiser 
LATEX SEALED—Product Protection PLUS Customer Inspection 
STANDARD oe ae Install... Fits All Tanks 
COMPLETE—Step-by-Step Directions 
DESIGNED AND PACKAGED FOR RETAIL PLUMBING SALES 


FREE! 
MERCHAN 


“TEAM UP” 


DISER FOR A 


SELF ATTACHING— 
RACKS 6 TANK VAL 


PLUS SALES—Tank Valves and Flexible Supplies “Sell UJ 


DISER 


YOUR PLUMB SHOP 
PROFIT-MAKING CO 


Easy, Fast Hook-y to 
VES—Frees Bin eon 


PANEL 


MERCHAN- 
MBINATION 


Either Side of Merchandis 
and Shelf Space = 


”? One A 
R SPACE REQUIRED—Pay Nothing for Pan 


rank vatves ORDER PS 300 


NO EXTRA COUNTE 
FREE WITH Your} 
OF FOUR SILENT 


- 
SPECIAL OFFER 


FOR DEALERS WHO (_] PS 300 INCLUDES: 


Name 





@ 4 Silent Toilet Tank Valves 
@ Free Tank Valve Merchandiser Panel $9.36 


[-] PS 200A INCLUDES: 
@ 122 Pc. Assortm’t of Tubes, Valves, Fittings 
@ Free Tank Valve Merchandiser Panel 
@ | Free Toilet Tank Valve Included 


ALREADY HAVE THEIR 
PLUMB SHOP 
MERCHANDISER 


Ui 
FREE 
MERCHANDISE 
3 SILENT TOILET 





Address 


City 





TANK VALVES 
$11.70 RETAIL VALUE 


m HA 54 


@ 2 Free Toilet Tank Valves on return 
of Free Merchandise Certificate 


(] FREE PLUMB SHOP CATALOG 


PLUMB @, SHOP 


tate 





$43.84 


Wholesaler 





Do not send payment. Your Wholesaler will invoice you. 


iT 1, MICHIGAN 
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ems) TIC FLAN ivervruns 


ye N Rents YOU CANT 
ey STOCK IT 


eae 2 COLORS GREEN OR BROWN 
7 ta ag, A A NATURAL for any HOUSE- 
A WARES or HARDWARE DEPT. 


39¢ size available in 
2 dozen self-serve -~_ 
counter display. - a, afi Oe a 


Economy $1.00 rolls available, 12” x 24”. 
FOR LAMPS 


ee SILVER 
ASH TRAYS BOOK ENDS DRAWERS 


See your jobber or write direct te: 


scratch- 
proofs 
everything 


Forest City Products, Inc., 722 Bolivar Road, Cleveland 15, Ohio 
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Dnainens / tistic 


hot 
number: 


SHOW YOU A FULL PROFIT! 


RUGGED 


TROUBLE LIGHTS 


FOR HOME AND INDUSTRY 


Four medels in 15- to 100-foot 
lengths, popular-priced for profit- 

able retailing at $1.19 to $3.49. 
Exclusive vermanent Sidelok Cage, 
wire guide for changing bulbs, 
U.L. approved secket, streamline 
shockproof handle, durable heavy 
wire covering. 


Write, wire, phone NOW for 
cotalog sheets, prices, samples. 


” 
rop-lite 
ELECTRIC MFG. CORP — 
307 First St., Brooklyn 15, N. Y. © HY 9-4554 


SEND TODAY for new catalog showing over 80 


fast-selling, money-making housewares and 
giftwares. 


, i : . 
a Me os 
a ee 
* " =< - ener ° 
—f =,” 
*% ne 
ager > % % 


NEW ViNybimaid? Deluxe Cupboard Caddy (+ 113) 


ARTISTIC WIRE PRODUCTS CO., INC. 


. Dept. HA Taftville, Conn. 
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NEW VINYLmaid® Deluxe drainer (+ 110) 





Book 


for a dealer's library 





“Personnel Management Guides 
for Small Business” is No. 26 in a 
series of management booklets 
published by the Small Business 
Administration. It counsels man- 
agement on harnessing the ener- 
gies, brainpower, and goodwill of 
employees for mutual gain. Your 
personnel policies often make the 
difference between success and 
failure in your store, the booklet 
says. You are limited in what you 
can accomplish by the absence of 
qualified and contented employees. 
This booklet gives methods for per- 
sonnel management that build 
stronger relationships and help you 
get more mileage out of the present 
staff. Available from Small Busi- 
ness Administration, Lafayette 
Building, Washington 25, D. C. 
Price: 25¢. 


“The Facts About Branch Stores” 
will interest any dealer who has 
expansion or moving in mind. This 
book gives thorough coverage on 
subjects such as financing, proven 
productive merchandise, successful 
services, etc., based upon a recent 
major survey. Details on aspects 
such as advertising, stock control, 
and fixtures are also spelled out. 
Available from National Retail 
Merchants Assn., 100 W. 3lst St., 
New York 1, N. Y. Price: $8 (for 
non-members of NRMA). 


“Profitable Management For 
Main Street” shows dealers how 
businesses succeed, by using case 
histories of small firms as exam- 
ples. Success and failure is spelled 
out in a number of dramatic vig- 
nettes in this booklet. And each 
has a moral that will help readers 
understand their own _ problems, 
and perhaps be better equipped to 
cope with them. Available from 
Dun & Bradstreet, Inc., 99 Church 
St., New York 8, N. Y. Pages: 48. 
Price: No charge for single copies. 
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Quality that quietly speaks for itself... 


LL-MA 
CORONADO 
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ACCESSORIES 


































Where nothing but the finest in distinctive 
bathroom decor is acceptable, 

there youll always find 

Hall-Mack Coronado Accessories. 
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Their lasting style and elegant quality 
are topmost among all bathroom accessories, 


bearing the most time-honored name of all 
... Hall-Mack. 














Coronado accessories are made of 
highest quality Zamak metal or brass, 
brilliantly polished, then finished in 
copper-nickel-chrome plate. 








HALL-MACK COMPANY oiision of Textron Inc. 
1380 W. Washington Bivd., Los Angeles 7, California HA-661 
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Please send free booklet on bathroom planning. 


4a @ 


4 


4f-*er 


Send today for 
your free color 
booklet on 
Coronado and 
other fine 
Hall-Mack 


accessories 


: 
» 


eh es 
+11 

> ~ r, 
tithes 


trig itt 


Name 


= 





’ 
‘* 
te 
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Please Print 


Address ee 








s? 
, #..' 


+ 1-2 
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City - Zone _____ State 
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Sold by leading plumbing, tile and hardware dealers everywhere 
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WE 
DID 
IT 
AGAIN! 


m= Prizer-Ware has 
another potential best 
Seller waiting for 
you at the National 
Housewares Exhibit 
in Chicago. 

= See for yourself 
what promises to 
be the most 
exciting cookware 
ever offered to 

the American 
homemaker. 

= We'll have it 

on display at 


BOOTHS 
333-335-337 


...and we'll be 
looking for you. 
it’s 


PRIZER: 
WARE 


“3 


PRIZER-WARE, Reading, Penna. 
Want more facts? Circle 142, p. 61 
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made in U.S.A, 








New strapping material 
used by wholesaler 


A new strapping for shipping 
cartons is meeting with approval 


from dealers and wholesalers for 


its numerous advantages over some 
types of standard strapping. 

Called Avistrap Cord Strapping, 
the new material is a_ super- 
strength, lightweight rayon. Stauf- 
fer, Eshleman Co., Ltd., wholesaler 
at New Orleans, in testing and ac- 
cepting the product found these at- 
tributes notable: 

—Light in weight, may be used 
for smallest cartons and handled 
with ease by one man. 

Strong enough to permit use 
of cardboard boxes in lieu of 
wooden boxes formerly needed for 
heavier items, the % in. rayon 
strapping holds its strength under 
pressures of up to one ton. 

—Soft-edge and no-snap quali- 
ties offer an important safety fac- 
tor for shipping room employees. 

Avistrap is a product of Ameri- 
can Viscose Corp., Philadelphia. 

Customers receiving cartons 
packed with the new material find 
that a pair of scissors or a pen- 
knife are only tools needed to slit 
the package. For all concerned 
with packing or handling of hard- 
ware packages, as Stauffer-Eshle- 
man reports, Avistrap is “easier to 
work with.” 


One man handles new product with 
ease, speed. 


‘Ble tiio® 
WRENCH 


Loosens Rusted Bolts, 
nuts, 
screws, 
parts! 

. @ 
A Wij 


Ne 
teat’ \\ 
. \ 


NATIONAL MONTHLY , 
ADS PRE-SELL IT) 
FOR. YOU! 


At Wholesalers Everywhere ! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 
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rol-O-valve 
TOILET TANK BALL 
GUARANTEED TO 


STOP ¢ 
TOILET TANI 
LEAKS 4 


@SEATS IN DIFFERENT 
POSITION EACH TIME 


@NO TOOLS REQUIRED 
@SELF THREADING /% 
@ACID RESISTANT 


@ GUARANTEED 
> YEARS 


Rol-O-Valve is a vinyl plastic device 
guaranteed to stop tank leaks. 
It's New—It's Different—It Works 
and It Sells. Returns good profit at 
a suggested retail of $1.00. 

Sold through leading distributors, 
If your present source cannot supe 
ply write or wire — 
ROL-O-VALVE SALES 
BOX 167 AMERICUS, GA, 
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REYNOLDS gutter-screen sells fast, 
and you get top merchandising aid 


This is Reynolds Gutter-Screen—a fast selling, quick-installation 
profit-maker for your home improvement line. Reynolds Gutter- 
Screen is competitively retail-priced at about 59¢ per section (clips 
included) with a good dealer discount. This product really works! 
Smallest openings available keep all debris out of gutters, crimped 
surface prevents leaf-clinging, handy 3-foot sections easily snap 
into special gutter clips, heavy galvanized coating lasts for years. 








We’ll help you sell. . . you get promoticn sheets, envelope stuff- 
ers, window streamers, counter display, ad mats... all free of 
charge. Colorful 20- and 40-piece printed cartons attract pros- 
pects, promote sales. 

Will you be a dealer? Write for more information, and give us 
your distributor’s name and probable initial order. 





NOTE TO DISTRIBUTORS: There are good profits for you too, and we’re 
looking for aggressive distributors to complete our coverage. Write to 
Sales Department, National Standard Company, Dixon, Illinois. 


NS 


NATIONAL 
STANDARD 
COMPANY 





: hr ae 
he. a ao OS 


61 WC-2 Reynold’s Gutter-Screen goes up in half 
the time required on other brands. 








Reynolds Division 
NATIONAL-STANDARD COMPANY 


Dixon, Illinois 
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An unusual promotion rings the bell in nosiy “couples 
sh d Hillelson's 
coped, ile 


A dealer tries a fresh approach to promotion and 


reaps a rich reward. 


When a hardware dealer gets 21 The manufacturers were’ top 
major suppliers to give prizes for names such as Bissell, Westing- 
a promotion being staged in a high house, Rubbermaid, and Sakrete. 
school cafeteria, that’s news. It Wholesalers helped also. 
happened a year ago in Pittsburgh. The dealer was Regent Hard- 





ware & Variety, co-owned by the 


APPEO = APPCO | ApPCO org srr oy alg 


son. 
The school was Swissvale Junior 
High. 
él The results? “Excellent,” say 
| the owners. “We had more than 
ARREO i 100 couples, regular and potential 
: j customers of our store.” 

The promotion started when the 
Hillelsons overheard a “Why can’t 
we have a husbands’ night?” com- 
ment one evening at a woman’s 
club cooking school. 

“Why not, indeed?” thought the 
store’s owners. 

The next step was to get per- 
mission to use the school’s cafe- 
teria. The school donated use of 
its hall in exchange for promise of 
a thorough cleaning up afterward. 
The school agreed that the 
3 planned exhibition was in the civic 
: ‘ interest. 


ial : : The Hillelsons then got whole- 
AREO APPCO APPCO 


Co-owners Henry (right) and Leon- 
ard (left) Hillelson and Rubber- 
maid's Don Funk prepare a sales 
pitch on new products. 


The World’s Finest Closet Seat 


SOLID ONE PIECE PLASTIC SEAT 
NO. 170 


¢ the color goes all the way through « flat 

seamless surfaces + withstands hundreds 

of pounds of pressure « vinyl replaceable 
bumpers « plastic covered hinges 


AMERICAN PLASTIC PRODUCTS CQO. 
Hamtramck, Michigan 
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GENERAL | Every Handyman 
o ee Introduces the Needs a compact, 


"PENNY PLUMBER” °“-'-«rr 


( aaa A NEW DO-IT-YOURSELF 

4 pin Baur Age _@) DRAIN OPENER THAT HAS 
Wee. 2 a EVERYTHING 

B Low cosr—e000 paorr Drop Head Threadg 


‘ aii \ oo Ala, b Priced to sell fast. Provides a 
ti ie & 3) Sood markup for you. 


% 
| 
ot |, MODERN PACKAGING 



























Display them for easy sales! 
sth inctiien. paaheies thee alll Snap a die head in the ratchet 
| board hook. Permits merchan- wom « «' cut the thread ely its 
‘dising display in small space. as simple as that! That’s why 
3 your home and farm customers 
| MORE EFFICIENT = 
At last, a low-cost drain-opener want a RIGai> drop head 
|| with an adjustable crank. Qual- threader for fast, easy pipe and 
t| ity appearance at a low price. conduit threading. Heads can’t - 
fallout .. . dies reverse 4 3 
quickly for close-to-wall a 
, threading. Finest quality sd 
ASK YOUR’'WHOLESALER OR’ WRITE sayy song ce dongaal 
ing dies. Straight ; 
* e« @eteoe#e%*#* ?#* #¢ @¢@ © @ @ Thread dies — 


ETT 
Order from your 


WHOLESALERS THROUGHOUT THE U. S. AND CANADA Wholesaler! 


es #« 8 «& € °¢ * «® 8 * * *¢ 








2 
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_amazingly 
easy {0 
Sreathe 
rough ! 


Hand Carrier Free With All Sets Except No. 12-R 


(Order in sets or any combination ) 


Exposed Ratchet Type 
“ For pipe— a’ to 1°” —OO-R 
Ve" to 1%" —111-R 
Ve" to 2°°—12-R 
For bolts— 4°" to 1°°—O0-RB 
Enclosed Ratchet Type 


For pipe— 4" to 1°” —O-R 
Ve" to 1%" —11-R 











c Ss, INC. - Westlake, Ohio 


NEW EYE-CATCHING VISUAL DISPLAY 
FLEX-A-PRENE Paint Mask in Plastic Bubble Pack designed 
exclusively for the retail trade. Write us today for details, 
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‘most reliable buying source’ 


Floor Sanders 







m. 


Edgers 





Tile 
Floor Removers 


Polishers 










Wet-Dry Wall 


“ss 
) Vacuums Washers 


\ 





‘by far the most popular... profit proven 


Grinders 





*~ y rug shampoo — 
~ “ spot removal kit 


Do-it-yourself equipment, tools 
and supplies... Afazzzercan- 


INCOLN 
Quality - Service - Dependability Co 


CORPORATION 




















DIVISIONS: Established 1903 

ee oes ee a ee ce ee ee ee ee ee ee ee ee ee ee ee ee American Floor Machine Co., American Power Tool Company, " 
Fr SUPPORTING LITERATURE and PRICE LISTS, MAIL COUPON Now! 4 Lincoln Floor Machinery Co., Wilshire Power Sweeper Co. 
American-Lincoln Corporation « Dept. 31 ¢ Toledo 3, Ohio [__]Floor sanders [ ]Wall washers 
| Please rush information on the following checked items. [ }Edgers [| Wallpaper steamers 
| Name []Floor polishers § [ ]Power sweepers | 
| Company [] Tile removers [_] Terrazzo grinders : 
| address [] Rug scrubbers [] Power hand tools 
4 City State []Wet-dry vacuums [ ]Supplies | 
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salers and manufacturers to sup- 
ply displays, door prizes, give- 
aways, and men to man the 21 
booths. 

There were many details to ar- 
range: timing, promotion, floor 
plans, etc. “If you don’t allow for 
every detail, a promotion like our 
‘Husbands’ Night’ will fall flat on 
its nose,” say the Hillelsons. 

With the strong cooperation this 
dealer team received from several 
angles, their net cost of promoting 
Husbands’ Night was held to un- 
der $100. 

‘Since our show,” say the Hillel- 
sons, “most of the women and 
their husbands have stopped in to 
thank us personally. This is traf- 
fic, and volume. Most important, 
it’s the kind of friendliness that 
every dealer needs to survive in 
this competitive world.” @ End 


Brighter lights bring 
traffic, sales boost 


Next time you have to replace a 
fluorescent tube in your store, don’t 
automatically reorder the old size. 

Why? 

It may be far below your needs 
for effective display. 

Store modernizing experts feel 
that about 50 ft-candlepower at eye 
level is desirable to make shopping 
comfortable for the average shop- 
per. You will find this level is a 
minimum in most department 
stores. 

How do you test for foot-candle- 
power? It’s easy. 

An ordinary photographer’s light 
meter will show you what you have 
in this regard. If a test shows 
you have only 25 or 30 foot-candle- 
power, you can be sure you are 
discouraging some shoppers. 

The right candlepower at eye 
level makes shopping comfortable. 
Labels are easier to read. All mer- 
chandise looks brighter, newer, and 
better. Sales are bound to climb 
when this is true. 

Also, in choosing new lights, 
consider the color tone. There are 
cold and warm hues, in a number 
of color shades. Pick a shade that 
is compatible with certain types of 
merchandise. The right light tone 
can make a world of difference in 
how cutlery or tools or bathroom 
hampers look on display. 








KY Uioset 
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Add needed closet space 
to any house — easily installed, 
low-cost, last a lifetime! 


For the most efficient use of closet space, 


more and more builders and homeown- 
ers are specifying K-V Closet Fixtures. 
Built to give a lifetime of service, K-V 
Closet Fixtures are easily installed and 
keep clothes tailor-fresh. Ask your K-V 
representative about this complete 


quality line or write for our catalog. 
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K-V 8 Adjustable Closet Bar. Fully adjustable, hangs more 
clothes more neatly. Four stock sizes, 18” to 72”, fit all closets 
lasts the lifetime of the 
house. Easily installed. Bright nickel finish. Hangers can be 


up to 96” wide. 


Durable, low-cost, 


placed on bar or in nylon glides. 


K-V 9 Snap-in Nylon Hanger Glides. Any woman who ever 
had to straighten out hangers in a closet will appreciate these 
smooth-riding nylon hanger glides designed so they can be 














snapped into inner bar even after bar has been mounted. 
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K-V No. 2 Extension Closet Rod. The most widely accepted 


closet rod on the market. 


Especially designed to add more 


hanging space to closets too shallow for a K-V Clothing 


Carrier. Five sizes, 18” to 96”, 


to fit all closets up to 120”. Bright 


nickel-plated finish. Easy to install. Will not sag under heaviest 


clothing weight. 


a 
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No. 


4 
douD 


closet 


ing f 


shelf 


KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 


1 Clothing Carrier 


es nang 


Virtually 
ing space in any 
Carrier floats on ball-bear- 
ollers. Installed under closet 

Bright nickel-plated finish 





No. 3 Garment Bracket Holds six 
or more garments on coat hangers 
Installed along length of closet or 
door, making use of otherwise 
wasted space. Bright chrome finish 





No. 724 Portable Loop Shoe Stand 
Holds 9 pairs of shoes neatly and 
compactly — on individual loops. 
Easy to assemble, takes up little 
space. Bright chrome finish. 





No. 550 Trouser and Skirt Hanger 
Each individual clamp arm holds 
a skirt or a pair of trousers. Unit 
attaches to closet wall or inside 
closet door. Bright chrome finish. 






rIXTURES 


Manufacturers of closet and kitchen fixtures, drawer slides, adjustable shelf hardware, sliding and folding door hardware, Tite-Joint fasteners and Handy Hooks for perforated board. 
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Traffic flow improves when 
departments are identified 


A dealer’s homemade signs cost little, look 





professional, are effective in moving traffic. a -2 tT ae 
- t ‘ (i a , 
Effective self service selling re- owners of Campbell Hardware : ae ns ak ie 
quires letting the customer know worked out a method for depart- C Ih be | tp: 
where you display your merchan- mental identification that is origi- ne eee angs the last of his 
dise. In Coeur d’Alene, Idaho, the nal and effective. a 





“What we wanted was something 
that would identify the depart- 
ments firmly but would not inter- 
| fere with a good over-all view of 
| the store,” says Bob Campbell, co- 
manager with his brother Don. 

“At the same time, we wanted 
a sign that we could suspend from 
the ceiling above the fixtures.” 

The solution was making signs 
of heavy mesh hardware cloth en- 
closed by an aluminum frame. The 
letters were made of cardboard and 
mounted to the hardware cloth by 
small magnets cemented to their 
backs. The letters were then 
sprayed with a reflective paint. 

“The signs do the work for us 
very nicely, in all respects. At 
night they are really attention- 
getting. Just a little bit of light 
makes the letters stand out promi- 
nently,” says Lob Campbell. 





Retail Fair 
Trade Price 
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With the EXTRAS that give you 
the selling edge on competition! 


A FULL 
MARK-UP 


FOR YOU! 
@ TAMPERPROOF SPRA-LOK SEAL .. . Prevents accidental or inten- 
tional spraying at point of sale. insures your customers a full 
measure. Cap relocks after use. 
@ LITHOGRAPHED CANS .. . In eye-catching colors. Entire stock 
always clean, fresh, attractive. 
@ GIANT CAPS . . . For easy color selection. Every cap finished 
in the exact color of the contents. 
@ FORMULATED WITH RUSTLON* .. . Prevents and stops rust. A 
‘‘plus’’ that makes the sale for you. 
@ MAXIMUM COVERAGE! MORE HIDING STRENGTH! . . . Unequalied 


for high gloss and weatherability. 


A full range of beautiful Decorator Colors in 3 sizes—6 02./12 0z./ 
16 Oz. Colorfuily displayed in all types of handsome, all-metal mer- 
chandisers to fit your needs. 


DUPL/-COLOR 5! 
Top Quality Alkyd Resin Enamels 


AEROSOL DIVISION @ DUPLI-COLOR PRODUCTS CO., INC., 2440 S. MICHIGAN AVE., CHICAGO 16, ILL. "You're the 10th" 
Want more facts? Circle 152, p. 61 A 
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MODEL—B-16 
2-step heat-saver wattage (1650,1320 watts) 


vena SMARTEST LINE OF HEATERS Suggested retail | A 
TO HIT THE MARKET IN YEARS iii sti 


$24. 05 Woe 


Three push-button controls—two for wattage settings 
and one to turn off heater without changing thermostat 
setting. 


Thermostat automatically controls temperature within 
wattage range. 


Concealed safety switch instantly shuts off if heater is 
overturned or even tilts as much as 30 degrees. 


Instant Heat’ wide-ribbon element: convection blower 
forced heat; highly polished aluminum heat reflector. 


Sweep-line, smooth-seam design steel cabinet; soft-blue 
Decorator Designed for charcoal color with gold-color trim on control panel; 


Wider Style Tastes heavy chrome-over-nickel grill; gold-color non-corro- 
— sive metal handle. Non-marking black feet. 


Quality Engineered for 14/3” high, 157g” wide, 81/4" deep at base; shipping 
Better Heating weight: 1] Ibs. One to a carton. 
MOODEL—B-13 
Wide-range thermostat control (1320 watts) 


mcs Oa tak ted tet + cate ete fat 
0S TSS 58 EE 


“* % 
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%, . 
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Suggested retail 


price a ns 
3-step heat-saver (1650, 1320, 1100 watts) $49 Qh ) aii, 


MODEL—C-16 


Thermostat has positive ‘off’ and warm-to-hot range 
control. 


Suggested retail " Concealed safety switch instantly shuts off if heater 
| | 


wien is overturned or even tilts as much as 30 degrees. 


pi! | Instant Heat’ wide-ribbon element; convection blower 
$25 Qh eee wee dere. : forced heat; highly polished aluminum heat reflector. 
! | Sweep-line, smooth-seam design steel cabinet; soft-blue 
charcoal color with gold-color trim on control panel; 
heavy chrome-over-nickel grill; gold-color non-corro- 
Four push-button controls—three for wattage settings sive metal handle. Non-marking black feet. 


ie one to turn off heater without changing thermostat 14/3" high, 157/g” wide, 81/4” 
serrinad. 





deep at base; shipping 
weight: 10!/2 Ibs. One to a carton. 

Themostat automatically controls tempercture within 

wattage range. MOBDEL-A-13 


Concealed safety switch instantly shuts off if heater is styling at modest cost (1320 watts) 
overturned or even tilts as much as 30 degrees. 


Neon pilot light—no bulbs to replace. 


rf rvevorey 
Instant Heat’ wide-ribbon heating element; convec- a] Ti MN iui wt 
tion blower forced heat; highly polished aluminum heat 

reflector. 


Sweep-line, smooth-seam design steel cabinet; soft-blue Suggested retail itl 
charcoal color with gold-color trim on contro! panel; We | | 
heavy chrome-over-nickel grill; gold-color non-corro- 
sive metal handle. Non-marking black feet. 

141/g” high, 15%” wide, 81/4" deep at base; shipping 
weight: 1] lbs. One to a carton. 


price 


Concealed safety switch instantly shuts off if heater is 
overturned or even tilts as much as 30 degrees. 


e ‘Instant Heat’ wide-ribbon element; highly polished 
ATLAS TOOL & MANUFACTURING CO. aluminum heat reflector. 
Founded in 1926 Sweep-line, smooth-seam design steel cabinet; soft-blue 
5147 Natural Bridge Blvd. St. Louis 15, Missouri charcoal color with gold-color panel trim; heavy 
chrome-over-nickel grill. Non-marking black feet. 
141/g" high, 157/g” wide, 81/4" deep at base; shipping 
weight: 91/2 Ibs. One to a carton. 
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Discounts and Australia 
Dear Editor: 

[ have just read with consider- 
able interest the editorial of April 
6 under the heading “‘The discount- 
ers’ trap.” 

I am aware of the very real 
problem the discount houses pre- 
sent to the USA retailer, but for- 
tunately the problem in Australia 
is still in its infancy, and pro tem 
has been contained. 

From your article I judge that 
the method of approach is consid- 
erably different. Here the manu- 
facturers have been informed that 
we are prepared to meet price com- 
petition of nationally promoted 
lines sold to discounters, and that 
stores will promote and merchan- 
dise competitive lines. 

From the study of overseas trade 
journals it would appear that a 
great many problems are common 
to hardware retailers throughout 
the English speaking world, and as 
so many brands of goods are re- 
tailed in all countries I have been 
able to gain much valuable infor- 
mation from your journal. 

It would be appreciated if you 
would forward to me any informa- 
tion you would care to give as to 
what is considered the best meth- 
ods of dealing with this problem. 

Yours faithfully, 
EB. A. Mann 
N.S.W. Vice-President 
Hardware Retailers Federation 

of Australia 

and 
D. J. Mann & Son 
Maroubra Junction, N. S. W. 

Australia 
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{ Make hard cash from softening water | 


Regenerate 
Efficiently 
with 





STERLING 


' BRING BUTTON 


Are you riding the soft water wave? 
It’s rolling up new sales records! 


Every day, more and more of the people passing your window are water 
softener owners. Softener sales are climbing to all-time highs, and the 
trend is expected to continue. Every owner is a potential customer for 
water softener salt. Let them see that you carry Sterling Water Softener 
Salt products. Put a colorful display of this all-season seller in your 
window at least once a quarter. Show the different types of Sterling 
softener salt. You'll attract new customers. . . remind old ones to buy. 


Sterling Water Softener Salt products are especially prepared to re- 
generate all brands of water softeners speedily and efficiently, without 
caking or bridging. And your customers will like the colorful, attractive 
bags and the convenient carrying handle on the 25-lb. bag. These 
Sterling advantages assure customer satisfaction, build repeat trade. 


This fast-growing market can mean steady, all-season business 
that'll build dollar sales for your entire operation. And in the Sterling 
family of Brine Buttons, Brine Crystals and Brine Kubes, you will find 
a product that regenerates any of today’s modern water softeners 
efficiently. Put our free dealer sign to work for you. Folders and ad 
mats available also. To get yours, contact your Sterling Representative 
or mail coupon. 






SALT 





INTERNATIONAL SALT COMPANY 


District Offices ’ 
roa : International Salt Company, Inc. 


i 

Department HA-6, Clarks Summit, Pennsylvania 
| Please have a Sterling Representative contact me. 
| 

| 

| 


Name 





Company 





Address 
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F RAINERD L(y: Convention 
LF Calendar 


uly Y Yip Wt 3 ys i—Convention Check List— 


= 
= 


«! 1 ] 
r complete details about the conven- 


America's Fastest Selling ions and. shows listed below, see. the 


aiphabetica sting starting on pag 
: 106, June | issue. The next complet: 
Line of Quality Wood Knobs sting will be in the July 13 issu 


July 


1901 | x UPE O : ; 9-13 Independent Housewares Exhibit, 
ee ? L is the new name fora 


Chicago. 


: — . 9-13 National Retail Hardware Assn. 
> , . : , / 4 ‘ ‘ > “anya 
line of wood knobs by BRAINERD, manufacturers Poems: Gatier tale. 
' : National Housewares Exhibit 
of quality hardware items for over 60 years. oor re oat, 
. . . (om - art ine TON / ARI 
Made of selected zrain-free hardwood, Seo. Worthington Co., Annual 
¥ Toy & Gift Show, Cleveland, 
TUPELO KNOBS are available in a wide variety Ohio. 
Our Own Hardware Co., Sum- 
of styles and sizes to meet the needs of new mer Convention, Minneapolis 
Minn. 
construction, remodeling and do-it-your-selfers. Billings Hardware Co., An 
’ Housewares & Gift Show 


nual 
You'll be amazed how customers are oi. Sand | 


B: 
attracted to this competitively priced, 


fast moving, profitable line. Eastern Housewares Show, New 
York N. Y. 
4905 Amarillo Hardware Co., Fa! 
Merchandise Market, Amari 
1914 "opie 


Oklahoma Hardware Co., Fall 


: Fills Market, Oklahoma City, Okla. 
| Fr Associated Fishing Tackle Trade 
; oF Show, Chicago. 
i em ; Walter H. Allen Co., Inc., An- 
| nual Stockholders’ Meeting & 
Merchandise Show, Dallas, Texas. 
Double-sanded, extra smooth finish. Ey Allison - Erwin Co. Fall Hard- 
, 3 ware-Housewares Show, Char- 
Pre-threaded for quick, easy installation. % . otte, N. C. 


* 
Made of selected grain-free hardwood. ‘* 


Complete with 1%” washer head screws. September 


Selection of 12 sizes and shapes. a a 3-5 Stratton & Tersteqge 


‘ie Merchandise Show 
ideal for kitchen cabinets, doors, drawers, ie “a 


wardrobes and built-ins. 3-6 Beck & Gregg Hardware “ 
Fa! Merchandise Market At- 

F anta, Ga. 
1929 ’ 13-14 Florida Hardware Co., Open 
| House & Merchandise Show, 

an Jacksonville, Fla. 

19-20 North Dakota Retail Hardware 
Assn. Convention, Fargo, N. D. 





October 
2-6 National Hardware Show, Chi- 
‘ caqo. 
‘N . 15-18 Nationa Builders Hardware 
— Convention, Miami Beach, Fla. 
20-22 Eastern Lawn Garden & Allied 
QRDER THROUGH YOUR JOBBER — Trade Show, New York, 
22-25 Atlantic City Convention of 


American Hardware Manufac- 


turers’ Assn. — National Whole- 

sale Hardware Assn.—Nationa! 

Assn. of Sheet Metal Distribu- 

F3 RAINERD MFG. Co. vm 


Literature and prices on request. 


29-31 Hardware Wholesalers, __Inc.., 
EAST ROCHESTER, N. Y. 


Annual Convention Merchan- 


. . : Aica La nd tackholderc' 
Quality Hardware Since 1900 dise Show and Stockholders 
Ka Meetina, Fort Wayne, Ind. 





November 
New, attractive two-color display 18-20 Retail Paint & Wallpaper Dis 
board No. 2034 (8% x 13%") available tributors of America, Inc. An. 
at no charge with initial order. nual Convention & Trade Show 


=. 
Vetroirt. 
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7' BOAT (SPORTYAK*, Dayton Bait and Marine Products 
Co., Dayton, Ohio)—This boat of MARLEX is tough, rigid, 
unsinkable, lightweight . . . never needs painting. 

(*A trademark of Woodail Industries, Inc., Detroit 34.) 
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ROPE (Plymouth Cordage, Plymouth, Mass.)—Available 
in many sizes and colors, rope made of MARLEX is 
stronger and lighter than manila. . . it floats, does not 
absorb water or freeze. . . resists most chemicals. 





$ 


Bia eT ae 
ig SFO mors tee oust wader 10 USE 


* 


NURSERY PRODUCTS BAG (Crystal-X Corp., Lenni 
Mills, Pa.)\—For private-branding your bulk supplies. 
Bags made of MARLEX are lighter, tougher, moisture- 
proof and less apt to tear or burst. Easy heat sealing. 









Look for the MARLEX label... it’s your assurance of high quality, faster selling products. 


PHILLIPS CHEMICAL COMPANY 


Bartlesville, Okiahoma 
A subsidiary of Phillips Petroleum Company 





LAWN MOWER (Jacobsen Mfg. Co., Racine, Wis.)— POST LANTERN (Western Circle Co., Hazelwood, Mo.)— 


Grass chute, engine cowling, and wheel hubs of MARLEX This “Cape Codder” has established sales appeal. Be- 
are light, tough, and corrosion-free. .. add performance cause of MARLEX . . . it’s unaffected by weather, can’t 
and sales appeal to this popular line of lawn mowers. rust, keeps color and lustre without painting. 





MARLEX” improves product 
performance... increases sales appeal 


Shown here are examples of the increasing number of hardware, 
lawn and garden equipment, sporting goods, and housewares being 
“quality upgraded” by the use of MARLEX high density plastics. 
Boats that will never rot or need repainting . . . rope and bulk bags 
that are lighter, stronger, and moisture-proof . . . outdoor items that 
cannot corrode—all made of tough, durable, virtually indestruc- 
tible MARLEX. 

Satisfy today’s sophisticated buyer with the improved perform- 
ance and increased sales appeal provided by products made of high 
quality MARLEX plastics. For further details . . . see your supplier, 
or contact us. 


*MARLEX is a trademark for Phillips family of olefin polymers. 





POP OUT ICE CUBE TRAY (The Dole Valve Co., Morton MERCHANT PIPE—Available from 4" to 2", this easy- 
Grove, Ill.)}—New design and MARLEX cause cubes to to-install coilable pipe of NSF approved MARLEX has a 
“pop out” without “defrosting”. Tray is flexible even wide temperature range and extra strength per mil of 
when ice-cold . . . and tough, sanitary, longer lasting. wall thickness. Quality at moderate cost! 






MARLEX 


ad eo 


BEAUTY — QUALITY — RELIABILITY 
No. 520—Kitchen Tools Assortment 


Designed to meet the demands of retailers throughout 
the nation, this self-service kitchen-tools department 
identifies each item by name and number, and comes 
complete with mounting hardware and price-mark areas. 


24” wide, 


Kitchen Tools 30” high. 


hy IRVIN-WARE 
a = 


rg 


I i Ride SEM] ) Permanent 
r a} yey; | colorful 


display, 
capable of 
holding 45 
items is 
FREE 
with your 
order of 

1 doz. ea. 
of these 
15 items 





Be sure to see the complete 
irvin Ware line, In 


ALL ITEMS SHOWN BOOTH 621-623 


ARE AVAILABLE NHMA HOUSEWARES EXHIBIT 
IN OPEN STOCK Exposition Center—McCormick Place 


No. 510—Bar Accessories Assortment 


A complete self-service department in less than 2’ of 
counter space. This is a tested and proven profit 
builder across the nation. A trial will convince you. 


HESKET HENRY 
KUHN, president of The 
Hardware & Supply Co., 
Akron, Ohio, has completed 
more than 51 years of serv- 
ice to the hardware indus- 
try. On July 3, Mr. Kuhn 
will have spent 50 of those 
years with Hardware & 
Supply Co. Mr. Kuhn 
began his career in 1910 
with Garver Bros., Stras- 
burg, Ohio. A year later 
he joined Hardware & Sup- 
ply as a stock clerk. Mr. Kuhn served in various 
capacities until his appointment as general man- 
ager in 1923. He held this position until 1950 
when he was elected president of the firm. Mr. 
Kuhn is the founder and an honorary life mem- 
ber of the Akron Junior Chamber of Commerce. 
He is a past president of the Natienal Industrial 
Distributors Assn., Akron Builders Exchange, 
Akron Lions and Rotary Clubs and Chamber of 
Commerce. Mr. Kuhn is a member of the First 
Methodist Church of Akron, and was president of 
the board of trustees in 1959. He has served in 
the Army from 1917 to 1919 and at the time of his 
discharge had attained the rank of sergeant 


I R Vi N WA R E C 0 M PA N Y : major. Mr. Kuhn has served as chairman of the 


43-30 38th Street, Long Island City 1, N. Y. Community Chest, Area Development Committee, 
7 : 2 bee. | : and Committee on Bequests, Akron University. 
Want more facts? Circle 157, p. 61 
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23” wide, : HOME 
6” deep, # . 
30” high. 


Permanent 
two-color 
display 
with your 
order for 

1 doz. ea. 
of these 
18 items 


Further information and 
catalog sheets are available from 


oe — : 


cA 


ed 
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“Such an interesting variety of nuts. 
: So well-made.” 


ALBERT: “And they all come from Bethlehem.” 
PERCY: “But where are the bolts?” 


ALBERT: “Bethlehem makes those, too. But who 
ever heard of squirrels eating bolts?” 











ee 
VA 


ETHLEHEN 


iad 


BETHLEHEM STEEL COMPANY | ae eel BETHLEHEM, PA. Export Sales: Bethlehem Steel Export Corporation 





Steel for Strength...Economy...Versatility 


Want more facts? Circle 158, p. 61 





How’s the Hardware Business? 





Do-it-yourself home improvements 
take 30% of $9.5 billion market 


Here’s another breakdown of the 
home improvement market. 

Owners of homes with one-to- 
four dwelling units spend about $3 
billion a year for materials used on 
do-it-yourself projects. Then there 
is another $500 million spent for 
materials on projects where profes- 
sional labor is used. 

These are figures just announced 
by the Department of Commerce. 
Complete details are given in the 
chart below. 

An earlier study of the home 
improvement market in 1960, pub- 
lished in the June 1 issue, p. 111, 
covered expenditures for the entire 
home improvement market. This 
new study, covers only home own- 
ers with 1-to-4 dwelling units, a 
$9.5 billion market, with about $3 
billion or 30 percent represented 
by do-it-yourself projects. 


Do-it-yourself market—The $3 


billion spent by do-it-vourselfers 
does not fully reflect the extent of 
the market. It does not include 
property owners with more than 
four housing units, and it does not 
include tools and equipment pur- 
chased for a project. 

A breakdown of expenditures in 
the $3 billion do-it-yourself field 
includes $1.5 billion for materials 
used in additions and alterations; 
$1.2 billion for maintenance and 
repair materials, and $227 million 
for replacement items. 

Biggest single expenditure was 
for interior alterations, $724 mil- 
lion. This includes kitchen mod- 
ernization, conversion of _ base- 
ments to recreation rooms, build- 
ers’ hardware replacements, parti- 
tioning of rooms. 

Exterior alterations were valued 
at $636 million. This item ranges 
from erecting picket fences to 


cludes installing barbecues, build- 
ing patios, grading land and im- 
proving lawns and gardens. 

In the maintenance and repairs 
category, painting accounted for 
the largest portion, $636 million. 
Other items in this area include 
heating, $35 million; plumbing, 
$83 million; roofing, $66 million, 
and flooring, $61 million. 

Homeowners were inclined to 
leave replacement projects to hired 
experts and contractors. Replace- 
ments accounted for $227 million, 
about 8 percent, of do-it-yourself 
projects. Most attention was di- 
rected to heating, plumbing and 
roofing. 

Hired labor projects—Of the 
$500 million that homeowners 
spent for materials used in con- 
tracted jobs, $264 million went for 
materials for additions and altera- 
tions; $193 million on materials 
for maintenance and repairs; and 
$88 million for replacement items. 

The chart below gives a complete 
breakdown of the $9.5 billion spent 
by property owners with  1-to-4 
housing units for home improve- 
ment. The chart also gives figures 
for owners of properties with 
single housing units, since this 
category comprises the largest por- 
tion of homeowners. 


building swimming pools. Also in- 


Here’s how homeowners spent $9.5 billion for improvements 
(IN MILLIONS OF DOLLARS) 


PROPERTIES WITH 1-4 HOUSING UNITS 





PROPERTIES WITH ONE HOUSING UNIT 

EXPENDITURES FOR JOBS DONE 

UNDER CONTRACT QR wit! 
HIRED LABOR £7 








EXPENDITURES FOR‘JOBS DONE 
UNDER CONTRACT _OR WITH 
HIRED LABOR £7 





EXPENDI- 
TURES FOR 
MATERIALS CONTRACT 
FOR JOBS AND TURES FOR 
DONE WITH HIRED MATERIALS 
NO LABOR LABOR NOT IN- 
cost i/ cost CLUDED IN 
CONTRACT 


EXPENDI- UWNERS 
TURES FOR EXPENDI- 
MATERIALS CONTRACT] TURES FOR 
FOR yoBs AND MATERIALS 
TOTAL DONE WITH HIRED NOT IN- 
EXPENDI-—INO LABOR LABOR CLUDED IN 
TURES cost 1/ cost CONTRACT 





UWNERS | 
EXPE'DI- 


TOTAL 
EXPENDI- 


IyPE OF WORK TURES 





TOTAL ExPENDITURES $2,911 5 $54 $7,950 | $2,634 $4,869 $447 


1,539 3,919 1,464 2,224 231 


ADDITIONS 179 588 176 334 78 
ALTERATIONS - 724 2,216 675 1,435 10€ 
63 8 47 1,115 613 55 47 


AppITIONS AND ALTERATIONS, TOTAL! 





MAINTENANCE AND REPaAiRS, TOTAL ‘ 1,14° 2,698 957 


PE ci ctchened seeeunenks 5 63¢ 1,126 
HEATING AND CENTRAL 

Air CONDITIONIN 35 235 
a a ae a ae ae 5 310 
I oles os enletshases det ae s 197 
IS 0 i 0 a's: rah th elhah eens 1 ; 122 


706 


REPLACEMENTS, TOTAL 1,334 


HEATING AND PLUMBING........ 6 552 
a Ne a 2 > 236 
446 









































Source: U. S. Dept. of Commerce. 
‘Jobs done by owner or any related member of household, or jobs done by others with no labor cost. 
*Jobs done under contract, jobs done by hired labor, and jobs done partly by the owner and partly on contract with hired labor. 
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“YOU SAY YOUR 
BASEMENT 
IS IMPOSSIBLE? 


What you need is Bondex 
Heavy Duty Waterproofer 
with the new Additive. 
} | Bondex is GUARANTEED 
’ Bonde waterproof. It will also 

mt resurface your rough walls 
as you paint. Mix it up, 
paint it on, and if your 
basement walls don’t be- 
come as dry as a cactus 
patch you'll get your money 
back. And take a can of 
Bondex Floor & Patio paint 
too, you'll really want to 
dress up your basement 
once you’ve dried it out.” 








Bondex 


HEAVY OUTY 


WATERPROOFER 


NOTE TO DEALERS: Remember there’s a Reardon product for every paint, patch 


and protection problem. For quick and easy plaster patching, recommend Resurfo. 


THE REARDON COMPANY - 7501 PAGE BLVD., ST. LOUIS 14, MO. SaWe 


© THE REARDON COMPANY 196] 





Promotions 











Children’s paint contest 
to back Kenner promotion 

A painting contest for children 
will be included as part of a TV 
nromotion this fall for 
Presto-Paint, 


Popeye 
manufactured by 
Kenner Products Co., Cincinnati, 








Guaranteed 
Lifetime Chrome 
by 


ani 
j mn -r NTI9(D 7 a ) 
Ur Nu : UW/ Wu 





Manufacturers’ New Promotion Plans 








Ohio. The contest will be promoted 
on about 40 TV stations across the 


country. 

A total of $15,000 in prizes will 
be awarded on local and national 
levels to children painting the best 
original pictures of Popeye using 
Four 


Presto-Paint. Presto-Paint 





Sell More and Profit More 


Hoover combines both beauty and quality at competitive 
prices to help you SELL MORE bathroom accessories. Two 
complete price lines in guaranteed lifetime chrome .. . 
Guaranteed not to chip, crack or peel. Big profit margins 
plus merchandising displays and packaged sets help you 
PROFIT MORE. Immediate deliveries through your hard- 


ware distributor. 


WRITE FOR 
ILLUSTRATED CATALOG 


Brighten Both Sales and Profits with... 


NOoduver 


BATHROOM ACCESSORIES 


FOWLERVILLE * MICHIGAN 
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sets will carry a 4-color band an- 
nouncing the contest, and full color 
window streamers will also. be 
available. 

To promote its entire line, Ken- 
ner will spend $250,000 on a 
Christmas season push in 
than 70 market areas. 


more 


Westclox to step-up ads 
in magazines, radio, TV 

Westclox, a division of General 
Time Corp., Lasalle, [ll., plans an 
intensified promotion of its lines 
through magazines, radio and tele- 
vision. 

Magazine phase of the campaign 
will be led off by an ad in the Au- 
gust issue of Mademoiselle. The ad 
is designed to appeal to women, 
and will use a theme called The 
Campus Watch. 

Other ads in various media will 
feature products tied to the char- 
acter and audience of each publi- 
cation. 


Plasti-Kote spray paint 
promoted on daytime TV 


A daytime television promotion 
to interest housewives in household 
aerosol paint products has been 
started by Plasti-Kote, Inc., Cleve- 
land, Ohio, paint manufacturer. 

The firm’s Target line will be 
promoted on four network pro- 
grams: Number Please, Queen for 
a Day, Who Do You Trust, and 
Morning Court. Most of the com- 
mercials will be filmed demonstra- 
tions of Target aerosol paints. 





Insulated sports jacket 
given with Wenzel order 


Dealers can get a free insulated 
sports jacket by ordering an initial 
summer stock of Eagle Tarpaulins 
from H. Wenzel Tent & Duck Co., 
St. Louis, Mo. The jacket retails 
for $13. Offer is being made to 
promote Wenzel’s line of Eagle 
Farm Tarps and Truck Tarps. 


Rubbermaid adds color 

Rubbermaid, Inc., Wooster, Ohio, 
has added a new color, lilac, to its 
bath accessories line. Items in the 
new color include a tissue dispens- 
er, four sizes of wastebaskets, two 
bathmats, shower mat and toilet 
top tray. 
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See it at the Housewares Show! 


new Weal-€Yer compact displayer 
puts you in the higher profit, 
quality cookware business fast 


Imagine! A complete cookware department for your store Find Out about Wear-Ever’s 


in an area only 3 ft. x 4 ft. (523 in. high). Moneysaving Fall Deals at the House- 


wares Show 
Now you can stock popular, better quality Wear-Ever cook- 


ware the modern way—on an attractive, beautifully illuminated 
displayer. Now you can enjoy higher turnover, bigger profits, low 
inventory, good markup in just 3 x 4 ft. of floor space. 


e See Wear-Ever’s Compact Displayer 
Plus Two Larger Cookware Centers 


e Get all the Details on Wear-Ever’s 
Cookware Specials for Fall 


e Stop at Booths #781-83-85-87-89, 
McCormick Place, Chicago, Ill. During 
the Housewares Show, July 10-14. 





Weal-Cver 


WEAR-EVER, New Kensington, Pa. svn» 


Want more facts? Circle 161, p. 6. 
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American Floor offers 
rental tool lease plan 


American Floor Machine Co., 
Div. of American Lincoln 
Toledo, Ohio, is offering do-it-your- 
self floor refinishing equipment to 
dealers on a one, two or three-year 
lease plan with additional renewal 
options. The equipment was for- 
merly sold outright. 


Corp., 


Covered under the new market- 
ing setup is American’s recently 
introduced Gold-Line rental tools. 


The line consists of a dium sander 
with a combination lever-controlled 
drum and detachable handle, edger, 
small commercial type vacuum for 
wet and dry work and rug sham- 
pooing equipment. 

The same purchase plan can also 
be applied to wallpaper steamers, 
wall washing equipment and floor 
polishers. 

A comprehensive sales promo- 
tion plan and kit of tested sales 
tools is available free with each set 
of rental equipment leased. 
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Division of 
Duro Metal 


Products Co 


) Make every day a : 


SPATHER’S Day! 


INDESTRO 


MANUFACTURING CORPORATION and 
2649 N. Kildare Avenue 





Sane) 


a — 
, A Ne (< A 


7 


& 


with this new 
INDESTRO 


3-Set Counter Merchandiser 


This versatile self-merchandiser 
is made in eye-stopping colors— 
red, green, black. It is compact 
—only 16” wide by 14” high. Fea- 
tures 3 popular chrome alloy sets in 
14”, 3g” and 12” Square Drive. Here 
is a year round merchandiser that 
can be set up instantly—even 
away from tool department 
— wherever there is heavy 
traffic. It stimulates im- 
pulse buying of tools as 
gifts for Birthdays, Anni- 
versaries, Fathers’ Day 
and Christmas. 
Write for complete spe- 
cifications and prices on 
No. 5214 Merchandiser. 


FREE GIFT CARDS 


Complete Display Stand and a supply of 
Gift Cards is supplied free with each 
No. 5214 set. 


ALL PURPOSE HOMEOWNER'S KIT 


No. 1480. This is a skillful selection of tools 
that will appeal to the homeowner, sports- 
man and hobbyist. Will handle repairs and 
adjustments on automobiles, outboard mo- 
tors, lawn mowers, bicycles, furnaces, radio, 
television, air conditioning and household 
appliances. Also includes a special Spark 
Plug Holding Socket with oil resistant in- 
sert to protect and securely hold 14 mm. 
spark plugs. 


Manufacturers of 
Duro-Chrome 
Hand Tools 


Chicago 39, Illinois Duro Power Tools 
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Delta sees larger market 
with new franchise plans 


Delta Power Tool Division of 
Rockwell Mfg. Co., Pittsburgh, 
plans to broaden its radial-arm saw 
distribution through a_ separate 
franchise system for dealers who 
don’t have a market for the entire 
Rockwell line. 

The new program includes two 
separate franchises. One is for 
Delta 9 and 10 in. saws; the other 
covers these plus 12, 14, 16 and 20 
in. saws. Distribution will be 
through the existing systems of 
Delta Div. and Porter-Cable Ma- 
chine Co., a subsidiary of Rockwell. 

The new program also has a deal- 
er marketing program including 
advertising and promotion allow- 
ances on the Super 900 Radial Arm 
Saw, demonstrations in the dealer’s 
store by a Rockwell specialist, as- 
sistance in selling tools, point-of- 
purchase and direct mail materials, 
quantity discounts, and a new price 
of $239 on the Delta Super 900. 


Sylvania extends limits 
of its radio warranties 
Present 90-day parts and labor 
warranties will be extended to five 
years on nine transistor mode! 
radios, and to 1 year on 15 tube 
radio models, announced Sylvania 
Electric Products, Batavia, N. Y. 
To obtain service, customers or 
dealers can send defective radios 
prepaid to one of Sylvania’s 150 
repair stations. 


Reardon promotes lines 
by do-it-yourself items 
Reardon Co., St. Louis, is pro- 
moting its products for 
through do-it-yourself 
consumer magazines. 
First item in the series describes 
use of Bondex silicone waterprooft- 
ing in correcting efflorescence and 
other bad effects of water penetrat- 
ing above-grade masonry. 


dealers 
articles in 


Business failures rise 


Commercial and industrial busi- 
ness failures rose to 349 in the 
week ended June 8, according to 
Dun & Bradstreet. Previous week 
had a total of 254 failures, and 
failures in the comparable week a 
year ago totaled 283. 











Krom LI BBEY... Americas most famous name in 1 table glassw are! 





Family of Glassware Famous Tempo glasses in Mint or Smoke. 
Both available in gift-boxed sets of 8 each of Juice, 
Cooler. Smoke also in 24-piece set of 8 each of these same sizes. 


Beverage, and 
























Ricca 





Family of Glassware New “Shelf-Saver” glasses stack securely for 
minimum storage space, and are attractively boxed, 8 of each of 
3 sizes — Juice, Beverage, and Iced Tea. 


Family of Glassware New Mint Ripple is available in sets of 8 
each Cooler, Beverage, Old-Fashioned, Juice or Dessert. 24-piece 
set includes 8 each of Juice, Beverage, and Cooler. All gift-boxed. 





. for home 


Family of Glassware 40-piece Home Barware Set . . 
entertaining. 8 each of 5 different sizes, including Pilsner, Bever- 
age, Old-Fashioned, Cocktail, and Jigger. Boxed and ready to go, 


Show customers this big selection of glassware... 


oe A 










Here’s one of the newest patterns... 
Pine. Comes he 


She can choose from Pine Cones “Shelf- 

Saver” glasses, beautifully gift-boxed in 
sets of 8 of a kind of either Juice, Bever- 
age, or Iced Tea. 


The exciting new 8-plus-1 set—beauti- 

fully gift-boxed sets of 8 12'2-0z. Bev- 

erage glasses, packed with an extra, 
or 9th glass. 


The lovely 32-o0z. Serv-All 
Decanter, complete with 
white plastic top for use as a 
shaker or beverage pitcher. 


Old-Fashioned glasses, 


bles as a sturdy serving tray. 


LIBBEY SAFEDGE GLASSWARE 


AN (1) PRODUCT 


Emeralds Tray Box Set—8 9-oz. 
gift-boxed 
in a white plastic tray which dou- 


for home use... or for gifts! 


Here are some of the many Libbey patterns and sizes 
...a glass set for every need... which mean volume 
sales and high profit for you. 


Libbey Safedge® glassware is the first choice of your 
customers ... they’re pre-sold through Libbey’s 
national advertising program—the largest in the table 
glassware industry. 

For complete information on the entire Libbey line 
of fast-moving, high-profit glassware, see your 
Libbey Distributor or write to Libbey 
Glass, Division of Owens-Illinois, 


Toledo 1, Ohio. 









2eesss 






Illusion Caddy Set—8 12'2-oz. 
Beverage glasses in a shining brass- 
finished Caddy . . . ideal for indoor 
or patio use. Gift-boxed. 


Owens-ILLINOIs 


GENERAL OFFICES - TOLEDO 1, OHIO 


Want more facts? Circle 163, p. 61 
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Now, your profit line of quality garden tools can be Ames 
all the way! And, remember, with Ames, orders are 
shipped from one plant, all at one time. 


Garden Tools « Shovels * Casual Furniture » Metal Housewares 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 


Want more facts? Circle 164, p. 61 





LOOKING FOR 
INCREASED PROFITS 
FOR FALL 1961? 


2 
aotus No: 7407 





National 
Housewares Show 


McCormick Place 


Chicago, Illinois 


« NEW PRODUCTS 
« NEW PROMOTIONS 


¢ BEST PACKAGING 





COOPER THERMOMETER CO. 
PEQUABUCK, CONNECTICUT 








Want more facts? Circle 165, p. 61 
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LOW COST 
LOW INVENTORY 


complete 


py 


department 





eS KANT 


That's Our 
BIG BALL 
Ss 


Twine 
Assortment 





Gives you a balanced selection including 
Parcel Post, India, Jute, Cable Cord, 
Household Twine and Mason Twine, all 
in one handy shipper display. Balls are 
25¢ sellers. Ask your wholesaler for 
King Cotton #25 Twine Assortment. 


K 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, N. Y. 
Want more facts? Circle 166, p. 61 





Cy on CORDAGE 








Consumer Mailers 


New Wholesalers’ Aids 
for Dealers’ Use 








20 wholesalers will use 
Allied’s fall broadside 


Twenty wholesalers affiliated 
with Allied Hardware Services, 
Inc., Chicago, will distribute an 


Autumn Harvest Specials broad- 


side during September. 

The 4-page mailer is printed in 
four colors, and features 57 season- 
Emphasis is placed on 


al items. 








four traffic-building coupon specials 
which include a screw and bolt as- 
sortment, all purpose shears, razor- 
blade scraper, and a front-page 
coupon for artificial tea roses. 

Dealers will supplement the 
broadside with a store trim kit of 
more than 200 pieces. Kit includes 
window banners, pennants, price 
cards, newspaper ad mat. 

Follow-up of the Autumn Har- 
vest Specials mailer will be a 
Christmas gift issue for November 
distribution. 


V & S midsummer circular 
has wide selection range 


V & S dealers are using a mid- 
summer circular, offered by Cotter 
& Co., dealer-owned Chicago whole- 
saler, to promote a Values and 
Service Days sale. The circular 
will be distributed to more than 1.5 
million families. 

It features a wide range of items 








THE FIRST IMPORTANT MOUSE TRAP 
DEVELOPMENT IN DECADES! 


McGILL 1A 


MOUSE TRAPS 





TRADE 
MARK 





cur fs, 
\ 42—s 





<P-C “nye of ilbnee: 


” 























... featuring a new flavored 
plastic trigger with “locked- 
in’ aromatic bait scents 


Here's a brand new concept of trap design that's 
sure to offer outstanding sales-appeal. The 
plastic trigger with ‘‘locked-in”’ laboratory 

tested lure-scents works like magic in attract- 
ing mice. The new jaw-type trigger will also 
hold additional bait if desired. The exclusive 

Formula XS-127 aromatic scents in the trig- 
ger were laboratory-developed and re- 

search tested to offer an outstanding lure 
that will last indefinitely. Early market 
research shows customer reaction to 
this new trap to be tremendous. Packed 
in a convenient, self-service 2-PAC 
featuring a new large size, eye-catch- 
ing capper... stops traffic... 
builds sales. 





EXTRA LARGE 
“EYE-CATCHING” 
CAPPER 
DISCOURAGES 
PILFERAGE 










IMPORTANT FEATURES 
PLASTIC TRIGGER PRE- *& FOUR-WAY TRIGGER 







BAITED WITH AROMATIC ACTION... RELEASES 
SCENTS RIGHT, LEFT, UP OR DOWN 

SK SCENT AND TRIGGER ARE 2K EASY SLOT-SET ACTION 
NON-TOXIC 


2K PRE-PRICED TWO TRAPS FOR $.25 


McGILL METAL PRODUCTS CO. 
MARENGO .- ‘ILLINOIS 


Want more facts? Circle 167, p. 61 
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New Wholesalers’ Aids 
(Continued) 





mnOr Etalf a Century 


: 


Keeping You Right With Brush Profits and prices in garden tools, picnic 
and outdoor living needs, sporting 
and wheel goods and hardware and 


housewares items. It has seven 


. —keeping quality products moving in more 
and more markets, with fresh designs, pack- 
aging, promotions and price appeals. 


New bagged Shoe Kit ie - New Palmyra Garage 
~0903 : if - Sweep 29249 


Dauber, shoe brush = ; 16” flat-top block, 
4 ele - —_ a 7 , . 
onc oth for | me j ° 


midsummer Git-— 10 big days - siaria iceman’ 
clear-lacquered;: 4” BACHMANN § 
trim Palmyra for lona HARDWARE 5 

wear: 4!/’ 


schoo! or travel. 

2‘ lacquered 

 saven-we handle, threaded. 
SHOE 
ware 


a EEN Oy TEN HH heer 


KIT 
<= * 


Wire Scratch 21193 <a aan a ere 


“99c so 


Car wasnt @rutsnr 


ge, 
1.99 é 
ean PHONES 2G , 


Black tempered steel 
wire in 14° tumble- 
waxed hardwood block. 





ORDER THESE BACK-TO-SCHOOL & FALL PROMOTION TRAFFIC BUILDERS 
See them at National Brush Booth 7948-950 at the Housewares Show 


NATIONAL BRUSH COMPANY 


AURORA, ILLINOIS 





\ 


—DO 


_lyeans| 





coupon specials, low-priced traffic 

builders, plus big-ticket goods and 
ee specials carried over from the V & 

Want more facts? Circle 168, p. 61 S Spring and Summer catalog. 


Dealers will also use colored dis- 


play banners, over-the-wire pen- 
plays, newspaper tie-in ads and 
new PLUS Profits ae a 

















nants, special price cards and dis- 
radio spots. 


The circular will be followed by 
a 24-page Fall & Winter tabloid in 
September. 
THE 


PLAZA 
TOWEL 
HOLDER™ 


) es —— a is 
displays | \ \ a 


More signs of recovery 
evident in 2nd quarter 

A few more indicators appeared 
during the second quarter to 
strengthen evidence of economic 
recovery. 

A boost in consumer income, 
coupled with a surge in spending 
FIRST TIME OFFERED for Mother’s Day, produced a 1 


to the retail trade! OVER 70,000 percent increase in May’s retail 


boost 
aes... 
speed 

turnove 


18 new displays feature 152 
Vichek tools listed as essential in 
the NRHA Turnover Handbook. 





ome display 
11 co end wrenches 
V4 to 1” 


Grouped together these form 
the world’s finest and most com- 
plete hardware tool display. Or, 
they may be used singly, or in 
combinations, to meet individual 
store needs. Ask your wholesaler 
today for Vichek profit facts! 


hek Turno 

Hammers, Chisels, Punches, Screw 
Drivers, Pliers, Adjustable 
Wrenches, Socket Wrenches 


Vichek Tool Co. 


Cleveland 4, Ohio 








IN USE in hotels and motels 
everywhere! (Guarantees clean 
towels! Holds towels separately. 
Eliminates spilling! 


WRITE! 


For price list! Profitable dealer dis- 
count! Plus a SPECIAL INTRODUC. 
TORY assortment and counter display! 





PLAZA TOWEL HOLDER CO. 
2016 N. Broadway, Wichita, Kansas 
*U. S. Patent No. 2,839,202 and Des. 184,595. 








Want more facts? Circle 169, p. 
100 e HARDWARE AGE, June 29, 1961 


Other patents pending. 
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sales total, according to the Dept. 
of Commerce. Sales totaled $18.6 
billion, compared to $18.5 billion 
last year. 

Factory shipments of domestic 
water systems totaled 65,947 units 
in April, a 1 percent rise from the 
previous month’s 65,225 units 
shipped. Deep-well systems ac- 
counted for 11,227 units shipped; 
shallow-well systems 23,578 units; 
convertible jets 19,869 units, and 
submersible pumps 11,273 units. 
























































| 
“QUERYTHING HINGES ON HACER /.’ 


C. Hager & Sons Hinge Mfg. Co. © St. Lovis 4, Mo. 
In Canada, Hager Hinge Canada Limited « Kitchener, Ontario 
Founded 1849 —F ; 


Every Hager Hinge Swings on 100 Years of Experience 
Demet 


ei uttniiantidill 


a SS a 
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DON’T SHOOT! 
It’s a Decoy... 


reo we me eee em 


| Stock and Sell 
The Complete Line 
of Victor Decoys 


No. D-10. Victor Majestic Standard. 
Life-size Tenite Plastic. Seven species. 


No. D-95. Victor Majestic Long-Life. 
Polyethylene Plastic. Three species. 


No. D-5 Victor Canada Goose. Authen- 
tic molded fiber decoy. Upright and 
feeder type heads. Also Snow Goose and 
Blue Goose. 

Also: No. D-12 Victor Deluxe Canado 
Goose; No. D-7 Victor Owl. 


i ee ee ee 


>... 
° 


it’s the NEW 
more-realistic-than-ever 


Wait ’til you and your customers see the new 
No. D-2 Victor Premier duck decoy. It’s 
been completely redesigned with a higher 
silhouette and modern broad-body realism. 
The Victor D-2 has always been popular and 
this year it should really ad the sales 
parade. Made of molded fiber; pre-balanced 
and waterproof. Mallard has head and wings 

inted with iridescent paint. Six species: 

allard, Black Duck, Pintail, Red Head, 


Canvasback, Blue Bill. 


Also No. 


D-3 Victor Magnum. Slightly 


larger than D-2. Nine species. 


Stock Early— Order from Your Wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 


ee oe Lititz, Po. « Pascagoula, Miss. ¢ Niagara Falls, Ontario 


Want more facts? Circle ‘172, P. 61 





= THE ca ty CALLS ~ = 


7 DYKEM 
STEEL BLUE'@ 


Popular package 8-oz. carn fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. « 


=A Vell 


\ 7 \ 
TTT uy 
UT 


. 


veosesstttll 


St. Lovis 6, Mo. = 


Want more » facts? Circle 173, p. 61 
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701 
#2—#3 
NEW—IMPROVED 


WOOD JOINERS 


Ask your jobber or write 








SUPERIOR FASTENER CORP. 


2949 Elston Ave... Chicago 18. | 


_ Want more facts? Circle 174, p. 61 





DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 54 











THERE IS A DIFFERENCE IN CHAMOIS 
ee SUNS : INE 


Sri s ch 
GENUINE 
CHAMOIS SKIN 
AUGER Gelomellamey. it ve: 
\ at 10) an 
Ask Your sobber for Our Double 
; Duty en Doubl 


b54 


"EASIER TO'USE 

"LASTS LONGER 

"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL, MASS 


Want more facts? Circle 175, p. 61 | 





Industrial supply orders 
rise again during April 








: i 
Industrial Supplies & Machinery i 
New Order Index—July 1948-100 | 


Seasonally Adjusted 
Source: American Supply & Machinery Mfrs.’ Assn 
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Manufacturers’ new orders for 
industrial supplies and machinery 
rose sharply in April, continuing a 
3-month rising trend, according to 
the American Supply & Machinery 
Mfrs. Assn. The New Order Index 
jumped to 188 in April, compared 
to the previous month’s 182 (July 
1948—100). 


Industrial wholesalers’ 
sales down during May 


Wholesalers’ sales of industrial 
supplies and machinery during May 
were 4.5 percent less than a year 
ago, reports the National Industrial 
Distributors’ Assn. 


Wire trash burner given 
with 2 Sentinel specials 


A large trash burner basket is 
being offered to dealers who order 
either of two Sentinel first aid kit 
promotion assortments from Forest 
City Products, Ince., Cleveland, 
Ohio. The basket is for use as a 
dump-type merchandise displayer. 


Vaco has special price 
on electrical repair kit 


A solderless-terminal electrical 
repair kit, a traffic builder with 
the do-it-yourself market, is being 
offered at a special reduced price 
during 1961 by Vaco Products Co., 
Chicago. 


Personal income total 
up $2.5 billion in May 


Personal income rose $2.5 billion 
in May to an annual rate of $413.5 
billion, according to government 


figures. 





(Advertisement) 








Here is the inventory sheet you helped to design 


Inventory counting simplified 


with these new sheets 





Form CC402 











INVENTORY RECORD mane 




















Prepared by 

HARDWARE AGE DATE 
DEPARTMENT ENTERED BY CHECKED BY 
LOCATION PRICED BY. CHECKED BY 

CALLED BY EXTENDED BY ERRORS EXM'D BY 








Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units with Dozens, or Dozens with Gross Quantities 





a Order additional copies from HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 

























































































































































We asked hardware dealers what they wanted 
in an inventory counting and record form. Their 
answers are incorporated in the new HARDWARE 
AGE Inventory Record forms. 


Thousands of dealers have used HA Inventory 
Records in the past, because they are practical 
and easy to use. The revised forms will make 
your inventory taking even easier. 


Inventory sheets come in two styles—white and 
yellow. Both types are ruled to permit use of 
typewriter (double-spaced) without adjusting 
machine. All sheets are punched for loose-leaf 
binders. 


White sheets, Form CC402, have 25 listing 
lines on each side, on good bond paper. Prices, 
postpaid, are: $1.35 per 100 sheets up to 500 


| COST PRICE | 
ARTICLE WITH NUMBER OR SIZE QUANTITY | UNIT lor | _ cost | RETAIL RETAIL 
Spaces below set for double spaced typewriter replacement) EXTENSION PRICE EXTENSION 
MY TTT 
ge eT ——— | : ' To . | ' 
— — 
Renidinenteman a 
+ _— 
| | bh 
t 
Hill 
i Hit 
de - 
Totals | | | 
| | 
Sample of white inventory sheet. 


sheets. Over 500 sheets, $1.10 per 100 sheets. 
Overall size of sheets: 914 x 113, in. 


Yellow sheets, Form CC401, have 36 listing 
lines on each side on high quality yellow paper. 
Listings include: article name, unit, cost price, 
unit, cost extension, percent discount or deprecia- 
tion, amount of loss taken. Prices, postpaid, are: 
$1.75 per 100 sheets up to 500 sheets; over 500 
sheets, $1.50 per 100 sheets. Overall size of 
sheets: 10 x 1514 in. 


Make your inventory taking easier this year 
by ordering a supply of these new forms now. 
Please send check with order to HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39. Make 
check payable to HA Reader Service Dept. Spec- 
ify color or Form Number. 
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Read it in HARDWARE 
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News About Dealers: Woody Scheidt Buys 


Lansing Store; New Store Opens in Oxnard 





Lansing, Mich. — Woodrow 
and Elaine Scheidt have pur- 
chased the former Bollert 
hardware’ store in South 
Lansing from Clare A. Bol- 
lert. The store has been re- 
named Woopy’s HARDWARE 
and is at 1133 S. Washing- 
ton Ave. Mr. Scheidt was 
brought up in the hardware 
business. His late father op- 
erated a store in Lake Odessa 
for many years. 


Oxnard, Calif. — Holiday 
Hardware has opened a new 
stere in the Conejo Village 
shopping Center. This is the 
company’s third store. Lee 
Galzer has been named man- 
ager of the store and is as- 
sisted by Lou Norwicki. 


Appleton, Wis.—Richard 
Prenger of SCHLAFER’s HARD- 
WARE recently won an a!l-ex- 
pense paid trip to Acapulco 
and Mexico City. Mr. Prenger 
won the prize for showing 
the greatest increase in sales 
of Tamm’s paints during the 
manufacturer’s contest. 


Watertown, N. Y.—Brad- 
ley Hardware helped the 
WATERTOWN DAILY TIMES 
celebrate its joint 100th an- 
niversary and the opening 
of a new building in an 
unusual way. Before the 
newspaper’s new building 
could function, a 20,000 Ib 
test load had to be run on 
the new elevator for safety’s 
sake. Bradley Hardware was 
asked to loan 100 lb kegs 
of nails to make up the test 
weight. The loan threw Brad- 
ley’s fastener inventory into 
turmoil for a 24 hour period. 


Golden Vatley, Minn. 
WARNER HARDWARE, which 
has its headquarters in Min- 
neapolis, has opened a new 
Superhardware store at Win- 
netka Ave. and Olson Memo- 
rial Highway. Warner now 
has 11 stores in the Twin- 
Cities area. The new 85,000 
sq ft store is managed by 
Tom Zdechlik, former man- 
ager of Warner’s Hi Lake 
Store. 





Richard Prenger, 
right, of Schlafer's 
Hardware, Apple- 
ton, Wis., is con- 
gratulated as a con- 
test winner by (left 
to right) Russell 
Held, vice-president 
of Tamm's _Indus- 
tries Corp., Chi- 
cago; Harvey 
Galitz also of 
Tamm's; and, Law- 
rence Ostertag of 
Schlafer's. 





One Lock to be Used 
On all Postal Boxes 


The Post Office Department 
is standardizing the locks on 
all postal boxes. Officials of 
the department are warning 
dealers that it is illegal to 
duplicate this lock. 

At present, several differ- 
ent locks are being used on 
postal boxes. The lock chosen 
is made by Yale & Towne 
Mfg. Co. (lock No. 308 or No. 
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C-501) and by Independent 
Lock Co. (No. 999-RA or the 
Flour City lock). 

The government has pur- 
chased all rights to this lock 
from the two firms and there 
should be no key blanks in 
circulation. However, officials 
warn that it is a crime to 
make or sell a key blank for 
the lock, or to cut or sell a 
key for it. The department 
will continue to buy these 
locks by competitive bidding. 


1961 


DAP Elects Siler; 
John Dicks Retires 


Wendell Siler has_ been 
named executive vice-presi- 
dent and genera] manager of 
DAP, Inc., Dayton, Ohio. He 
assumes’ responsibility for 
management of all company 
operations following the re- 
tirement of John N. Dicks as 
president. 

Mr. Dicks has been presi- 
dent for 12 years and has 
been associated with tne firm 
for 29 years. He will con- 
tinue on a consulting basis. 
During the tenure of Mr. 
Dicks, the Dicks-Pontius Co. 
merged with the Armstrong 
Co. of Chicago in 1957 to 
form Dicks-Armstrong-Pon- 
tius, Inc., The name was 
changed to DAP, Inc. (see 
HA, Aug. 25, 1960, p. 111). 


WENDELL SILER 


Mr. Siler joins DAP after 
25 years with Southern 
Shellac Co., Memphis, Tenn. 
He has been executive vice- 
president and general man- 
ager of Southern and will 
continue to supervise its op- 
eration. 





Ace Reports Buying of Toys, Gifts Brisk 
At Show Held in New Warehouse Location 


Ace Hardware Corp. held 
its mid-year convention and 
toy exhibit in its new ware- 
house location, 6501 W. 65th 
St., Chicago, June 11 and 12. 

Buying of toys and gift- 
wares for the coming holi- 
day season, as well as buy- 
ing of seasonal lines, was re- 
ported brisk. Dealers were 
informed that no one or two 
toys as yet seems to be mov- 
ing towards the “best seller” 
list but that about 10 toys 
show promise of high vol- 
ume sales this year. 


Dealers generally were op- 
timistic about 1961 sales vol- 
ume. Soft spots were noted 
earlier in the year, mainly 
on account of weather or 
lower employment condi- 
tions. However, dealers re- 
ported sales volume equal to 
or above the first five months 
of last year, with high hopes 
of even better sales in the 
final months. 


One area of the warehouse 
was cleared for exhibits by 
100 manufacturers. Another 
area was cleared to serve 
luncheons and dinner, and 


‘for the dealer meeting. 


Conducted tours of the 
warehouse were held 
throughout the two days. 
The warehouse is in a one- 
story building of about 400,- 
000 sq ft of space. 


Improvements already 
made in the building were 
pointed out by Richard 
Hesse, Ace president. These 
include paving over an in- 
door railroad siding. Also, a 
start has been made in re- 
building a truck dock at the 
rear of the building to ac- 
commodate 20 trailers. 


Other improvements an- 
nounced by Mr. Hesse in- 
clude installation of an over- 
head tow conveyor system. 

The warehouse storage 
area is arranged in two sec- 
tions. One section is for 
broken carton storage, an- 
other for full carton storage 
on pallets. An indoor rail- 
road siding is near the ship- 
ping area so full carload 
shipments can be moved di- 
rectly to the dealer’s perma- 
nent assembly spot on the 
shipping floor. 
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C. R. Spencer Manages 
Gates’ Hardware Sales 


Charles R. Spencer has 
been named manager of the 
automotive - hardware _ sales 
division of Gates Rubber Co., 
Denver. 

Mr. Spencer was manager 
of distributor sales for the 
industrial sales division of 
Gates, and then field sales 
manager. 

He made an important con- 
tribution to the industrial 
supply field with his address 
on “Customer Profitability 
Concept” at the Triple In- 
dustrial Supply Convention 
in Dallas in May, 1959. Mr. 
Spencer’s address was based 
on three years of research. 





R. SPENCER 


CHARLES 


Mr. Spencer replaces 
Drexel Minshall who resign- 


ed to become executive vice- 
president in charge of mar- 
keting for Perfect Circle 
Corp. 








MARSHALL JEPSEN 


W. D. Allen Elects 
Jepsen Vice-President 
W. D. Allen Mfg. Co., Bell- 
wood, Ill., has elected Mar- 
shall Jepsen vice-president of 
sales. He was sales manager. 
Mr. Jepsen has been with 
W. D. Allen since 1937 when 
he joined it as a Chicago area 


salesman. He became sales 
manager in 1959. 


Art Uhler Joins Staff 
Of Contract Hardware 
Arthur H. Uhler will join 
the staff of Contract Builders 
Hardware, Inc., Los Angeles, 
on July 1. 
Mr. Uhler began his build- 
ers’ hardware career in the 
1920s in the stock room of 


Union Hardware & Metal Co. 
and advanced to manager of 
the contract hardware de- 
partment. Later he joined 
The Stanley Works staff and 
became western regional 
manager of the hardware di- 


vision. More recently he was 


western regional director for 


Richards - Wilcox Mfg. Co., 
Aurora, Ill. 
Mr. Uhler is a charter 


member of the American So- 
ciety of Architectural Hard- 
ware Consultants, and was 
national president in 1955-57. 


ard 





ARTHUR H. UHLER 


Reflector Hardware 


Reflector Hardware Corp., 
Melrose Park, Ill., has moved 
its Los Angeles office, show- 
room and warehouse to 511 


W. Olympic Blvd. 


Cincinnati Group Buys Yuba Power Products; 


Changes Name to Magna Power Products 


Yuba Power Products, 
subsidiary of Yuba Con- 
solidated Industries, has 
been purchased by a Cin- 
cinnati management-invest- 
ment group, and the name 
changed to Magna Power 


Products Corp. 

The purchasing group is 
headed by the former man- 
agement of Yuba Power 
Products in conjunction with 
the investment brokerage 
firm of W. E. Hutton & Co. 

John R. Snowball, who 
was vice-president of Yuba, 
is heading up the manage- 
ment of Magna Power Prod- 
ucts. Others in the manage- 
ment group participating in 
the purchase are James A. 
Hallett, vice-president and 
general sales manager; Rob- 


ert Diefendorf, controller; 
Frank Fields, chief engi- 
neer. 

The company now manu- 


factures Choremaster and 
Tillsmith gasoline-powered 
garden tillers, Mighty-Moe 
electric tiller-floor polishers, 
Shopsmith multi-purpose 
wood working tools, Saw- 
smith radial arm saws, and 
Magna-line bandsaws, jig- 
saws, belt sanders, jointers 
and compressors. 

Mr. Snowball announced 
that no immediate changes 
in personnel are contem- 
plated, although some addi- 


tions may be made early 
next year preparing for new 
products to be added to pres- 
ent lines. Recently announced 
plans for a new plant in Cin- 


cinnati are going forward. 
Consulting engineers are 
preparing plans for a mil- 
lion dollar plant. 

Yuba Consolidated Indus- 


tries, in diversification moves 
into the consumer products 
field in 1958, bought Weber 
Engineered Products, Inc., 
Cincinnati, maker of Chore- 
master outdoor power equip- 
ment, and Magna Power Tool 
Corp., Menlo Park, Calif., 
maker of Shopsmith and 
Magna-Line home workshop 
tools. All manufacturing and 
sales functions were com- 
bined at Cincinnati. (See 
HA, Aug. 14, 1958, p. 142.) 


Distribution Meeting 
Dates Set For Sept. 


The first Industrial Distri- 
bution Conference will be 
held Sept. 11-12 at the Stat- 
ler Hilton Hotel in Cleveland. 
Invitations are being sent out 
to all members of the Ameri- 
ean Supply & Machinery 
Manufacturers’ Assn., Inc., 
National Industrial Distribu- 
tors’ Assn. and Southern In- 
dustrial Distributors’ Assn. 

(Continued on page 110) 








Principals in the Magna Power Products Corp. purchase are shown 
as the deal was being completed. From left, James M. Hutton Ill, 
J. R. Snowball, Fred Lindsey, J. A. Hallett, Robert Diefendorf, and 
L. W. Kyte. 
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“Won't stick 
to the floor 
either, only 
to the rug!” 
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Eilmer’s full line turns over fast. Profits go up. No wonder 
—with all the ads in top consumer magazines backing 
these great glues. Stock all of them. See your supplier 
or write Elmer, The Borden Co., Dept. HA-61, 350 Mad- 
ison Avenue, New York 17, 


N.Y. (Available in Canada.) BO RD EN 
©T.BC. 


Want more facts? Circle 176, p. 61 
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News of the Trade— 


New Store Keyed To Do-It-Yourselfers 





With more than 6000 sq ft of display area, the new Wetherill's 
Home Supply Center, Beverly, N. J., is aiming its sights at the 
do-it-yourselfer who owns his own home. The store features pre-cut 
lumber, built-ins such as custom kitchens, and even has a model 
home division for pre-fabricated dwellings. The Wetherill family— 
Pete, Don, and Scott—owns the store. And this unit is the second 
store to be opened. The original Wetherill Hardware and Lumber 
firm is still going strong in nearby Bucks County, Pa. Store man- 
ager for new outlet is Charles Cantz. Hardware and housewares 
manager is Len Shear, and Paul Righter manages the paint and 
sundries department. This highway store has four night openings, 
and ample parking to lure nearby Levittown residents from busy 


Route 130. 





brief reports of 


MANUFACTURERS SALESMEN 


@ Keystone Steel & Wire Co., Peoria, Ill.—Severri changes 
have been made in the merchant trade sales div. Cecil H. 
Hawkins, former district sales manager for the West Coast 
division, assumes direction of the San Leandro, Calif., 
warehouse. He succeeds C. E. Simon, who has retired. 
Stanley Brock, formerly district sales director of the South- 
east division, succeeds Mr. Hawkins. H. L. Stonner, former 
salesman, has taken over the Southeast post. Keith Sander- 
son replaced Mr. Stonner in southern Ohio. Eleven addi- 
tional counties have been added to Lee Gramm’s central 
Illinois territory. 

@ National Screw & Mfg. Co., Cleveland—John G. Stockly 
from representative to New York City district manager. 
He succeeds Glenn L. Money, who has moved into technical 
sales and research; Lee A. Almas from the Cleveland sales 
staff to Mr. Stockly’s territory in Rochester and upstate 
New York; Harry A. Ohlrich, also of the sales staff, to 
Cleveland and northwestern Cuyahoga County. 


@ A. Y. McDonald Mfg. Co., Dubuque, Iowa—L. C. Haack 
to cover Ohio, western West Virginia, western Pennsy]l- 
vania, and western New York State; Harvey B. Rhodes to 
cover Colorado, and parts of Wyoming and Nebraska; D. 
G. McClain to cover the New England states. 








@ Savogran Co., Norwood, Mass.—James L. Morris, Jr., 
veteran salesman, to district manager for northern Illinois, 
Wisconsin and Minnesota. He will work out of the Addison, 
Ill., offices of Savogran Co. of Illinois. 


@ Deming Co., Salem, Ohio—Larry Griehs has been trans- 
ferred from the Indiana, Ohio and Kentucky territory to 
the New England area. He will headquarter in Northboro, 
Mass. 


@ Stanley Tools Div., Stanley Works, New Britain, Conn. 
—Donald N. Molchan from representative to northeastern 
regional manager out of Windsor, Conn. 


@ Northern Fiberglass, Inc., St. Paul—Bernie Leinoff to 
cover northern New Jersey, New York City plus Long Is- 
land, Westchester, and the area north to Kingston. 


@® Hazel-Atlas Glass Div., Continental Can Co., New York 


—Donald J. Masters, formerly sales vice-president of Jean- 
nette Glass Co., to New York City district manager. 


@ Deming Co., Salem, Ohio—Dan W. Pfister, veteran pump 
salesman, to cover New Jersey ard northeastern Pennsyl- 
vania. He replaces the late Walte:: Brown. 


j 
@ Westclox Div., General Time Corp., La Salle, Ill.— J. S. 
Comer from Chicago regional manager to central manager. 





FOR 





METAL WARE | 
—— 7 











12 to 32-CUP PARTY FAVORITE 
SMART ... MODERN .. . DISTINGUISHED with 
exclusive complete coffee drainage feature. 
No Tipping . . . No Tilting! 

Attractive, self closing ‘'No-Drip'' faucet and 
Red Signalite that indicates when coffee is done 


PROMOTION PRICED 


All METAL WARE Coffee Makers 
are UL Approved and Made in 


U.S.A. spout . 


less 





SEE OUR EXHIBIT—BOOTH 547—DURING THE 
NATIONAL HOUSEWARES EXHIBIT, CHICAGO. . 





STYLED RIGHT...PRICED RIGHT. ..— 





No. 
12-CUP AUTOMATIC with FLAVOR SELECTOR 


Fully automatic with sturdy thermostat . . 
lustrous aluminum. Designed 
beauty and ‘lasting service. $10 95 


- OR... 


he METAL WARE Corporation 





GREATER SALES! 


HAS THE COMPLETE LINE OF 


ELECTRIC COFFEE MAKERS 





No. 58 
2-CUP "'COFFEE QUICKIE'’ 
Newly styled easy pouring lip spout.. 


1910 always stays clean. Durable element starts 


percolation quickly—delicious coffee every 
. drip- time. Great for home, students, travelers, 


- etc. $4.50* 


. (CORD SET EXTRA) 


WRITE FOR YOUR CATALOG . . . TODAY! 


*Mfg. Suggested Retail Price 


TWO RIVERS 
WISCONSIN 
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STOP and SHOP 


at the giant market showcase especially 
and exclusively designed for Eastern 
Housewares Buyers . . . displaying the 
latest in merchandise ready for your fall 


and holiday buying seasons. 


Attend 
EASTERN 
HOUSEWARES 
SHOW 


. a true housewares show for the 
industry ...in its number one market 


NEW YORK COLISEUM 
AUGUST 7-10, 1961 


SPONSORED RY DEPARTMENT OF COMMERCE 
& PusLic Evenrs, THe Ciry or New YorkK 


EASTERN HOUSEWARES SHOW 


28 East JacKSON BOULEVARD ¢ CuHucaco 4, ILLINO!s 
Phone: WEbster 9-0980 

* 

75 East 


Me Ue 


New 
NEw 


York OFFICE: 
York 22, 


FIFTY-FIFTH ST. 
PHONE: PLAZA 5-1123 


HALL-ERICKSON, INC. 


(formerly A. B. Coffman Associates) 


SHOW MANAGERS 





Want more facts? Circle 178, p. 61 


| FULTON, 


oe ee Pie. 
0 ees ¥ 


HERE'S A PAIR OF BEAUTIES THAT ARE... 


"designed for \ 


" Volume sales! 
i ~~ 








See 





MODEL WI-250 


This modified ranch style mail 
box will accommodate all classes 
of mail... and its popular 
price plus its proven success 
makes it an excellent 


promotional number. 


MODEL WI-350 


A year round favorite 
with all classes of trade, 
this attractive, sturdy mail box 


has all the features of boxes 





costing much more. 
Accommodates all classes 


of mail. 


Vv Yy 


Write for full details today 


PATENT NOVELTY CO. 


ILLINOIS * DEPT. HA 
Want more facts? Circle 179, p. 61 
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DIRECT SALES- 
APPEAL TO THE 
» LADIES! 












er a 
Wane 
. Cove FOR 190 


Every retailer knows that the 
ladies buy most of the _ self- 
adhering decorative plastic used 
in the home. The exquisitely 
beautiful new pastel patterns of 
Cover ‘IT’, while thoroughly liked 
by men, do attract the feminine 
buyer. 
CoverIT’ now is EASIER THAN 
EVER TO APPLY. New easy- 
release backing is combined with 
an improved, stronger adhesive. 
To cover large areas, all that is 
required is to lightly moisten the 
area with a sponge dipped in a 
solution of detergent and water. 
Then, when the Cover‘IT’ is ap- 
plied to the surface, it slides into 
the exact position desired. When 
the moisture evaporates, new im- 
proved pressure-sensitive Cover- 
‘IT’ hugs the surface wrinkle-free 
right where it’s supposed 
to be! 





FREE DISPLAYS! 


pone 


e Dispenser Rack 
for 15 and 30 
yd. rolls. 

® Wire Counter- 
Shelf-Island Rack 
for 2 and 4 yd. 
rolls. 

© Cardboord Island 
Display. 














7 


fo tc yer 


per 





ps 
- 
a> 
ae 


ee ae. 2 rm 
eg ms ¢ 
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Racks have dispensers for our do-it- 
yourself literoture. 


Top to bottom: 


Fleur de Lis, 
gold on white; Clown Stripe, 
gold, aqua, yellow and black; 
Ribbon Rose, three shades, lilac, 
blue, and pink; Nocturne, two 
shades, pink and lemon. Sam- 
ples, and color sheet 
sent on request. 


All rolls 18'' wide... 
2 YD. ROLL, RETAIL, 98c, pre-priced 
4 YD. ROLL, RETAIL, $1.98, pre-priced 
DISPENSER ROLLS, RETAIL, 49c per yd. 
catalog Nationally Advertised in Magazines Reach- 
ing Nearly 8,000,000 Homes Every Month. 


SOLD NATIONWIDE THROUGH LEADING JOBBERS 


e 9 SUPERIOR, SELF-ADHERING 
OVE DECORATIVE PLASTIC... 


MADE OF IMPERIALYTE . . . THE 
MIRACLE PLASTIC SHEETING BY 


AFFILIATE OF ATLANTIC TUBING & RUBBER CO. 
MILL STREET * CRANSTON 5, RHODE 
See Us At Booth No. 1302 National Housewares’ Show, Chicago 
Want more facts? Circle 180, p. 61 
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News of the Trade— 
brief reports of 


MANUFACTURERS SALESMEN 


@ Joseph C. LaRocco, Chicago—Mr. LaRocco, a veteran of 
the hardware wholesale industry, has opened his own agency 
at 4042 W. Kamerling Ave. to cover the greater Chicago 
area. He started his hardware career in 1923 as a stock 
clerk with H. Channon Co., Chicago. Mr. LaRocco then 
joined Hibbard, Spencer, Bartlett & Co. and later Ace 
Hardware Corp., both wholesalers in Chicago and then 
Cotter & Co., dealer-owned wholesaler, also of Chicago. 
Most of Mr. LaRocco’s experience in hardware is as buyer 
of tools, mill supplies and paint sundries. 


@ Moll & Associates, Clayton, Mo.—W. E. Moll, Jr., has 
formed this agency for housewares, sporting goods and 


leisure lines. The agency, at 7542 Byron PIl., covers 
Missouri, Kansas, lowa, Nebraska and southern Illinois. 


There are three experienced men in the agency, including 
Mr. Moll, who was sales manager of non-electrics with 
Knapp-Monarch Co., St. Louis. 


@ Tighe & Berdan Manufacturers’ Representatives, 
Sturgis, Mich—Jack Tighe and Jack Berdan, sporting 
goods representatives, have formed this agency. Area 


covered is Michigan, Indiana, Ohio, Chicago, IIll., and Louis- 
ville, Ky. Offices are at 115 S. Monroe St., Sturgis, and 
536 Fremont St., Bronson, Mich. Lines handled include 
Bronson Reel Co., Weber Tackle, and Marble Arms Corp. 


@ Sierk & Loving, Inc., Dallas, Texas—This new agency 
will be formed on July 1 when David L. Loving, Jr. joins the 
Herbert Sierk agency of Dallas. Mr. Loving was purchas- 
ing director of Southwestern Drug Corp. The new agency, 
with headquarters at 2705 Canton St., will cover Texas, 
Arkansas, Louisiana and Oklahoma. 


@ Martin Co. of Philadelphia and Flynn-Gee & Co. of Ard- 
more, Pa., will merge July 1. The new company will be 
known as Martin-Flynn-Gee & Associates. Offices will be at 
121 Coulter Ave., Ardmore. Both firms are manufacturers’ 
agents in the housewares industry. 


@ G. W. K. Voigt Co., which has just moved from Chester 
Heights, Pa., to Media, Pa., has announced that Tom Voigt, 
Jr. recently joined the firm. Mr. Voigt represents the third 
generation of the Voigt family to come into the business. 
The firm’s new street address is 333 W. State St. 


@ Lawson H. Yates Co., Nashville—Gene Doyle, a veteran 
of the hardware wholesale trade, has been appointed a rep- 
resentative for this agency. Mr. Doyle will cover Mississippi 
and parts of Tennessee out of Memphis. 

@ V.S. Nevius Co., Atlanta, Ga.—Louis Nicosia, formerly 
with Ekceo Products Co., has joined this agency. He will 
live in Charlotte, N. C., and cover the Carolinas. 


@ Rooto Corp., Detroit—Southern California and Arizona 
to Ted Grayson & Associates, Sherman Oaks, Calif. 








are available from Eastern 
Lawn, Garden & Allied Prod- 
ucts Trade Show, 331 Madi- 
son Ave., New York 17. 


A. O. Beyer Is Elected 
Coleman Vice-President 


Eastern Garden Show 
Seen Setting Records 


The Eastern Lawn, Garden 
& Allied Products Trade 
Show will be held at New 
York City’s Coliseum, Oct. 
20-22. It is expected to be 





ISLAND | 


“the largest trade show de- 
voted exclusively to garden 
supply ever held anywhere,” 
according to managing direc- 
tor Frank M. Yeager. 

Exhibitor space reserva- 
tions have passed the 100 
mark, Mr. Yeager said, for 
“the only show of its kind to 
be held in the East this 
year.” 

Information and floor plans 


Coleman Co., Inc., Wichita, 
Kan., has elected A. O. Beyer 
a vice-president of the com- 
pany. He continues as gen- 
eral manager of the outing 
products division. 

Mr. Beyer began his career 
with Coleman 35 years ago 
as a district representative 
in Iowa. He became general 
manager in 1958 and a mem- 
ber of the board in 1959. 








THE PERFECT XMAS GIFT ITEM 
40 Million Rotisserie Owners | 
Have Been Wishing For : 





‘ROTISSERIE BROILER BASKET’’ 





- vo to 
'* 4 positions 


: ase" -$3.98 Retail © 
_ ITS SO EASY TO BROIL ALL CUTS OF MEAT | 


AND VEGETABLES THE GREASELESS WAY. 
| promotionally priced — full freight allowed 
SEE US IN BOOTH 


EXHIBIT, JULY 10-14 29] 


ANOTHER NEW QUALITY PRODUCT 
FROM HEWITT BROS. MFG. CO. 












NATIONAL HOUSEWARES 
McCORMICK PL. CHICAGO, ILL. 


National City, Calif. <i> 
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A  sellingest 
house number 
display ever offered 


Always orderly—sales inviting 
—not a dust catcher. Each 
spindle stocks as well as sells. 
Perfect for quick spot-checks. 
Display FREE with #1 or #101 
Assortment of 1I2 doz. asst. 
B-10 or R-I10 3'/2'' Numbers, 
plus Frames and Lawn Stakes. 
Retatils $21.90. 


ORDER FROM YOUR JOBBER 
Hy-Ko Products Co., Cleveland 3, 0. 


O READ- 
Uma EASIEST T 
“Ail TALL ALUMINUM ASE on NIGHT 


= titer nuMMBERS ¢ 





GALVANIZED 
COPPER 
BRASS 
BETTER HOUSEHOLD 
BLACK HARDWARE SINCE 1872 
E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
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Organize, once and for aI _|| 
GARAGE, BASEMENT, FARM SHOP, ~- 
INDUSTRIAL STORAGE 

HERCULES HOOKS slip over the common 1”x4” board 


(Patent Applied For) 




















@ No difficult installation 








e No perforated wallboard 


e Goes up on— 
Unfinished walls 
Finished walls 
Masonry walls 





What a 
Mess 
Before! 


Simple and 
Neat with 
Exclusive 
Hercules 


FREE DISPLAY 
with the purchase of 
PROFIT ASSORTMENT 
HD-200 
NOW! Assortment includes 


economy pack starter kits! 
Hercules is hot—order now! 





SEE US AT NATIONAL HOUSEWARES 
SHOW—Chicago BOOTH 2826 


The KERR WIRE PRODUCTS CO. 


Illinors 


933 North Cicero Avenue, Chicago 51 





Reynolds Aluminum Center 


| Hold Joint Outing 


makes money for you: 


with a turnover of 4 to 7 times a year 
per dollar invested! 


with a compact floor space of less 
than seven square feet! 


with automatic suggested selling 
of related items! 


Promote this “extra salesman.” Keep it in the midst of 
customer traffic; keep it clean and attractive; keep it well 
stocked. No warehouse storage worries; the top dis- 
tributors coast-to-coast carry the full line of Reynolds 
Do-It-Yourself Aluminum for prompt service, immediate 
delivery. Contact your local distributor or write direct 
to: Reynolds Metals Company, Richmond 18, Virginia. 


4 : ee 


NEW! Aluminum corners 
for plywood. Eliminate 
1i3 joining problems! 


PP BT 


f REYNOLDS ALUMINUM CENTER \j) 


a_i. 
«if " 

























Reynolds Metals Company - Richmond 18. 
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| Hardware 


—News of the Trade— 


New England Groups 


The Yankee Hardware 


Men and the New England 
| Hardware Associates, an af- 


filiate of the New England 
Dealers Assoc., 
held a joint golf outing on 
June 5 at South Shore Coun- 
try Club, Hingham, Mass. 
John Tole won the top 
golfing prize called the Paul 


Revere Bowl. William 
Naughton headed the ar- 


rangements committee for 
the outing. 


Westinghouse Names 
Byrne to Sales Post 


W. M. Byrne has been 
named national sales man- 
ager of the Portable Appli- 


ance Div., Westinghouse 
Electric Corp., Mansfield, 
Ohio. He succeeds R. C. 


Ellsworth who has resigned. 


Mr. Byrne was eastern 
regional manager for the di- 
vision for the last three 


years. Before that he was 
merchandise manager of the 
division’s electric housewares 
department. Mr. Byrne join- 


ed the company as a head- 
quarters representative on 
national accounts after sev- 
eral years association with 
Evans Products Co. 


George Glasser Gets 
Myers Promotion Post 


F. E. Myers & Bro. Co., 
Ashland, Ohio, has appointed 
George P. Glasser sales pro- 
motion manager. He was 
with American Cyanamid Co. 
in the public relations depart- 
ment. 


Mr. Glasser will handle 
sales promotion and _ pub. 
licity for Myers. He will 


also edit the dealer publica- 
tion, ““‘Waterway.” 


Gamble-Skogmo Names 


J. L. McNaught, former 
president of Western Tire 
Auto Stores, has been named 
retail operations manager by 
Gamble-Skogmo, Inc., Min- 
neapolis wholesaler. Gamble- 
Skogmo recently sold its for- 
mer subsidiary, Western 
Tire Auto Stores, to Repub- 
lic-Transcon Industries (see 
HA, May 4, p. 118). 





Distribution Meeting 
Dates Set For Sept. 

(Continued. from page 105) 

The two-day program will 
begin with a luncheon meet- 
ing on Monday at noon. 
Guest speaker will be Fred- 
erick H. Mueller, former sec- 
retary of commerce. 

Session No. 1, after lunch, 
will deal with the impact of 
foreign competition on indus- 
trial distribution. Speaker 
will be William K. Downey, 
Skil Corp., and the moderator 
will be William A. Ferguson, 
Standard Electrical Tool Co. 

Panel members: J. Dudley 


| Lockrem, Scully-Jones & Co.; 
_Edward R. Burkardt, Jr., J. 
|H. Williams & Co.; John N. 
| Failing, Jr., Chas. A. Stre- 


linger Co.; and H. F. G. Hin- 
son, Jr., Noland Co., Inc. 
Session 2 will cover the 


| Robinson - Patman Act. 


| Speaker, 


Lowell B. Mason, 
attorney, former member of 


the Federal Trade Commis- 


| Wagner 


sion. Moderator, W. R. Kun- 

kel, Boston Gear Works. 
Panel: Glen H. Treslar, 

Black & Decker Mfg. Co.; 


| Donald L. Price, Norton Co.; 


H. Verne Loeppert, Boyd- 
Co.; Heskett H. 
Kuhn, Hardware & Supply 
Co. 

Session 3, on Tuesday, 10 
a.m., will cover the subject, 


“An Industrial Distributor 
Can Make Money.” Speaker, 


‘George D. Wilkinson, George 


D. Wilkinson Co. Moderator, 
Robert L. Hamilton, Dumore 
Co. 

Panel: Tom M. Nelms, 
Wessendorff, Nelms & Co.; 
David B. Schuler, Erie In- 
dustrial Supply Co.; Robert 
M. Fridrich, Orr Iron Co.; 
Thomas H. Clynes, Squier, 
Schilling & Skiff, Div. of Al- 
ban Corp. 

Session 4 will cover the 
subject, “Why My Company 
Does, And Why My Company 
Does Not, Buy Through In- 


dustrial Distributors.’’ 
Speaker, Hugh W. Lloyd, 
Jack & Heintz, Inc. Modera- 


tor, Paul Farrell, Purchasing 
Magazine. 

Panel: Fred C. Emerson, 
Spartan Saw Works, Inc.; 
W. L. Neilson, Jr., Greenfield 
Tap & Die; Harold L. Sand- 
ers, Pesco Products Div., 
Borg-Warner Corp.; George 


Fay, Addressograph - Multi- 
graph Corp. 
There will be a cocktail 


party on Monday from 5 to 
6:30 p.m. and a breakfast 
meeting on Tuesday at 8:30 
a.m. 

Speaker for the closing 
luncheon meeting on Tuesday 
is Henry Bund, of the Re- 
search Institute of America. 












you can take advantage of a symbol that promises gracious living... 


What other products for the home promise so 
much — quality, prestige and continuing pleasure? 

The Duncan Hines name symbolizes an “adven- 
ture in good eating’ —- gracious living — warm 
hospitality. That’s why your customers 
will react not only to the quality of 
the products themselves, but also to all 
the pleasures the Duncan Hines name 
implies. 

Duncan Hines products for the home have added, 
built-in value — for the customer, the promise of 
gracious living; for you, the assurance of greater 
volume, increased turnover and customer satis- 
faction. 


HINES-PARK FOODS, INC., 408 EAST STATE STREET, ITHACA, NEW YORK 
Want more facts? Circle 186, p. 61 











uct you are interested in, write to the ° 


Makes It” Editor. HARDWARE ARE | cides 
He'll be glad to | GARDEN GENIE 


serve you. 





Changes aplaianmenaee te N OW | a really 


trade names are constantly being added to the 


listings for the next Directory Number of HARD- new...versa f // > 
WARE AGE °* Therefore, if you do not find in the | | 
current issue of the Directory Number the aa / aw af) d 9g af / eC/) j 


Philadelphia 39, Pa. 








Chestnut & 56th Sts. | 





RECT : eau 
ol e sweeps 
"THE SNOW WHITE PLASTIC IN A TUBE 
is a 
Tu Bo TILE 
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e fertilizes 







19° 


Powered by 
water pressure. 
Attaches to any 
garden hose. 


e washes 












APPLIES liquid and soluble fertilizers! SPRAYS insecti- 
cides, fungicides. KILLS WEEDS safely, surely. SWEEPS 
lawns, driveways and patios! Nothing to carry, nothing to 
pump. Does the combined work of fertilizer applicator, 
sprayer, hose attachments, garden rakes, sprinklers, soakers. 
Unbreakable gallon plastic jug pre-mixes and delivers up 
to 60 gallons of any liquid or soluble garden-lawn solution. 
Lightweight, sturdy construction; will not corrode or clog. 
Spray-gap prevents backing up in water supply line. No 





7LZ 
ht, 





iT! 





DE WITT PRODUCTS CO ae, spray “blow-back,” no dripping on your clothes. Instant 
5858 PLUMER ST. + DETROIT 9, MICH. 


finger-tip on-off control provides wide pressure range. 
Dealer Inquiries Invited « Sawyer’s, Inc., Portland 7, Oregon 
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News of 


Stambaugh-Thompson’s 13th Hardware Store 





Stambaugh-Thompson Co., Youngstown, Ohio, recently opened this 
store in New Castle, Pa. (see HA, June 15, p. 90). This branch is 
the 13th store to be opened by the firm. Store hours are from 10 a.m. 
to 9 p.m. daily. Charles Hardy is manager. 





Committee Selecting 
Exposition Awards 


Suitable awards to present 
to winners in the Hardware 
Packaging Exposition are 
being considered by a com- 


VICTOR GELB 


mittee headed by 
Gelb, of Woodhill 
Corp., Cleveland. 

The Exposition 
held during the National 
Hardware Show in McCor- 
mick Place, Chicago, Oct. 2 
to 6. Awards will be an- 
nounced on Oct. 4. 

Entries will be accepted 
for the Exposition until 
Aug. 1. Manufacturers of 
hardware and housewares 
merchandise can get entry 
blanks from the Packaging 
Institute, 342 Madison Ave., 
New York 17. 


Victor 
Chemical 


will be 


Stratton & Terstegge 
To Close Branch July 1 


Stratton & Terstegge Co., 
Louisville wholesaler, is clos- 
ing its Birmingham, Ala., 
branch July 1, and will serve 
Birmingham area customers 
out of Louisville. 

The Birmingham branch 
was established in 1948 as a 
heavy steel goods warehouse. 
Equalization of freight costs 
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on steel products later wiped 
out the advantage of the 
warehouse. The branch then 
was converted to a plumbing 
and builders’ hardware spe- 
cialty house, with general 
hardware lines handled out 
of Louisville through a daily 
truck delivery service. 
Changes in sales territory 
boundaries now make it more 
economical to handle all de- 
liveries out of Louisville, the 
company announced. 


Portable Electric 
Has 16 New Products 


Sixteen major new prod- 
ucts will be introduced in the 
near future, and 12 more ma- 
jor products are in the re- 
search and development 
stage. 

This was announced by 
Portable Electric Tools, Inc., 
Geneva, Ill., during dedica- 
tion ceremonies of its new 
210,000 sq ft plant and office 
building erected to meet the 
company’s integrated manu- 
facturing operations. 

The company also. an- 
nounced that it is exploring 
nickel-cadmium rechargeable 
batteries and other integral 
power concepts such as fuel 
cells, solar energy cells and 
thermoelectric generators. 

Among new products dis- 
cussed are a vane-type pump 
with built-in motor, and a 
two-motion sander balanced 
for both oscillating and re- 
ciprocating motions. 

New products will be re- 
leased on a scheduled basis 
so the manufacturing divi- 
sion can move into produc- 
tion on an item or two at a 
time. Three management 
committees, the company 
pointed out, guide product 
development. 
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the Trade 


COL. A. T. MILLER 


A. T. Miller Elected 
By Cleveland Cleaner 


Col. A. T. Miller has been 
elected a vice-president of 
Cleveland Cleaner & Paste 
Co., Cleveland. He continues 
as an assistant to the presi- 
dent. 

As a vice-president, Col. 
Miller will be in charge of 
sales and advertising of all 
company products. This in- 
cludes all toy items made by 
Climax Industries, a subsidi- 
ary of Cleveland Cleaner. 


Western Tire Elects 
M. H. Shabat President 


Morris H. Shabat, for- 
merly with Goldblatt Bros., 
Chicago, has been. elected 
president of Western Tire 
Auto Stores, Inc., also of 
Chicago. Mr. Shabat’s elec- 


tion comes on the heels of 
Western’s purchase by Re- 
public- Transcon Industries, 
Inc., Beverly Hills, Calif. 
(see HA, May 4, p. 118). 

Other top level changes 
have also been made follow- 
ing the resignation of James 
McNaught, former president, 
who has joined Gamble- 
Skogmo, Inc., former owners 
of Western. 

Gerald J. Griffith has been 
elected executive vice-presi- 
dent. The former sales man- 
ager has been with Western 
for 25 years. Also, Edward 
H. Collins has been promoted 
to secretary-treasurer from 
credit manager. Other execu- 
tives continue in their posts. 


William Burke Named 
By American-Lincoln 


William Burke has heen 
named to the newly created 
post of eastern’ regional 
sales manager by American- 
Lincoln Corp., Toledo, Ohio. 
He will headquarter in Phil- 
adelphia. 

Mr. Burke will direct sales 
activities for the American 
Power Tool Co. and Amer- 
ican Floor Machine Co., 
both divisions of American- 
Lincoln. 

Before he joined Amer- 
ican, Mr. Burke owned a 
manufacturing company in 
the floor maintenance field. 
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William E. Buelow 


William E. Buelow, 65, 
eastern Michigan sales man- 
ager for Patterson-Sargent 
Div., H. K. Porter Corp., 
died suddenly June 1. He 
was chairman of the execu- 
tive committee and one of 
the founders of the Hard- 
ware Oldtimers Assn., and 
also an associate member of 
the Michigan Retail Hard- 
ware Assn. 


Alfred Miller 


Alfred Miller, 
sentative for W. 
Co., Montpelier, Ohio, died 
suddenly June 2 in Fall 
River, Mass. Mr. Miller, in 
Washington, D. C., until re- 
cently, had been with Heller 
since 1932. 


Albert L. Distad 


Albert L. Distad, 66, for- 
mer manager of the build- 
ers’ hardware department of 
Ernst Hardware, Seattle, 
Wash., died June 2 at his 


70, repre- 
C. Heller 


Seattle home following a 
long illness. Mr. Distad was 
a member of the Builders’ 
Hardware Assn. of Wash- 
ington and the American So- 
ciety of Architectural Hard- 
ware Consultants. 


W. Frankie Jones 


W. Frankie Jones, 56, for- 
mer hardwareman of Ozona, 
Texas, died June 3 of a heart 
attack. Mr. Jones was a for- 
mer employe of Findlater 
Hardware Co., San Angelo, 
Texas, wholesaler. 


Charles Hughes White 


Charles Hughes White, 43, 
owner of Charley White 
Hardware store in Columbia 
City, Ind., died at his home 
June 4, 


Jules Goldberg 


Jules Goldberg, 66, owner 
of Flatbush Hardware Store, 
Brooklyn, died recently fol- 
lowing a short illness. 





Fishing Tackle Group 
Changes Name, Officers 


The Associated Fishing 
Tackle Manufacturers group 
has changed its name to 
American Fishing Tackle 
Manufacturers Assn. Head- 
quarters remain in Chicago. 

New officers were also 
elected during the recent 
28th annual meeting. They 
are: president, Robert Mor- 
tensen, Louis Johnson Co., 
Highland Park, Il; first 
vice-president, Arthur W. 
Agnew, Sunset Lines, Peta- 
luma, Calif.; second vice- 
president, Jerry M. Buening, 
Dayton Bait & Marine Prod- 
ucts Co., Dayton, Ohio; third 
vice-president, Frank P. De- 
Witt, DeWitt Plastics, Au- 
burn, N. Y. 

A. J. Boehm was reelected 
executive director and secre- 
tary-treasurer., 





Dates Announced For 
Wholesalers’ Shows 


Amarillo Hardware 
Co., Amarillo, Texas, 
Annual Fall Merchan- 
dise Market, Aug. 13- 
14, at Commercial Ex- 
hibits Bldg., Tri-State 
Fair Grounds, Amarillo, 
Texas. 





Stratton & Terstegge 
Co., Fall Dealer Show, 
Sept. 3-5, at company’s 
main office bldg., 16th & 
Main Sts., Louisville, 
Ky. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the “onvention 
Calendar on page 88. 











Mrs. Liberty Winner 
Shops at Arrow Store 


A customer of the Arrow 
Hardware store in Ventnor, 
N. J., was top winner in the 
recent Mrs. Liberty Contest 
conducted by Liberty Retail 
Stores who are sponsored by 
Supplee-Biddle-Steltz Co., 
Philadelphia wholesaler. The 
prize was a two weeks’ vaca- 
tion at Miami Beach won by 
Mrs. Alfred Davis. 

Customers of the following 
stores also were winners: 
La Rue Hardware, Shilling- 
ton, Pa.; Acme Hardware, 
Trenton, N. J.; Theron L. 
Miller, Hellam, Pa.; Hollins 
Hardware, Philadelphia; De- 
Frehn, Langhorne, Pa.; 
Harry’s Lafayette Hardware, 


Lafayette Hill, Pa.; Wm. E. 
Myers & Son, Philadelphia; 
Carroll J. Riley, Inc., Bridge- 
ton, N. J. 


David Sinclair Joins 
Crescent Niagara Corp. 


David T. Sinclair, former 
manufacturers’ representa- 
tive, has been named market 
development manager of 
Crescent Niagara Corp., Buf- 
falo, N. Y., industrial hold- 
ing company. 

He will have special sales 
and marketing responsibili- 
ties for Crescent Niagara 
and its divisions — Crescent 
Tool Co. and Buffalo Sinter- 
ing Div. 

For the past 18 months, 
Mr. Sinclair has operated his 
own agency. Before that he 
was associated with Buffalo 
Bolt Co., North Tonawanda, 
for 20 years where his final 
post was central sales man- 
ager. 


Melvin Kraemer Joins 
Corning Glass Works 


Melvin Kraemer, a veteran 
of 33 years in the hardware 
industry, has joined the sales 
staff of the consumer prod- 
ucts division of Corning Glass 
Works. He operated his own 
store, Kraemer Hardware, 
in Marysville, Kan., for the 
past 16 years. 


Mr. Kraemer is a _ past 
president (1958-59) of the 
National Retail Hardware 


Assn. and was elected to the 
association’s board of gover- 
nors in 1950. 


Hayes-Sammons Names 
Andrews to Store Div. 


Ed Andrews has been ap- 
pointed general manager of 
the retail store division of 
Hayes-Sammons' Chemical 
Co., Mission, Texas. 

Mr. Andrews, a _ veteran 
hardwareman, was with Boca 
Chica Hardware Co., Browns- 
ville, Texas wholesaler, for 
six years before’ joining 
Hayes-Sammons. Before that 
he had been associated with 
Corpus Christi Hardware Co., 
Hill Hardware & Implement 
Co. and Buhrmann - Pharr 
Hardware Co. 


Toy Buying Increases 
At Piedmont Show 


A substantial increase in 
dollar volume and dealer at- 
tendance at the sixth annual 
Toy and Housewares Show 


News of the Trade 





Panel Highlights Builders’ Hardware Meeting 





A highlight of the 16th Annual Pacific Coast Builders’ Hardware 
Conference was this panel on personnel. The panel was moderated 
by Ralph Yambert, left, who owns an ad agency in Los Angeles. 
Other panel members, left to right: John T. Wennerberg, West & 
Co., Los Angeles; Robert E. Badham, Hoffman Hardware Co., Los 
Angeles; Richard L. Hay, Daniel C. Hay Inc., Beverly Hills, Callif.; 


and, J. 


O. McAleer, Builders Hdwe. & Supply Co., Los Angeles. 


About 300 persons attended the conference held in May at the El 


Mirador Hotel, Palm Springs. 





of Piedmont Hardware Co., 
Danville, Va., wholesaler this 
month is reported by E. C. 
Bradford, executive vice-pres- 
ident. 

The three-day show was 
held in the company’s sales 
display room. A buffet dinner 
was served on the second eve- 
ning to about 150 toy and 
housewares dealers. A _ toy 
manufacturer presented a 
film and conducted a discus- 
sion of new products. 


Dempster Mill Names 
Crone Sales Manager 


Forrest R. Crone has been 
named sales manager of the 
water supply and _ jobbing 
goods divisions of Dempster 
Mill Mfg. Co., Beatrice, Neb. 
This is a newly created post. 

Mr. Crone is_ responsible 
for all sales of Dempster 
Water Systems and _ allied 
plumbing supplies and fix- 
ture lines. R. E. Lindell con- 
tinues in charge of distribu- 
tor and export sales. 

Mr. Crone has been with 
Dempster for 26 years and 
was assistant manager of the 
water supply division before 
his new appointment. 


Allied Western Plans 
July 1 Relocation 


Allied Western Distribu- 
tors, Inc., San Francisco, will 
move to larger quarters on 
July 1 at 475 Brannan St., 
San Francisco. 

The new building is a one- 
floor structure with 30,000 
sq ft of warehouse and office 
space. Allied plans more ex- 
pansion later this year with 
additional warehousing in 
the Northwest. 


Pfanstiel Hardware 
Names Robert Feenick 


H. Pfanstiel Hardware 
Co., Pearl River, N. Y., has 
appointed Robert A. Feenick 
sales manager. 

Mr. Feenick, who is also a 
lawyer, will direct sales and 
customer relations through- 
out the United States and 
Canada. 





ROBERT A. FEENICK 


Bright Star Elects 
Bishop Vice-President 
Charles F. Bishop, 


merly general sales manager, 
has been elected executive 
vice-president of Bright Star 
Industries, Clifton, N. J. 

Mr. Bishop has been with 
Bright Star since 1960. Be- 
fore joining the firm he was 
general manager of a re- 
search branch of John 
Mather Lupton Co. 


for- 


Westclox Appoints 


Jay H. Finnell has been 
appointed product manager 
of watches for the Westclox 
Div., General Time Corp., 
New York. Mr. Finnell has 


been with the firm since 1959, 
was named Eastern regional 
sales supervisor last May. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Se: solid, maximum 50 words 
Each additional word.. 


Positions Wanted 


(Speciao! Rate) set solid, maximum 
50 words , 
Each additional word 

Allow Seven Words for Keyed Address 


or Your Address 


$2.00 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa 


NOTE: Sampies of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


sutficient postage for remoailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order. payable to HARD. 
WARE AGE—Classified Section, not currency 
or stomps 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





WANTED 


A TOP Rep, by a AAA Hardware 
manufacturer. Opening in California, 
North and South Carolina territories. 
If you are now selling Hardware Job- 
bers and Builders Hardware accounts; 
if you know how to create sales and 
get the maximum results from this ter- 
ritory, you may be the man to fill this 
vacancy. 

Write complete resume to 

Towne Hardware Division of the 


YALE & TOWNE MFG. 
144 E. 44th St. N.Y. 17, N.Y. 











REPRESENTATIVES WANTED 


Proven line available for most territories 
for direct-to-dealer representatives call- 
ing on hardware, lawn and garden and 
Re- 


peat business annually runs 6 times ini- 


similar retailers and key accounts. 


tial sale. Biggest commissions in indus- 


try. Supply territory and other details. 


Box 625, c/o HARDWARE AGE 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Leading midwestern wire and 
cable Manufacturer setting 


up complete division of cord 
sets, trouble lights, automo- 
tive wire, etc., wants represen- 
tatives with a following in job- 
ber, automotive, and specialty 
fields. Most Territories open. 


Replies held in confidence. 


Box 618, c/o Hardware Age 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















MANUFACTURERS’ REPRESENTATIVE 
WANTED 


Sell Nationally Advertised Line to Hardware, Elee- 
trical and Automotive Jobbers. Opportunity to eash 
in on fast selling Electrical Cireuvit Tester. Re- 
tails for only $!. Some good territory open 
several states. 


BURNWORTH TESTER CO., Dept. HA 
5 Pomona Ave., Ei Cerrito 8, California 





GARDEN TOOLS 


Nationally known manufacturer will have fol- 
lowing territories open to experienced gar- 
den supply representatives. New England, 
East North Central, West North Central, 
South Atlantic, West South Central, Mountain 
States. Send full details in first letter. 

ox 636, c/o HA ARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALESMEN WITH A FOLLOWING in 
hardware, lawn and garden and variety stores 
to sell a mew crack sealer for cement and as- 
phalt. Product has undergone extensive testing 
in all types of weather, proven satisfactory at 
airports, swimming ls, etc. Samples and de- 
tails from Sealex Corp., 14% W. Lincoln Ave., 
Mount Vernon, N. Y. 





REPRESENTATIVES AND  DISTRIBU- 
TORS WANTED also Wagon Jobbers for im- 
proved version of two small household products 
handled by every Hardware, Variety and Depart- 
ment Store. Units small, commission high, turn. 
over steady. Good extra income for established 
territories. Write for details. Handell Heok Com- 
pany, 8811 Garfield Blvd., Cleveland 25, Ohio. 
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SALESMEN 


calling on hardware stores! Carry our 
line of plumbing and hardware special- 
ties. Territories open east of Miss. Good 
commissions. 50 year old firm. Write for 
details. 

519, e/o HARDWARE AGE 








Box 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS’ AGENTS FOR FAST 
MOVING BUILDING MATERIAL ITEM: We 
need manufacturers’ agents to handle a new 
contact cement to be offered at competitive 
— This is a proven product of the highest 

iality which has been awarded the Good House- 
Seeping seal. Territories available: Eastern Wis- 
consin, Illinois, Indiana, Michigan, Kentucky, 
West Virginia, Virginia, Tennessee, North Caro- 
lina, South Carolina, Georgia, Alabama, Missis- 
sippi. Box 635, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


BEST EARTH ANCHOR MADE 
into hard rocky or rooty ground. Used by 
tary as well as farmers. Easy in-easy out. 
fences, grain bins, small buildings. 3000 deal- 
ers already handling. Good commission. Main 
1 side line. Sold direct to dealers. Hiram E. 
Barber Co., Crete, Nebraska. 


Screws 
Mili- 
For 





Portland/Seattle/Spokane/Denver 
DISTRIBUTORS 


Complete line of all-season home prod- 
ucts and weatherstripping, sold for 25 
years in the south west, now offered 
in these areas on an exclusive basis. 
Proven, self-selling display merchandiser 
for retail stores, first and only one of 
its kind. Aggressive small distributor 
preferred to giant where our product 
would be just one of the bunch. Full 
discounts. Write complete information 
in first letter; i will arrange to see you 
in your office soon. Lon Schultz, Western 
Weatherstrip Company, P.O. Box 186, 
Monterey Park, California. 








DISTRIBUTORS WANTED 
FOR EXCLUSIVE LINE OF 
IMPORTED BRASS PADLOCKS 


Box 637, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MANUFACTURERS REPRESENTATIVES 
calling on hardware jobbers and discount depart- 
ment stores to sell quality imported hardware, 
tools and garden equipment for direct European 
factory representatives. All of our factories’ nme 
are featured in one illustrated catalog with 
prices FOB New York City or your customers 
choice of port of entry. Mondial United Corp., 
Hardware Division, 532 Madison Avenue, New 


York 22, 


SALES REPRESENTATIVES: 
board, New England, 
West Territories open. 
utor of METAL 


selling Industrial, 


Eastern Sea 
South Eastern and Middle 
Leading N. . Distrib 
FASTENERS desires men now 
Electronic, Furniture’ Firms, 
etc., to carry our line. Excellent commission 
arrangements; sales aids, catalogs and price 
lists supplies. Box 634, c/o Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


WANTED . TOP LEVEL NATIONAL 
SALES ORGANIZATION: Must be “in” with 
major stamp plans, catalog houses, chains, rack 
jobbers, contractors, housewares and hardware. 
One item, FULLY AUTOMATIC WINDOW 
LOCK that protects against burglary and van 
dalism due to entry from unlocked windows 
Patented and first quality. Box 639, c/o Harp 
WARE AGE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


MANUFACTURERS REPRESENTATIVES 
WANTED WITH FOLLOWING among whol 
sale hardware trade to represent fast growing 
concrete additive line. “Power” Concrete 
Strengthening and Bonding Liquid is for use in 
all ‘‘ready-to-use”’’ mixes.’’ Product is merchan 
dised with sales tools as a tie in sale for deal 
ers stocking package cement products such as 
Sakrete, Home-Crete, Redi-Crete, etc. Write: 
Bradley Paint Company, Connellsville, Pa. 





REPRESENTATIVES WANTED ACCOUNTS WANTED BUSINESS OPPORTUNITIES 











Manufacturers Representative Wanted 


who is currently calling on wholesale general hard- 
ware jobbers and distributors, to represent FLY- 
AWAY INC., manufacturers of Fly-Away, a 100% 
guaranteed pigeon and bird senetiant. Scientifically 
developed, sales tested, and “customer proven in 
New England for the past 5 years. Write full 
details first time. 


FLY-AWAY INC. 


104 Massachusetts Ave., Arlington, Mass. 











PROVEN MONEY MAKER—The original 
and patented Down Spout-O-Matic for homes. 
Sold preferably to Distributors though not ad- 
verse to retail] contacts. Natural outlets: Lawn 
and Garden Stores—Hardwares—Lumber Yards 


andscapers 
outlets. 


Legitimate Catalog 
Received national 
ready tor 1962 business. See us at 
Hardware Show or contact 
Co., 431 S. Princeton Ave., 


Houses—many 
publicity. Be 
The National 
Spout () Matic 
Park, Illinois, 


more 


Down 


Villa 


c/o V. R. Arnt. Legitimate discounts and com 
missions. Many choice territories open send 
resume letter to see if you are OUR man. 


ACCOUNTS WANTED : 


NEED SALES RESULTS??? 


Aggressive manufacturers representative 
Arizona, New Mexico and El! Paso, 
to add additional lines of merit. 
Automotive, 





covering 
Texas wishes 
Presently selling 
Hardware and Industrial suppliers. 


Box 640, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philedelphia 39, Pa. 








REPRESENTATIVES 


Covering all phases of jobbers. Can render 


reliable aggressive service We are na- 
tional distributors with established ac- 
tively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and 
Louisville. We carry the account or you 
can bill direct Inquiries invited Write 


ANCO CORPORATION 
7 Wood Street, Pittsburgh 22. Pa. 





Metropolitan New York 
and New Jersey 


15% OF THE NATION'S SALES 
15% OF THE NATION'S POPULATION 
PLAN NOW FOR YOUR SHARE! 


Now through the October Hardware 
Show is the time to reappraise your 
sales effort in our market! Our 4 man 
selling organization can give you con- 
sistent, complete and conscientious cov- 
erage. Grow with the fastest growing 
agency in the East. Write today. 


Box 615, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ILLINOIS AND WISCONSIN ‘two-man 
team of manufacturers’ representatives open for 
one additional Hardware, Housewares or Garden 
line. Will give aggressive and reliable coverage 
to Hardware, Housewares and Garden whole. 
salers, Drug and Variety chains, Mail Order, 
Catalog jobbers, Supermarkets, Discount Houses 
Excellent reputation Box 603, c/o ~—- ~~ 
AcE, Chestnut & 56th Sts., Philadelphia 39, P: 

WANT SALES RESULTS? We get them be- 


iuse we concentrate in Michigan, Ohio, Indiana. 
Will handle two additional lines—only highest 
grade considered. Write Box A-10, c/o Harp- 
WARE AGE, Chestnut & 56th Sts., Philadelphia 


9, Pa 


MANUFAC. 
open for addi- 
Garden line for 


AGGRESSIVE, 
TU RERS’ 


REPUTABLE 
REPRESENTATIVE 
tional Hardware, Housewares or 
Metropolitan N. Y., N. J. Have strong, well 
established following among Hardware, House 
wares and Garden Wholesalers, Rack jobbers, 
Chains and Catalog houses. Thorough know-how 
promoting, marketing lines for utmost potential. 
Box 644, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, 

ARE YOU YOUR 


d SATISFIED 
BUSINESS IN 


OKLAHOMA? We can offer 
the right line good representation in this are 
with the best accounts. Need one more good line 
to sell the Wholesale Hardware Distributors 


WITH 


and/or Variety Chains. J. E. O’Neil & Associ- 
ates, 2129 N.W. 25th St., Oklahoma City, Okla- 
homa 








AGGRESSIVE SALESMAN COVERING PA 


CIFIC NORTHWEST desires additional lines 
or direct factory representation. Twenty years’ 
selling experience, fifteen vears in this area 
calling on wholesale and retail hardware and 


lumber accounts. Box 638, c/o HarpwarE Act 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
NEW ENGLAND—I am ganizing a new 


related 
market 
marketing 
experienced, 
deserve. Please 


HH a oi are and 
this important 
management and 
your products the 
representation they 


agency to sell Builders’ 
items to distributors in 
| have the _ sales 
background to give 
professional 


write in confidence. Box 646, c/o HarpWarRe AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

CHICAGO AND SURROUNDING AREA: 
Can provide top representation for good lines 
to hardware wholesalers, mill supply houses, lum 
ber yards. Have wide experience in tools, paint 
sundries and related lines. Let me tell you how 
| can help you. Write to—Joseph C. LaRocco, 
1042 W. Kamerling Ave., Chicago 51, Ill 


WELL ESTABLISHED MANUFACTURERS 
REPRESENTATIVE open tor additional Hard- 
ware or Garden line to wholesalers. Now cover- 
ing Texas, Oklahoma, Arkansas and Louisiana. 
Excellent reputation with trade. Box 641, c/o 
1TARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


= 


REPRESENTA- 
hardware, house- 
electrical 
Chestnut 


SOUTHERN CALIFORNIA 
TIVE seeks additional line for 
ware, sporting goods, automotive or 
market. Box 642, c/o Harpware AGE, 
& 56th Sts., Philadelphia 39, Pa. 


HELP WANTED 








ARIZONA OPPORTUNITY 


Established hardware business in Casa 
Grande, Arizona (population 10,000), mid- 
way between Phoenix and Tucson. Selling 
price; retail inventory less 33 |/3%. Fixtures 
and equipment thrown in! Your cost: ap- 
proximately $30,000.00 buys the business. 
Owner retiring. Write K. Z. Miller, Box 606, 


Casa Grande, Arizona. 











A WELL ESTABLISHED 


retail HARDWARE BUSINESS for sale in Dick- 
inson, North Dakota, to close on estate and 
dissolve a partnership. Dickinson is a progres- 
sive city in western North Dakota in a good 
community. Full details gladly given. 


FISHER AND FOSTER AGENCY 
Box 1126, Dickinson, No. Dok. 














FLORIDA 


For Sale—Wholesale Hardware—Small, fast grow- 
ing, selling popular priced merchandise to hardware 
and chain stores. Presently over 150 well estab- 
lished accounts. Geared to do petential $300,000 
annual sales. For further details write to 


Box 643, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











STORE MANAGER—EASTERN LONG ISLAND 
UNUSUAL OPPORTUNITY in an unusual store 
for a young, progressive store manager. He 
should have a knowledge of Hardware and 
Kindred Products, be willing to take direc- 
tions from the owner, and have a desire to 
become a good member of the community. 
The right man will have liberal compensation 
and an opportunity to profit from his own 
successful efforts. The store is long established 
in a pleasant town with more than normal 
potential for growth and vacation trade. 


Please give experience, qualifications and 


references in letter to Owner. 


Box 617, ¢e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














OLD ESTABLISHED MODERN HARD 
WARE STORE for sale in downtown York, Pa 
Reasonable. Good lease. Owner retiring. Phone 
York 82504. 

HARDWARE STORE FOR SALE in a good 
town in Western New York. Good clean stock 
Big opening for a plumber or electrician. Same 
place and same owner for 40 years. Box_ 645, 
c/o HarpwareE Ace, Chestnut & 56th Sts., Phila- 


delphia 39, Pa. 


WANTED: I will pay cash for old, obsolete 


or surplus stocks of rifle, shotgun or pistol am 
munition, any caliber or gauge, any quantity. 
R. Hansen, 8337 Beverly, Overland Park, 


Kan. 


POSITIONS WANTED , 


EXPERIENCED SPECIALTY SALESM AN 


WITH FOLLOWING in New Jersey seeking 
position with hardware jobber or specialty house. 
At present selling lawn and garden and farm 


Box 601. c/o Harpware Ace, Chestnut 


Sts., Philadelphia 39, Pa. 


supplies. 
& 56th 


STEEL 
sales and 


SALESMAN—34 years old, 15 years’ 
administrative experience with major 
producer of merchant wire products. Excellent 
jobber contacts in Southeast. Successful sales 
record. Now residing North Carolina. Desire po 
sition with manufacturer of Hardware or steel 
products. Box 629, c/o Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE SALES PROMOTION MAN. 
AGER AND CATALOG COMPILER seeks 
position with aggressive wholesaler or manufac 
turer. Experience includes planning sales pro 
grams, consumer circulars, dealer catalogs, pur- 
chasing. Also copywriting, layout, paste-up and 
the operation of a photo-offset press. Presently 
employed in New York area. Will relocate. Avail 
able August 1, 1961. Box 612, c/o HarpDware 
Ace, Chestnut & 56th Sts., Philadelphia 39, P 
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CLEAR EPOXY ADHESIVE 


easy to use. For home 
shop. Carded or Kits 


STRONG ENOUGH TO HOLD TO 
WILHOLD GLUES, Inc., Los Angeles 31, Calif. - 


TWO NEW EPOXIES — SPACE AGE SUPER GLUES 
1 EPOXY-METAL ADHESIVE 


Does difficult jobs with wonder- 
ful results. 


S—PERMANENT-—WATERPROOF 
Chicago 12, Ill. 





Molds and machines. 








Want more facts? Circle 189, p. 61 
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VEGETABLE 
pEELER. 
NO. 394 


See us at Booth Nos 
no. 48 824 826 828 Chicago 


ER, 
G papHotLo Housewares Show. 


scOURIN 
For complete information and catalog 
of all 100 T & S items, write today 


Want more » facts? Circle 190, p. 61 


LOOK HOW MUCH MORE 
PROFIT YOU MAKE 








p when you sell a 
QUICK-WEDGE SCREW-HOLDING 
‘|| SCREWDRIVER instead of an 


ordinary screwdriver 
TODAY 


PB. For every Quick Wedge you 
on non eal sell, you make a greater dollar 
profit in the same amount of time 


KEDMAN COMPANY 
P.O. Box 267 — Salt Lake City, Utah 


Want more facts? Circle 191, p. 61 
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ORDER A DISPLAY 


| Graham & Co., Inc. 





Index to Advertisers 


THE ADVERTISERS INDEX is published as a 
not as a part of the advertising contract. 


convenience ond 
Every care is 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


A. C. Spark Plug Div. 
General Motors Corp. 
Aerosol Div. 


Dupli-Color Products Co., Inc. 


American Chain Div. 


American Chain & Cable Corp. 
American Floor Machine Co. div. 


of American-Lincoln Corp. 
American-Lincoin Corp. 
American Plastic Products Co. 


American Power Tool Co., div. 


of American-Lincoln Corp. 
Ames Co., ; ; 

Animal Trap Co. of America 
Artistic Wire Products Co., Inc... 
Artwire Creations, Inc. 

Atlantic Industrial Corp. 
Atlantic Tubing & Rubber Co. 
Atlas Tool & Mfg. Co.... 


Ballonoff Metal Products Co. 
Bethlehem Steel Co. ..... 
Black & Decker Mfg. Co. 
Borden Chemical Co. 

A div. of The Borden Co. 
Pn Sa Mfg. Co. 
Brown, Inc., John Clark 


Cc 


Cable Electric Products, Inc. 
Cadman Co. 
Champion DeArment Tool Co. 
Chevrolet Motor Div. 
General Motors Corp. 
Chicago Metallic Mfg. Co. 
Clayton Mark & Co.... 
Cooper Thermometer Co. 


D 


Dennis Mitchell Industries, Inc... 


DeWitt Products Co. 

Diabolt Mfg. Co. . 

Drop Lite Electric Mfg. “Corp.. 

Dupli-Color Products Co., Inc. 
Aerosol Div. 

Duro Metal Products Co. 
Indestro Hand Tool Div. . 

Dustpak Ltd., Inc. 

Dykem Co. .... 


Expello Div. ‘of Odo-Aire, Inc. 


— 


Flexo Products, Inc. 
Forest City Products, 


G 


General Wire Spring Co. 
Gering Plastics, Div. of 
Studebaker-Packard Corp. 
John H. 
King Cotton Cordage Div. 


| G. W. Griffin Co.. 


H 


Hager & Sons Hinge mre Co., C. 


Hall-Erickson, Inc. 

Hall-Mack Co. 

Hewitt Bros. 

Hines-Park Foods, Inc. 
(Duncan-Hines Institute) 
Hoover Ball & Bearing Co. 


Hoover Bathroom Accessory Div. 


Hoyt & Worthen cates Corp. 
Hyde Mfg. Co. ) | 
Hy-Ko Products Co. 


j 
Indestro Hand Tool Div. 
Duro Metal Products Co. 


International Salt Co., Inc. 
Irvin Ware Co. 


J 


Jordan Industries, Inc. 





/Kedman Co. 


Kellogg Brush Mfg. Co 


| Kerr Wire Products Co 


Knape & Vogt Mfg. Co. 
L 


Libbey Glass Div. 

Owens lilinois Glass Co. 
Libbey, Owens, Ford Giass Co. 
Window Glass Div. . 

Lincoln Floor Machinery Co. div. 
of American-Lincoln Corp 
Living For Young Homemakers 


M 


M & D Store Fixtures, Inc. 
Macklanburg-Duncan Co. 
Magic Iron Cement Co., Inc. 
Marshalltown Trowel Co. 
McGill Metal Products Co. 
Metal Ware Corp. 

Miller Co., Inc., Robert E. 
Miracle Adhesives Corp. 


N 


National Brush Co. 

National Hardware Show 

National Screw & Mfg. Co. 

National-Standard Co. 
Reynolds Div. 


P 


Patent Novelty Co. 
Pennsylvania Saw Corp 
Phillips Chemical Co. 
Pioneer Rubber Co. 
Plaza Towel Holder Co. 
Plumb Shop 

Prizer-Ware Div. 

Textile Machine Works 


R 


Radiator Specialty Co 

Reardon Co. 

Reynolds Metals Co. 
Do-It-Yourself Aluminum 

Ridge Tool Co. 

Rival Mfg. Co. 

Roberts Co., The 


S 


Sawyer's, Inc., Garden Genie Div. 
—— Storm Lock & Hardware 


Cor 
Sheffield Hardware Co. 
Rol-O-Vaive Sales 
Simonsen Industries, Inc. 
Slaymaker Lock Co. 
Superior Fastener Co 
Swing-A-Way Mfg. Co 
Swingline, Inc. . 


Tate Co., E. H. 109, 117, 
Travco Plastics Co., Inc. 
Turner & Seymour Mfg. Co. 


U 


Upland Industries, Inc 


Vichek Tool Co. 


Ww 


Wear-Ever Aluminum, Inc 

Weller Electric Corp. 

Wen Products, Inc. 

Wessel Hardware Corp. 

Wilhold Glues, Inc. 

Wilshire Power Sweeper Co. div. 
of American-Lincoln Corp. 

Woodhill Chemical Co 

Wrightway Engineering Co. 

Wrought Washer Mfg. Co. 


Y 


Yale & Towne Mfg. Co 
Lock & Hardware Div. 
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CADDY No Rub: Carded 
a oo Rack Items 
: Vinyl-Plastic 
- Leather LAr 
: Cleaner a ES SSSI ey 
a3 ‘ Rinse Off | Wipe On 4 : of Sizes ed 


Wipe Off ~ al = 
It Sparkles: New Luster a moe 


Look for athee Caddy Products 


The CADMAN CO. 4197 Lee Rd. Cleveland 28, Ohio 
Want more facts? Circle 193, p. 61 


Paves 


really slays moths 


~iitpallv 

The prestige line of moth preventives. 

Fifteen new, year-around products— 

sparkling new displays, all geared to 

increased sales for you! Complete prod- 

uct line catalog and display sheets on BETTER HOUSEHOLD 
request. HAROWARE SINCE 1872 

Expéllo” 


(Div. of Odor-Aire, Inc.) 1015 £. 2ND, WICHITA, KANSAS E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. 
Want more facts? Circle 195, p. 61 Want more facts? Circle 196, p. 61 
























LOOK WHAT'S IN THE CARDS FOR YOU! 


PF. NEW! EXCLUSIVE 
Ze Esubble-Steam, 

















& 








a 
aon ee A SHOWER HEAD FLOW CONTROL 
WATER OFF yrnne nn /n Instant push-button control turns water ON or OFF and adjusts spray Gan =) | 
oes :* A A\ without disturbing temperature setting. Cuts water consumption up to 50%, A 
.———— A yet maintains sufficient flow for maximum showering pleasure. Fits any fig 
im standard shower head and shower arm. Made in U.S.A. of solid brass, @ a lh 
ot a \ heavily chrome-plated. Ship. wt. 4 lbs. per doz. Individually carded in self- a" Be oe 
iy ’ storing, self-selling Bubble-Pak cards. ew ae Ae 
‘ BS mS ——= - 2 a } 
, W rite for complete Bubble-Stream catalog of faucet aerators and shower heads... now! pe. a 1 
; " 


rd WRIGHTWAY ENGINEERING CO. + 339 W. 112th Pi... Chicago 28, Ill ai 
Want more facts? Circle 197, p. 61 
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“PENN STATE” —eey ffl 


PENNSYLVANIA SAW CORPORATION 
Want more facts? Circle 198, p. 61 


: ’ TRAVCO offers SUC- "2 
CESSFUL IMPULSE REPLACE-A- 
the home 1} NE@y Fah WASHER 
SELLERS — Staple i rt 
er (NYLON Faucet Washers) 


REPLACE A PART hardware and house- cin THY DMo! | 1 
tn wares’ attractively oe ie Ask your distributor 
PLASTICS CO. / bubble packed for clude id about TRAVCO’s profit — 


profit -profit — profit line, 
1041 EAST 46th STREET the Housewife and Jutiasts Ordinary or write for free catalog. 


BROOKLYN 3. NEW YORK the Do-it-Yourselfer! 
’ : 

















Want more facts? Circle 199, p. 61 


© NOW! stapie'gun 7 
a for only 495 


With Exclusive Push-button Loading 
| and Built-In Staple Extractor. p> 





Kenberry GADGETS 
ARE PROFITABLE 


Sell Fast, Use 







Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self-ser- 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Roast 
Rack. Skewers in all 
sizes. Lacing Pins. Plate 
‘oorag a — Here’s the fastest selling staple gun on the 

aay ge a ny tieey a b i ie, agen A market today. Designed especially for home 


other gadgets. s ™ use. Staple sizes 44", 4’. Nationally advertised. 











SERV-ALL TONGS EGG RING Immediate shipments—no wait, no delays. Order today. 
More than 50 
Kenberry GADGETS JOHN CLARK BROWN t«<¢ i . Ly ‘ 
Ask your jobber ONE MONTGOMERY ST L INC., Long Island City 1, New York 


Want more facts? Circle 200, p. 61 Want more facts? Circle 201, p. 61 _— 












Quality for over 25 years! 





—_— 
—— ———E—EEOOeE | 


TOOL BOX 
OF THE 
MONTH 













| An i8"' x 10!/."" x 13"' LIFT-OUT 
TRAY TOOL BOX. Made of 
deep drawn one-piece water- 










proof steel body. Has all of | 
the SIMONSEN features _in- 
cluding electro welded con- : ie 

tinuous piano hinges in dur- ad 
able paked enamel finish. 180 DL 

Especially good for 

) ) 


filing nechenin*™ SIMONSEN INDUSTRIES, INC. 
1414 S. Michigan Ave., Chicago 5, Ill. 


La} BETTER HOUSEHOLD 
? HARDWARE SINCE 1872 


E. H. TATE CO. © 251 CAUSEWAY ST. © BOSTON, MASS. ( 








_ sd ——E——E—— — 
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DOMES OF SILENCE 
RUBBER CUSHION GLIDES 


Furniture Rest — Pintie Type OR CHAIRS 








"Tubular Bide 








RUBBER CUSHION GLIDES 
Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3-coler card. 6 Sizes, 

ee”, %”, 1%, 11/16", 1%", 1%". 


PROMPT SHIPMENT 


Ask your jobber, If he is not supplied, wr 
ROBERT E. MILLER & CO., INC.., 

oe nes id 35 Pearl St.. New York 4.N. Y. <4 
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Carton. 
1Yo", Yes Upholstery Nall 
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Bakelite Furniture Rest 

















Thumb Tack ion Glide 

















le Rubber | Adjustable Tubular 
Spring Type 
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National’s your better buy 
to reduce ordering and handling costs 


Consider the advantages of one-source 
buying from National, and you'll be 
impressed by the time and money you 
can save. National’s complete line makes 
it easy to standardize on one dependable 
source. You'll reduce paper work, and 
cut down on ordering and handling 
time. You'll also get these advantages: 


Color-coded labeling with sizes clearly 
indicated in big type, for faster order 
filling and for easier stock control. 


No-smudge boxes with the glossy finish 
that can stand handling and still look 
fresh when they get to the customer. 


Recognized quality throughout the 
National line... your assurance of cus- 
tomer satisfaction and repeat business. 
These are some of the reasons why so 
many of our customers are standardizing 
on the National line ... and agree that: 
“National’s Your Better Buy,” by far. 


Ask Your Distributor... He Knows 


THE NATIONAL SCREW & MFG. COMPANY « CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 


3423 SOUTH GARFIELD AVE., LOS ANGELES 22, CAL. 
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